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Robert S. Armacost (right), Studebaker dealer in Kansas City, was elected president 


left is J. Saxton Lloyd, Buick-Cadillac dealer of Daytona Beach, Fla., who was the 1952 
president. Armacost had been first vice-president and head of NADA's Industry Rela 
tions Committee. Other officers named last week were Charles C. Freed, of Salt Lake 
City, first vice-president; James A. Ayers, of Chattanooga, secretary, and J. M. Sanders, 


of Washington, D. C., treasurer. 





Sparks 


State of the Nation’s Economy 


Up 


Banxkruptcies—Rose to 200 in the 


week ended Feb. 12, the largest 


number recorded in 33 months, ac- 


_ cording to Dun & Bradstreet. Com- 


pares with 159 in preceding week. 

Sreer—In week ended Feb. 21, 
mills were scheduled to operate 
at 99.7 percent of rated capacity 
to produce 2,248,000 net tons of 
steel and ingots. This equals the 
record operations 
week. 

Heavy Bumpinc — Contracts 


of previous 


" awarded in week ended Feb. 9 


aggregated $267,788,000, a 15 percent 


' increase from like week last year. 


TELEVISION SALEs—Were estimated 


' at 6,144,990 in 1952, versus 5,384,798 


RS 


ester a tie rm 


ee, 


the preceding year. 
* * . 


Down 


Business InNpex — Activity for 
week ended Feb. 7 declined to 
184.3 from 187.2 in prior week, re- 
ports the New York Times. 
Figure for week ended Feb. 9, 
1952 was 75.3. 


* * * 


General 


EMPLOYMENT — Bureau of Em- 
ployment Security forecasts that it 


will hit a record 63 million this 


year. 


The present high of 62.6 


| million was set last June. 













By Bernie Thomas 
Associate Editor 


EFLECTING the end of 
government quota restrictions, 


"car and truck production climbed 
; to the highest level in 20 months 


Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


149,370 
137,511 


104,387 


Last Prev. 1952 
Week Week Week 


For complete production totals 
by makes, see table, page $7. 
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Adm. Bell Named 
NADA Executive 
To Succeed Deo 


BALTIMORE. Rear-Adm, Fred- 
erick J. Bell (retired), named 
last week to succeed M. Robert 
Deo as executive vice-president of 
NADA, has been 
director of human 
relations for sev- 
eral years at Mc- 
Cormick & Co., 
Inc., one of the 
nation’s largest 
condiment manu- 
facturers. 

Now in his early 
’50s, Bell will take 
over Apr. 1 the 
position left va- 
cant several 
months ago by Deo’s resignation. 

After retiring in 1948 from the 
Navy, at his own request, Bell 
joined McCormick in April, 1949, 
as assistant to the vice-president 
in charge of human relations. 

In December of the same year, 
he was elected to the company’s 
senior board of directors and was 
appointed director of human rela- 
tions. 





* * * 


UTHOR of several books on 
+4 naval subjects, Bell is now an 
industry member of the National 
Labor Management Manpower 
Committee in Washington. 

He is also on the Business Ad- 


visory Council of the Baltimore 
(See BELL, Page 34, Col. 5) 


last week and some U. S. plant 
produced the millionth vehicle of 
1953. 

Going into this week, the auto 
industry could count an estimated 
$19,451 cars and 182,773 trucks— 
a total of 1,002,224 units—built 
so far this year. 

This year’s car output is running 
54 percent ahead of comparable 
1952 production, while truck pro- 
duction is holding steady to last 
year’s levels. Higher production in 
both categories than achieved last 
week is an immediate prospect. 

on * + 


Bont in U. S. plants last week, 
according to AUTOMOTIVE News’ 
estimates, were 123,303 cars and 
26,067 trucks — a total of 149,370 
vehicles. The previous week’s build 
of 137,511 units was made up of 
114,935 cars and 22,576 trucks. 

The death of production con- 
trols acted like a shot in the arm 


- Old and New Head of NADA— 

> 

» of NADA at the annual convention last week in San Francisco. Wishing him well at 
IN gaan aoa 6 SA 
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The Newspaper of the Industry 


Show Sales High 


Attendance Decline 
Fails to Dampen 
Market Prospects 


By Jack Weed 
Service Editor 

AN FRANCISCO.—Exhibitors in 
NADA convention’s shop-equip- 
ment show assert that this year’s 
exposition was up to last year’s in 
New York, insofar as dealer inter- 
est and prospects for sales are con- 
cerned. 

While many exhibitors re- 

ported actual sales to a satisfac- 

tory number being made during 

the show, they realize also that 

orders will accrue even after the 

attending dealers arrive back 

home. 

Attendance at the show on 
Saturday and Sunday (Feb. 14-15) 
was off approximately 3,500 from 
the same days at New York last 
year, because the Bay-area jobbers 
did not give this show the cooper- 
ation in getting in fleet servicemen 
and independents that was so much 
in evidence at the New York show. 
Plus attendance by independents 
and fleet men for the two days 
this year was only 1,700 as against 
more than 5,000 at the New York 


show. 
* 


* 7 

As USUAL the booths to get the 

the biggest “play” this year, it 
seems, were those with action ex- 
hibits. Leading these, perhaps, were 
the tire-changer exhibits. There 
seems to be a fascination for visit- 
ing dealers to see a man working 
at a job which he knows is normal- 
ly a back-breaking task. 
One of the points of real interest 
brought to light by the tire-changer 
makers is that, with the expected 
advent of the new tubeless tires on 
cars as standard equipment, it will 
be necessary for every dealer to 
have one of these machines that 
rolls the tire off the rim. 
The new type tire will not 
stand to have the beads pounded 
over the rim edge. They will have 
to be gently rolled on in order not 
to produce a spot where air can 
leak out. 
While not up to the number of 

(Continued on Page 38, Col. 1) 





33 Output Shoots Past Million Mark 


to schedules at some plants last 
week, especially GM outlets. 
Sparked by Chevrolet, GM turned 
out an estimated 70,007 cars and 
trucks, compared with 64,513 the 
week before. 

Chrysler plants also let out some 
more output steam, most of it 
coming from Dodge and Plymouth. 
At DeSoto, operations concentrated 
on recouping production lost to 
labor trouble the week before. 

x * * 

OLDING Ford back last week 
was a continuing labor dispute 
in Detroit that has adversely 
affected Lincoln and Mercury out- 
(Continued on Page 37, Col. 4) 
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Separate Handling 
Held Necessary 


Parley Charts Fight 
On Excise Taxes, 


Credit Curb Revival 
By Bob Finlay 


Managing Editor 

AN FRANCISCO. — All car and 

truck makers were urged for- 
mally by an NADA resolution last 
week to establish at the earliest 
possible date Dealer-Relations De- 
partments for the express purpose 
of improving factory-dealer rela- 
tions. 


An attitude that improvement 
in factory-dealers relations must 
come through cooperation was 
expressed all through this 36th 
annual NADA convention which 
drew 9,938 registrations, 

Robert S. Armacost (Studebaker), 
Kansas City, new president of 
NADA, asserted that NADA would 
strive to keep down dissension be- 
tween dealers and factories, while 
the retiring president, J. Saxton 
Lloyd, of Daytona Beach, Fla., as- | 
serted that NADA would not go to i 

f 


Lloyd Denies Urging 
Factory Price Cuts 


SAN FRANCISCO.—Misinter- 
pretation of his remarks was 
blamed by J. Saxton Lloyd, out- 
going NADA president, for 
widely circulated press reports 
last week that he had urged a 
price cut by auto manufacturers. 

Lloyd explained that he was 
hopeful prices wouldn’t go up, 
but said he was aware of the 
cost pressures faced by manu- 
facturers. Competition, he said, 
will regulate prices. 

Some newsmen who quizzed 
Lloyd at a press conference dur- 
ing the NADA convention said 
they remembered his voicing the 
hope that, in addition to fac- 
tories arranging their production 
schedules sensibly, they would 
share some of the burden of 
price reductions which, he was 
quoted as saying, now were in 
effect but solely at the expense 
of dealers. 


OPS Ends Curbs 
On Service Fees, 
Shop Equipment 


ASHINGTON.—Automotive re- 
pair services were freed from 
price controls Feb. 18 under an 
OPS amendment, which included 
thousands of other consumer goods. 


The agency, which has been 
taking the shackles off ceiling 
regulations for the past few 
weeks, also decontrolled among a 
long list of machinery, auto test- 
ing and maintenance equipment, 
both mechanical and electrical, 
other repair services of all types, 
tire recappers, automotive rental 
services and parking lots. 

The latest OPS decision is viewed 
as the first in a series of moves to 
liquidate other controls which have 
long plagued the auto industry. It 
was the third action carrying out 
President Ejisenhower’s directive 
for the “orderly elimination.” 

OPS Director Joseph H. Freehill 
predicted price hikes up to 15 per- 
cent on repair services in general. 


Oo FURTHER sname was made 
at last Thursday’s OPS session 
toward junking price lids on new 































bat for “factory beggers, or factory 
haters.” 







NADA is providing 






OWEVER, 
for the organization of “make” i 
advisory groups within its frame- | 
work and directors have authorized 
the NADA Industry Relations Com- 
mittee to move swiftly on legiti- 
mate complaints of dealers against 
factory practices. 
Other high points of the conven- 
tion were these: 
1. Selection of Frederick J. Bell, 
a@ retired rear admiral and con- 
sidered an outstanding executive, 
as executive vice-president of 
NADA to succeed M. Robert Deo, 
who resigned some time ago (see 
story on page one today). 
2. In addition to Armacost, elec- 
tion of Charles C. Freed, of Salt 
Lake City, first vice-president; 
James A. Ayers, Chattanooga, sec- 
retary, and J. M. Sanders, Wash- 
=e. D. C., treasurer. 
. Embarkation on a crusade for 
(Continued on Page 34, Col. 1) 
































Top Cars 


New-car registrations for eight 
states for January: 
























































and used cars, although it had 
been speculated that these would|]| '%? Pos. Make 1952 Pos. 
be among the first auto products|| 1—12353 Ford 6,202— 2 
to be decontrolled. Nor was there|| 2— 9,965 Chev. 9,279— 1 
any inkling as to when these con- _ ise a ws 
(See REPAIRS, Page 37, Col. 4) 5— 3,747 Buick 3,527— 4 
3 588— 
Sales Battle On... m—»>| 5 s155 Macy tomes 
8— 2,792 Olds 2,171— 7 
9— 2,145 Nash 1,321—10 
Ford Gets Jump 1o— toot Stade, St 
11— 1,782 sler 1,229—11 
On Chevrolet 12— 1,562 DeSoto 943—12 
THE long-awaited Chevrolet|| 13— 1,229 Cadillac 816—13 
versus Ford sales battle is on.|| 14— 1065 Packard 666—15 
While the first reports on 1953|| 5— 977 Hudson 741—l4 
new-car registrations are sparse|| 16— 763 Willys 241—18 
(and Chevrolet didn’t introduce its|} 17—- 447 Lincoln 140—19 
1953 models until late in the|| 18—- 352 Kaiser 339—17 
month), Ford topped Chevrolet in|} 1%—- 218 Henry J 340—16 
registrations for the first eight|| 20—- 33 Brit. Ford 62—20 
states for January, reported last|| 21— 21 Austin 28—21 
week by R. L. Polk & Co., auto|| 22— 8 Allstate 10—22 
statisticians. (See “Top Cars,” in Total All Makes 
adjoining column.) 60,534 43,490 






With government production 
quotas ended, the rest of 1953 
(Continued on Page 37, Col. 3) 


For further details see page 
18, today’s issue. 








Here's Kaiser's Plastic Model 


AUTOMOTIVE NEWS, FEBRUARY 23, 1953 _ 





K-F Aiming for July Production— 


Kaiser-Frazer's new sports car, the Fiberglas-reinforced DKF-161, will have a three- 
position folding top, which is completely sealed under the deck lid when not in use. 
it can be raised to conventional convertible angle or mounted in a landau style as 
shown above. Production is scheduled for July. (See story on page 30.) 


Salt 


Finished in Grain Leather— 





The individual bucket-type seats of the new K-F sports car are nearly 24 inches 
wide. Seats, door panels and dash are finished in grain leather in solid colors to 
harmonize with body paint. (See story on page 30.) 





Auto Business Prosperity 


Linked to Good Roads 


SAN FRANCISCO. — Highways 
and safety—once the stepchild of 
NADA conventions—had a domi- 
nant role in this 
36th annual con- 
vention as NADA 
embarked on a 
crusade for better 
highways. 

The terrible 
danger and great 
opportunities that 
lie in this field 
have hit home in 
the industry with 
terrific force. As 
Walker Williams Walker Williams, 
sales vice-president of. Ford Motor 
Co., put it: 

“The only danger of saturation 
in the auto industry today is lack 
of highways and parking facili- 
ties.” 

Williams, who was substituting 
for GM’s William F. Hufstader, 
chairman of the Inter-Industry 
Committee on Highway Safety, as- 
serted that the very life of the auto 
business depends on the utility of 
the product and the general econo- 
my. Both, he said, are linked with 
road conditions. 

In this respect, J. Saxton Lloyd, 
1952 president of NADA, asserted 
that the expansion of the auto in- 
dustry depends on what we do 
about roads. 

“People,” he said, “must come 
to realize that roads are no 
longer just a means of getting 
between two points, but a means 
of production.” 

Incidentally, he asserted that co- 
operation between dealers and 
makers on this problem has done 
more to improve relations between 








$50,000 Fire in Buffalo 

BUFFALO.—One fireman was in- 
jured last week in a three-alarm 
fire that gutted the shop of Lou 
Schneider Auto Seat Co. Fire Com- 
missioner Harold R. Becker esti- 
mated damages at $50,000, which 
included three late-model 
mobiles. 






the two groups than any other 
single thing. 

Williams said that what is called 
for is a coordinated effort to get 
better highways, improved traffic 
conditions, adequate parking and 
more widespread driver training. 

To accomplish this end, the 

(Continued on Page 30, Col. 1) 


Auto Taxes 


WASHINGTON. — For the first 
time in the annals of Federal auto- 
motive excise taxes, receipts last 





Suits Sod to a Tee— 


This motorbike is not as good as a 
Nash, but it will get you around the golf 
course, says George Mason, president of 
Nash, while he gives a demonstration ride 
to Pat Geyer, of Geyer Advertising, Inc., 
at the Thunderbird Golf Course in Palm 
Springs, Calif. Standing alongside is 
Spencer Honig, president of Nash - Cali- 


auto-| fornia Co. and a director of NADA. 








U. S. Excise Receipts in ’52 Exceed $2 Billion; 
Gas Levy Totals $851 Million 


Snarl on BLS Index... 





Wage Revision Facing 
Delay in Auto Plants 


By Bob Sheldon 
Staff Writer 

S BEHIND -the- scenes negoti- 
‘4% ations between the UAW-CIO 
and the Big Three auto makers 
went along quietly !ast week, the 
possibility arose that the quarterly 
wage adjustment, which falls due 
March 1 for more than a million 
made on 


workers, might not be 


schedule. 

The union stood pat in its re- 
fusal to accept any further wage 
revisions on the basis of the 
Government's “old” cost-of-living 
index, which has served as a 
yardstick in labor-management 
relations since 1948. 

Instead, the UAW has been at- 
tempting to persuade the manu- 
facturers to switch to the “new” 
Bureau of Labor Statistics index of 
consumer prices. A BLS an- 
nouncement setting forth the first 
of this revised series of tables was 
expected momentarily, but industry 
observers doubted that an 
agreement on its use could be 
reached before next Sunday’s ef- 
fective date for any wage changes. 

x x * 


INCE provision is made in its 
long-range contracts for a retro- 
active settlement, the union dis- 
claimed reports that it had issued 
an “ultimatum” or set a “deadline” 
to hasten compliance by the auto 


companies. 
Meanwhile, on another labor 
front, the National Labor Re- 


lations Board announced that two 
auto dealerships in Oregon City, 
Ore., had agreed to reinstate and 
reimburse five employes “penal- 
ized” for union activity. 

NLRB said that Oregon City 
Motors, operated by J. C. Catlin 
and R. C. and James Wolfard, and 
Wolfard Bros., Inc., also had agreed 
to “cease interference” with union 
organization among their em- 
ployes. 

Local 212 of the AFL Automobile 
Drivers and Demonstrators Union 
had filed a complaint with NLRB 
in behalf of Don Schaeffer and 
Grady Webb, of Oregon City 
Motors, and Robert G. Pierce, 
Charles W. Baker and Jerry Tay- 
lor, of Wolfard Bros. 

* * * 
HE case is described as an out- 
growth of refusal by Oregon 
City dealers to sign closed-shop 
contracts with automotive unions, 


Set Record 








year exceeded $2 billion, according 
to the Bureau of Internal Revenue. 
The total was $2,100,066,269.39. 

Gasoline tax receipts alone 
amounted to $851,538,127.04, or more 
than the total received from all 
Federal “emergency” auto excise 
taxes for any year prior to 1946. 
In 1945, the high point to that date, 
total receipts were $832,863,000, the 
report pointed out. 

Diesel fuel used in highway ve- 


\|hicles, the newest of these taxes, 


brought in almost $15 million, ac- 
counting for $14,682,784.14. Total 
fuel taxes for the year were $866,- 
220,911.18. 

By sources, the BIR reports show 
the following receipts: 
Gasoline sesesssceseeeeesp 851,538,127.04 
Diesel fuel . 14,682,784.14 
Lubricating oil ......... 92,288,893.09 
Automobiles and 





motorcycles ............. 601,852,128.07 
Trucks, buses and 
NID ©5 <5 ccevssceszsnckas . 187,837,455.54 
Tires and tubes 164,510,037.62 
Parts and 
accessories ..... 187,356,843.89 
Total ......................$2,100,066,269.39 


It was noted that these figures 
represent only the totals received 
by the Federal Government, and do 
not include highway-user taxes as- 
sessed by state and local govern- 
ments. 


several of which are reported oper- 
|ating in the area. The city, about 
|15 miles south of Portland, is re- 
|garded as the “most highly organ- 
|ized” labor community in Oregon. 


Complicating the problem of 
which cost-of-living index to use 
in determining wages in the auto 
plants was the fact that the 
latest edition of the old BLS 
index was not expected to be 
ready before Apr. 1. 

This is the chart which normally 
would be used in making the March 
1 pay adjustment. As of Dec. 1, the 
index had slipped to 191.5 from the 
previous quarter’s 192.4, resulting 
in a one-cent-an-hour cut for 
workers covered by the UAW’s 
escalator contracts. 


Overall, workers have netted 25 
cents an hour in cost-of-living al- 
lowances under the old index, and 
the UAW now is seeking to add 
this sum to their base pay. 

a x * 


Bs had been contemplating is- 
suance of its new index since 
1949 as a means of reflecting 
changed consumer buying habits 
and including items previously 
ignored, such as used cars, new 
homes, television sets and frozen 
foods. 

When General Motors entered 
into its five-year contract with 
the UAW in 1950, provision was 
made for transition to the new 
index, which BLS was preparing 
to introduce late in 1952. 

Finally, in the last few months, 
BLS disbanded statistical staffs in 
14 cities and stopped gathering 
data for the old index. Railroad 
brotherhoods and other’ unions 

(See LABOR, Page 10, Col. 5) 








Power Steering 
Orders Soar, 


Chrysler Reports 


DETROIT. — Nearly as many 
Chrysler and DeSoto cars have 
been ordered with power steering 
in the past six months as in the 
entire preceding year, according to 
A. vanderZee, sales vice-president 
of Chrysler Corp. 

“In the past six months,” vander- 
Zee stated, “68,000 DeSotos and 
Chryslers have been delivered with 
power steering, whereas 69,500 had 
been ordered 
preceding.” 

VanderZee disclosed that at 
present the percentages of various 
models being ordered with power 
steering are: Chrysler Custom Im- 
perial, 98 percent; New Yorker De- 
luxe, 87 percent; New Yorker, 71 
percent; Windsor, 40 percent, and 
DeSoto V-8, 61 percent. 

“In contrast,” he continued, “in 
August, 1952, the comparable per- 
centages were: Chrysler Imperial, 
94 percent; New Yorker, 75 per- 
cent; Saratoga, 35 percent; Wind- 
sor, 12 percent, and DeSoto V-8, 55 
percent.” 


4 


in the 12 months|# 









Hudson Defense Job— 


The first aft section of the Air Force's 
B-57 bomber has been delivered under 
contract to Glenn L. Martin Co., of Balti 
more, by the airframe division of Hudson 


Motor Car Co. Maj. Richard E. Oswald, 
Air Force officer in charge, and J. W. Esk 
ridge, Hudson manufacturing vice - presi 
dent, view the giant mass of metal. 


Hudson Credits 
Races With 25% 
Sales Rise in 753 


DETROIT. — Hudson sales in- 
creased 25.8 percent during Janu- 
ary, over the same month in 1952, 
according to N. K. VanDerzee, sales 
vice-president, who reported that 
5,852 units were sold last month. In 
January, 1952, 4,651 cars were sold. 

Hudson field stocks are at low 
point because of the demand, Van- 
Derzee said. A recent wildcat strike 
has set back company plans to re- 
lieve the shortage of 1953 Hudson 
Hornets, Wasps and Super Wasps, 
he said. 

VanDerzee ascribed increased 
public recognition to the stock car 
performance’s of 1952 “when Hud- 
son cars captured every AAA stock 
car race record and both NASCAR 
and AAA champions drove Hudson 
cars.” 


Rockwell Takes 


Security Post 


DETROIT. — Col. Willard F. 
Rockwell, board chairman of Tim- 
ken-Detroit Axle Co., has_ been 

: named director of 
productivity for 
the Mutual Se- 
curity Adminis- 
tration under 
Harold Stassen, 
head of MSA. 

In addition to 
being chairman 
of Timken - De- 
troit, Rockwell 
holds a like post 
in Rockwell In- 
dustries, Pitts- 
burgh, where he makes his home, 
and is also chairman of Standard 
Steel Spring Co., Coraopolis, Pa. 

During World War II he was a 
director of production for the U. S. 
Maritime Commission and a mem- 
ber of the requirements committee 
for WPB. 


W. F. Rockwell 








N. Y. Sports Show Features Dodge Models— 


Two 1953 Dodge models, which have been named the “sportsman cars of the year,” 
went on display Saturday (Feb. 21) at the 16th annual National Sportsmens & Vacation 
Show at the Grand Central Palace in New York City. The Coronet Diplomat, a V-8 
hardtop, has a Picasso green lower section with pistachio green top, wire wheels and 
a continental rear tire mounting. The Meadowbrook Suburban, a six-cylinder station 
wagon, has a Dover gray bottom and a Fairfax bive top. 
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Many dealers throughout the 
United States know Ernest Bur- 
well (Chevrolet), Charleston, S. C. 
While he is but in his middle 
fifties, he is a veteran in the 
trade and he has enjoyed a wide 
range of experience, starting as 
an office boy for te Ford Motor 
Co. and including being a com- 
mander in the Navy in World 
War II. There he served as flag 
secretary for the Seventh Fleet, 
as well as on General Mac- 
Arthur’s staff. 

He is one of the founders of 
the South Carolina Dealers Assn. 
and has served NADA as a direc- 
tor of that state. Many dealers 
know him through his director- 
ship in the Automobile Old Tim- 
ers. For years he was either 
chairman or a member of the 
NADA Dealers’ Business Man- 
agement committee. It is here 
that one of the facets of his lead- 
ership shines brilliantly. 

It is therefore a privilege to 
reintroduce Ernest Burwell as 


guest conductor of this week’s 
column: 
* * * 
E public has voted for a 


change; an end to stalemate 

and appeasement in Korea at the 
cost of 130,000 Americans. Whether 
this means peace or a stepped-up 
offensive to finish the job—is any- 
body’s guess. But a change will 
affect dealers. Peace suggests 
heavy production, with declining 
dealer profits. War means restric- 
tions. So the fair-haired boys for 
1953 will be the dealers who have 
flexible and effective expense con- 
trols. 

It is interesting to note that 
profits for the average dealer for 
1952 have been almost equivalent 
to the amount the dealer reduced 
his fixed expenses. 

While NADA surveys are not 
published by lines, it is no secret 
to say that one large manufacturer 
has conducted a very helpful ex- 
pense-reduction program with its 
dealers and that the expenses of 
this specific group of dealers are 
about 20 percent less than the aver- 
age for all makes combined. 
Further, they have almost 100 per- 
cent absorption. 

” a * 


Take the Offensive 


H2zr= are some suggestions for 
preserving profits, learned from 
other dealers: 

1. Take the Offensive: Step out 
and sell—go ofter the business — 
That’s where profits start. Have a 
hand picked, well-trained, hard hit- 
ting team that knows where to go, 
who to see, and what to say. 

2. Hold to the Dollars After You 
Get ’Em: 

a. Plan your operation. Forecast 
the business you can do in every 
department. Know where you are 
going before you start. It’s too late 
to control a thing that has already 
happened. 

b. Budget the expense: Call in 
your department heads—let them 
budget their departments. At 
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Dealers tell me 


By John O. Munn 





month’s end, get together and 


| determine the reason for any 


substantial deviation in the bud- 

get. This gives you an opportun- 
ity to learn what each depart- 
ment head knows about his work 

—and his capacity for handling 

it. Careful followup of the budget 
forecast is the key to expense 

control. 

3. Maximum Absorption: During 
the war, dealers averaged over 100 
percent absorption including deal- 
ers’ salaries; today’s average is 
only 68 percent—Yes, high taxes, 
high living costs, and high new-car 
prices take many prospects out of 
the market. But a dealer need 
not lose these owners as customers 
for they can meet budget payments 
for rebuilding their present car, re- 
newing its efficiency, appearance, 
comfort and safety through dealer 
shops—assuring the owner of de- 
pendable transportation. Fifty-four 


million vehicles are now on the| 


roads—the largest parts and service 
market in history for dealer de- 
velopment. 

+. ok x 


Personnel Is Largest 


4 Converting Fixed Expenses to 
* Variable: That is the other side 
of improving absorption. You have 
never heard of a dealer going broke 
from variable expenses. They con- 
trol themselves. But high fixed ex- 
penses accruing at a greater rate 
than the business justifies “busted” 
one-fourth of the dealers per year 
prewar. 

5. Dealers’ Largest Fixed Expense 
Is Personnel: Usually 60 percent of 
the total expenses (exclusive of 
shop payroll) is personnel. An old 
rule of thumb says: “Every dollar 
of payroll adds 50 cents in over- 


head”; space, equipment, insurance, | 


vacations, illness, bonuses, lights, 
heat, social security, and supplies. 
If you want to control expenses, 
personnel is the main item. But 
this is where quality counts, for a 
better job can be done and greater 
profits earned, through a smaller 
number of high-grade employes. 
Above -average people demand 
above-average pay — combining 
three jobs into two often helps, but 
sound incentive-pay plans can be 
fitted to all jobs. 

Let’s keep our feet on the 
ground, Unrealistic salaries and 
unearned bonuses must go. Pay 
a high enough incentive to get a 
good job done—remembering that 
an employe’s efficiency and hap- 
piness is not necessarily in- 
creased by paying more than his 
services are worth in the open 
market. More often toc high 
living standards—means a dis- 
satisfied employe when business 
declines. But dealers can give 
above-average opportunity 
through sound incentive - pay 
plans—more pay for more ac- 
complishment — direct reward 
based on the individual’s contri- 
bution. Right thinking employes 
know the facts of life and are 
willing to produce more to earn 
more. 


For Example: A 600-car dealer 
I know has a ceiling of $3,000 fixed 
pay for any job; beyond that it is 
a percentage of the gross profit the 
individual produces or a percentage 
of the profits in his department, 
etc. 

For Example: Parts and service 
managers both receive a percent of 
the combined parts and service 
profits to assure a balanced job of 
parts and labor sales. 

* * * 


Incentive-Pay Plan 
ANOTEEE Example: Many 
dealers make more _ gross 
through more equitable pay to 
salesmen. Dealers pay mechanics a 
liberal percentage of the gross 
profits mechanics produce. Why 
not be as fair to the salesmen? If 
we want good profits, let’s stop 
paying salesmen the same for a 
(See MUNN, Page 36, Col. 5) 











Milwaukee Exhibit Draws 77,000... 





Capital Show Opens in Splendor 


By Sam Sampson 

Staff Writer } 

/ITH the Mardi gras decorations 

all in place, the Washington 

| Automotive Trade Assn. opened its 

| 24th annual auto show last Satur- 

| day (Feb. 21) in the Nation’s Capi- 

| tal with every expectation that last 

| year’s record attendance of 133,000 

| visitors will be broken again this 

year. 

At press time Thursday, the 

huge National Guard Armory 

was loaded with exhibits of all 

American cars, as well as a few 
“specials” and foreign makes. 


A queen is being named for the 
“Show of Shows,” and she _ will 


reign over the eight days of festivi- 
ties. Five cars—a Chevrolet, Plym- 
outh, Ford, Buick and Pontiac— 
are being given away, and continu- 
is offered by 








ous entertainment 





Crowds 


television. 
The four Washington news- 
papers, Post, Star, Times-Herald 


and News, are running special auto 

show issues on alternate days, and 

other publicity media is assisting. 
* * * 


IKE MURPHY, son of WATA 

Managing Director Dick Mur- 
phy, is manager of the exhibition. 
The show committee includes 
Joseph B. Paul, chairman; Philip 
P. Maloney, Harry Martens jr.; 
Robert E. Phelps and Vincent A. 
Sheehy jr. 

In special sections of the Ar- 
mory, three experimental cars 
have been placed, including the 
Chrysler Special Sports Coupe, 
the Buick Wildcat, and the Pack- 
ard Pan American. 

As further proof that Americans 





Throng Milwaukee Auto Show— 


Attendance at this month’s Milwaukee auto show was reported well above that of 
1951 by show officials. The DeSoto exhibit, on a Sunday, drew a crowd of 20,995. 


On Insurance 


SAN FRANCISCO. — Grave con- 
cern was expressed by E. H. Sher- 
man, vice-president of General Ex- 
change Insurance Corp., at the 
ATAM meeting here last week that 
the Ohio legislation, which now 
prevents automobile dealers or 
their employes from selling in- 
surance on cars they sell, might 
spread to other states. 

Sherman told the auto trade 
association managers that Ohio 
was the only state in the union 
that had such legislation at the 
present time and that the present 
Ohio law had been under fire 
from the automotive insurance 
people since 1949 with varying 
degrees of success each year, The 
law has been so worded, how- 
ever, that no further loophole re- 
mains, he said. 

J. Slayton Jenner, Federal-aid 
Defense Administration Project di- 
rector, asked the association man- 
agers for 100 late model cars to 
be loaned to the Atomic Energy 
Commission for test purposes. The 

commission wants to know what 
would happen to cars exposed to 
atomic radiation. No assurance was 





given that the cars would be re- 
turned in saleable condition. 

Claude Klugh, manager of the 
Pennsylvania Automotive Assn. 
gave a report on the Pennsylvania 
teen-age driver training panel 
which that association put on last 


Technical Training 


Loses Attraction 


PORTLAND, Ore.—Benson Poly- 
technic High School could place 
four times the number of techni- 
cally trained young men who will 
be graduating this spring, Dr. Leon 
Minear, school principal, told a 
luncheon meeting of the Portland 
Automobile Dealers Assn. 

Dr. Minear said the school will 
graduate around 250 as against 350 
last year, with a third of the 
graduates going on to engineering 
courses in college. 

The demand for promising 
technical graduates is great, he 
said, including those from the 
school’s auto mechanics de- 
partment, where around 50 gradu- 
ate annually. 








ATAM Is Given Warning 


Ban 


fall very successfully. He recom- 
mended that all associations de- 
velop similar programs. 


Charles Henderson, of the New 
York State Automobile Dealers 
Assn., made a plea that ATAM 
set up some orderly procedure in 
both ATAM and NADA for 
handling dealer complaints of 
factory mistreatment, 


New observers were appointed 
for the 11 NADA committees. Ed 
Cleary was appointed to the em- 
ployer-employe group; Bessie Bal- 
lantyne, for membership; D. P. 
Whelchel, for industry relations; 
George Benjamin, for public re- 
lations; Russell Hammond, for 
business management; Paul Graves, 
for salvage; John Lehman, for 
guide book; Amos Crow], for dealer 
sons; Lew Ullrich, for trucks; Tom 
Crooks, for magazine, and Frank 
Broadway, for national affairs. 

Detroit’ was selected for the 
ATAM’s mid-summer meeting. The 
date was left open until 
arrangements for accommodations 
could be finalized. 

—Jack WEED 


|stars of stage, screen, radio and|are highly automotive-minded, the 


first day’s attendance at the Sara- 
sota (Fla.) auto show at the 
Municipal Auditorium there drew 
more than 4,000 persons, it was 
reported. 

The show was sponsored by the 
Sarasota Automobile Dealers Assn., 
and was held for three days begin- 
ning Feb. 13. 

At the opening of the show, the 
Sarasota High School band led a 
parade of 1953 models through 
downtown streets. The parade 
ended at the auditorium where the 
show was officially opened. 

Two vintage cars, obtained from 
Horn Brothers Museum, also were 
displayed. Doors were open 
throughout the show from 1 to 10 
p.m. 


* + * 

N TORONTO, the first Canadian 

National Motor Show since 1939 
opened on Feb. 13 for a week’s run. 
As crowds poured in to see the ’53 
offerings, it was apparent that the 
show was highly successful for 
dealers and manufacturers alike. 

Every major American make car 
was represented, as well as several 
experimental models and 28 old- 
timers dating back as far as 1900. 

The only car exhibited in To- 
ronto which was not shown in 
New York, however, was Ford’s 
Canadian Monarch. Packard’s 
Pan American and Chevrolet’s 
Corvette drew considerable atten- 
tion from visitors in Canada. 

Exhibits of General Motors and 
Chrysler Corp. cars made _ the 
Canadian tax picture clear. Each 
car carried a price tag, broken 
down to show the factory price, 
suggested retail price, accessory 
costs, and sales excise taxes. The 
Canadian industry is using this 
method to bring out to the auto 
customer how much of his new-car 
cost goes to the Government. 

On display were models of Lin- 
coln, Ford, Meteor, Monarch, Mer- 
cury, Pontiac, Chevrolet, Oldsmo- 
bile, Buick, Cadillac, Nash, Chrys- 
ler, Dodge, DeSoto, Plymouth, Hud- 
son, Aero Willys, Studebaker, 
Kaiser, Henry J and Packard. 

A late report from Fort Wayne, 
where the Northeastern Indiana 
Auto show opened last Wednesday, 
said that more than 5,000 persons 
attended the opening. 

a * = 


A Pea report from Edward C. 

Wehe, general chairman of the 
Milwaukee Auto Show, placed total 
attendance at 77,192. 

The crowd was somewhat smaller 
than expected, although it was well 
above the 64,000 attendance at the 
1951 show. 

“Everybody was tremendously 
pleased with public response,” 
Wehe said. “An unofficial canvass 
of the exhibitors showed senti- 
ment for an even greater show 
in 1954, and the board of direc- 
tors of the Milwaukee County 
Automobile Dealers Assn. will 
meet soon to discuss plans for 
the future show.” 

Dealers said that everyone looked 
longingly at the new models, but 
many admitted they were not in 
the market because of financial 
reasons. 


Announcement of another In- 


diana show at Plymouth, Ind., was 


(See SHOWS, Page 37, Col. 1) 


On the House... . 


Quite a storm is brewing down Virginia way. Walter Wilkins, past 
president of the Virginia dealer association, is circulating a letter 


asking dealers if 
Raine was fired 


At press 


Wembhofft 





tion’s board of directors. 
Finlay in San Francisco last week that he had 
received thus far many favorable replies from 800 
letters sent dealers... 


conference during GM Motorama 
showing in Miami, President H. H. Curtice dis- 
avowed a reporter’s suggestion that the show was 
held there “to let the boys have a little vacation.” 
He pointed out that Florida’s car sales increased 
103 percent in past decade, compared with 70 
percent for nation as a whole . 
tion will hold its first Chicago convention May 


they want Johnny Raine reinstated as manager. 


three weeks ago by the associa- 
Wilkins told our Bob 


. . Illinois associa- 


14-15, in conjunction with Chicago group... 
Because of heavy legislative programs in home states, the Minne- 
sota, Nebraska and North Dakota associations called off their joint 
entertainment room at NADA convention and managers stayed home 
. . . Ex-President Truman bought a new car the other day; not a 
GM product, of course, but a Chrysler... 


—Petre Wemuorr, Editor, 
Automotive News 
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Insurance Fight Threatens 
Dealer Potential 


N RECENT weeks there has been considerable furor over 

efforts of the nation’s organized insurance agents to pre- 
vent auto dealers and finance companies from serving their 
customers on auto insurance. 


This fight has great significance for dealers. Until re- 
cently, the insurance agents were defeated in every attempt 
to push auto dealers out of the business. 


However, some months ago the organized insurance 
agents gained a legislative foothold in Ohio. With 44 legis- 
latures meeting this year, the agents see an opportunity to 
extend the Ohio victory across the nation. This effort cen- 
ters around a so-called model insurance licensing act which 
the National Assn. of Insurance Commissioners has set up. 


Some dealers have been lukewarm in opposing this activ- 
ity. They do not understand the possibilities involved. Is it 
worth a fight? 


Well, in 1952 dealers who are agents of Motors Insurance 
Corp. earned collectively about $27,500,000 in commissions 
from that company alone. 


In the competitive era, such earnings may loom large. 
But that is just one aspect of the situation. Traditionally, 
auto dealers and finance companies have played an impor- 
tant role in building up the business. To protect their 
investment, they had to make sure that the car was pro- 
tected as far as physical damage is concerned. 


In the process, they performed a valuable service to the 
customer. 


Not only is the car transaction completed without delay, 
but the customer has the assurance that he can drive away 
from the dealer’s place of business fully protected. 


And doing business in this manner greatly simplifies 
the handling of claims for the time buyer when he reports 
his loss, as he frequently does, to the dealer or finance 
company. 

In addition, when the dealer is an agent for the insurance 
company, he has a double incentive in maintaining his 


customer’s goodwill. 


| 





Auto 
Forum 


The Bureau of Standards, 
which issued a 12-page booklet 
on the control of odors, lists 
this formula: “The best solu- 
tion is to find the material 
which is the source of the 
odor, and remove it, if pos- 


sible.” 
* * « 


Broken Hearts 


“The German people wanted 
the United States of Europe 
with all their hearts — particu- 
larly the young people — but the 
plan is now broken because the 
Americans must rearm Germany 
to fight against Russia.” — Ger- 
man author Mario Hem De 


BRENTAINI. 
+ * + 


Putting Teeth in Law 


Escaping convicts, who 
smash their false teeth in 
sloppy getaways, shouldn’t be 
entitled to free replacements 
under Britain’s national health 
scheme, That principle has 
just been laid down by the 
Plymouth Health Executive 
Council after its underlings 
authorized a $13 payment for 
a recaptured convict’s new 
dentures.—Wall Street Journal. 

oa * t 


What's Been Eatin’ Him? 
ABIDJAN, Ivory Coast, French 


‘West Africa.—An interesting 


constitutional question is posed 
in the case of Senator Victor 
Biaka-Boda, who disappeared in 
the jungle here three years ago 
and may have been eaten by his 
constituents. 

Since he vanished during a 
stump - speaking tour of the 
bush, it has not been decided 
by the French whether he can 
be considered legally dead. 

Therefore he has not been re- 
placed, and his Negro constitu- 
ents are de facto if not de jure 
disenfranchised. You cannot 
have your senator and eat him 
too.—(N. Y. Times.) 

7 * * 


Onward 


“America has the manufac- 
turing and marketing facility 
and ability to raise our living 
standards by one-third.”— 
Arno Johnson, vice-president 
of J. Walter Thompson Co. 


* * * 


Home Sweet Car 


“We can regard the car as an 
extension of the home. It is an 
added living room used to move 
to other spots than the one 
where the house is anchored.” 
—James W. Cope, public rela- 
tions vice-president, Chrysler 
Corp. 

* * * 
The Right Way? 

“We are still fighting this 
thing (teen-age killers) with 
policeman’s clubs, jail cells 
and reform schools, while the 
answer lies in prevention 
through education and under- 
standing.”— Dan Fow ter in 
Look. 


* * * 


We're in the Stretch 


“Unless the figures level off, 
the number of vehicles will catch 
up with the number of people in 
2033, and in 2034 there’ll be more 
cars than people.”—C. K. Glaze, 
planning engineer, Washington 
State Highway Department. 


10 Years Ago... 


The Big Story 


Nearly 33 million cars and trucks are still operating—fewer than 
2 million under 1941—NADA reports 
still available for rationing in 1943, after 270,902 new cars were re- 
leased in 1942 .. . War Production Board Chief Donald Nelson fires 
Ferdinand Eberstadt, military services’ “right arm” in the Federal 


agency, and denies he plans to resign himself. Move seen strength- 


ening civilian control of WPB policies .. . 
contract commitments for five-fold increase in output of Pratt- 
. Nation’s stockpile of raw rubber will 
skid to 104,000 tons by Jan. 1, 1944, according to Rubber Czar William 
Jeffers, who says most critical period will be October, 1943, to March, 
1944 . . . Studebaker service department says women can be trained 
to do 90 percent of servicing on passenger cars... Alfred P. Sloan jr., 
General Motors board chairman, says his firm, with its increased 
plant capacity, can produce up to 50 percent more cars after the war. 


Whitney aircraft engines . . 
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Letterbox 


‘Then and Now ......” 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





ing out the proverbial watches. 
The boss man, E. M. Schultheis, 
who I swear knows everybody that 
can tell an automobile from a spit- 
toon, has his doubts that the man 


Same One 

In your Feb. 9 issue of AUTOMO- 
tive News appears a picture of the 
Universal Motor Co. sales room, 


Honolulu, showing it to be a 2 2 ; 
dealer in Chrysler and Plymouth — a as Bauman, is 
cars. Wonder if you can check and 


Enclosed is a picture which ap- 
pears to us to be the same show- 
room, but showing the agency to 
be distributors of Ford products. 
Is this a coincidence? Can you give 
us an explanation of the same?— 
PENNSYLVANIA DEALER. 

Eprror’s Note: Chrysler Export 
Division says that Universal is a 
Chrysler - Plymouth dealer, but 
that your photo might also be 


let me know who wins this game of 
Button, Button—who’s got the 
Bauman ?—F. D. Wisse, Clark Equip- 
ment Co., Buchanan, Mich. 

Epiror’s Note: Bossman Schul- 
theis is correct. Passing out the 
watches is none other than Bob 
Black, White’s president. 

* * * 


In Book Form? 


accurate since the dealership Thought you might be interested 
originally handled Ford. to know— 
. 2 = 1,.AvuTOMOTIVE News I read 


weekly from cover to cover. 

2. It is the only automotive trade 
magazine which I read or to which 
I subscribe (I receive many gratis). 

3. I read it and believe it, for it 
contains most of the reliable news 
and very little “malarkey.” 

4. As most of us read AUTOMOTIVE 
News from cover to cover, would it 
be practical to arrange your articles 
in book form, so we would not 
need to turn so many pages to 
complete an article? 

5. Enclosed is my two-year sub- 
scription.—Jack Erwin, Jack Erwin 
Motors (Dodge-Plymouth), Ala- 
meda, Calif. 


Apologies to White 

Page 14, Feb. 9 issue of AUTOMO- 
tive News shows a picture of “ J. N. 
Bauman” of White Motor Co. pass- 


... OPA says 239,891 new cars 


* * - 


Hoiler’s Book 


Reference: Article on Page 3 of 
AvuToMoTIVE News, Feb. 9 issue, by 
John O. Munn. 

Please send us a copy of Holler’s 
book, “Step Out and Sell.” — Auice 
C. Forp, Leahy Motors, Inc 
(Dodge-Plymouth), Ashtabula, O. 

Eprtor’s Norte: Publisher of 
Holler’s book is Dartnell Corp., 
4660 Ravenswood Ave., Chicago. 


Chevrolet announces 


—From the files of Automotive News. 
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THE BEL AIR SERIES 


An entirely new kind of Chevrolet to 
be compared only with higher-priced 
cars. Four models: 2-Door Sedan, 
4-Door Sedan (illustrated), Sport 
Coupe, Convertible. 


Now in 
3 Great New Series 


CHEVROLET 
FOR 1953 


/ 
| 4 Vow 
pe 


THE “TWO-TEN” SERIES 


New styling, new features in seven models: 
2-Door Sedan, 4-Door Sedan (illustrated), 
Club Coupe, Sport Coupe, Convertible, and 
two Station Wagons—The Townsman and 
the ''Two-Ten” Handyman. 


THE ‘‘ONE-FIFTY” SERIES 


Lowest priced of all quality cars. Five 
models: 2-Door Sedan, 4-Door Sedan 
(illustrated), Club Coupe, Business Coupe, 
and the “One-Fifty’’ Handyman. 
















Entirely NEW 
through and through 


——. the enthusiastic reception of Chevrolet’s 3 great new series gives 
promise that this year will be one of the most outstanding in the history 














of Chevrolet dealers. 
But, of course, such leadership is far from new to Chevrolet. Over the past 20 













years, Chevrolet has out-produced and out-sold all others—a record unmatched 
Entirely new styling with new Fashion-First Bodies by Fisher 


entirely new power with 115-h.p. high-compression 
“Blue-Flame” engine in Powerglide* models . . . 108-h.p. 
high-compression “Thrift-King” engine in gearshift models 
... entirely new economy with important savings in gasoline 
and upkeep . .. entirely new Powerglide* with faster get- 
away, more miles per gallon . . . entirely new safety with 
finer brakes, greater visibility . . . entirely new Power 
Steering,* exclusive to Chevrolet in its field. 


by any other manufacturer in modern motor car history. 

In that fact lies a tremendous opportunity for every Chevrolet dealer. For the 
huge family of Chevrolet owners constitute the largest single market in America 
for new cars and trucks—and for parts, accessories and service as well. 

And now, with products that are entirely new through and through, Chevrolet 
has everything for greater leadership in 1953! 

Is it any wonder that the Chevrolet franchise, long the most valued in the 
industry, is now even more desired than before? 







*Optional at extra cost. Combination of Powerglide automatic transmission and 
115-h.p. “Blue-Flame” engine available in ‘*Two-Ten’’ and Bel Air models. 
Power Steering available on all models. Continuation of standard equipment and 
trim illustrated is dependent on availability of material. 





MORE PEOPLE BUY CHEVROLETS THAN ANY OTHER CAR! 


America’s leading franchise! 
America’s leading dealers! 
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DuPont Patriarch Defends Firm 


CHICAGO. — Denying emphatic- 
ally that the duPonts were con- 
spirators in violation of the Sher- 
man Antitrust Act, Pierre S. 
duPont, 84, patriarch of the E. I. 
duPont de Nemours & Co. enter- 
prises, told a Federal Court here 
last week that he went into the 
manufacture of dyes after the Ger- 
man supply was cut off by World 
War I. 

His 77-year-old brother, Irenee, 
corroborated Pierre’s story and 
said the duPont expansion during 
the first world war was solely to 
aid the war efforts of the Allies. 


TV Auto Show 
Set for Sunday 
In Philadelphia 


PHILADELPHIA.—The Philadel- 
phia Inquirer television station 
WFIL-TV will present a special 
2%-hour auto show at 2 p.m. Sun- 
day (March 1). 

The show, described as the. first 
of its type ever attempted on such 
a large scale for television, will in- 
clude 19 makes of U. S. cars. Each 
will be demonstrated for’: five 
minutes, and a collection of foreign 
cars will wind up the program. 

Among commentators will be 
Paul Whiteman, for Nash; Dr. Roy 
K. Marshall, for Ford, and George 
Gobel, for Plymouth. 

Coinciding with the show, the 
Inquirer will publish a special auto- 
motive supplement in its Sunday 
issue. 

Dealers in and around Philadel- 
phia are making arrangements for 
prospective clients to view the 
program in their display rooms, the 
show’s sponsor said. 











Pierre duPont traced his con- 
nection with the firm to 1890, when 


The defense produced figures to 


lshow that the company produced 


he started with the family concern|1.4 billion pounds of gunpowder 


at a monthly salary of $80. 

Fear that duPont stock might fall 
into the hands of the Germans or 
pro-German interests, he said, was 
the chief factor in 1915 in the ac- 
cumulation of company shares by 
the duPonts. 

DuPont added that one reason 
for the family’s buying up of all 
shares was to split them up among 
younger executives, many of them 
unrelated to the family. 

The defense also read into the 
record a 1919 message from 
President Woodrow Wilson which 
urged the development of an 
American dyestuffs and chemicals 
industry to make the U. S. inde- 
pendent of German sources, 

Irenee duPont testified that be- 
fore the U. S. entered World War 
I, German chemists were smuggled 
through Allied lines with the aid 
of the State Department and then 
brought to this country to provide 
technical assistance. 





Auto Credit Volume Up 


11 Percent in Month 


WASHINGTON.—The Auto- 
mobile departments of sales 
finance firms bought 11 percent 
more paper on retail installment 
deals in December than in No- 
vember, according to the Federal 
Reserve Board. 

Dollar volume on such busi- 
ness during the last month of 
1952, FRB said, rose 9 percent 
on new cars and 14 percent on 
used cars. Gains for new and 
used trucks were 12 percent and 
10 percent, respectively. 





Motorama in Miami 








Throngs Attend GM Showing— 


Here are some of the 321,500 visitors who flocked to the preview of the General 


Motors Motorama in Miami, Fia., topping 


the New York City crowd by 15,000. An 


orchestra, chorus and performers inaugurated the event. More than 30,000 attended 
the public showing on opening day. The next scheduled run is March 14-22 in 
Chicago's amphitheater as part of the auto show there. 





Starfire Gazers at Miami Motorama— 

Crowds ring the Oldsmobile Starfire at the General Motors’ Motorama in Dinner Key 
Auditorium, Miami, Fila. Oldsmobile's experimental Fiberglas-body car—'‘regal tur- 
quoise" in color — was o center of much interest at the Florida showing. 





and that new plants had to be built 
at a cost of $220 million to meet the 
war demand. To utilize these plants 
after the war, the defense con- 


tended, duPont had to expand its | 


activities. 


Knetzer Sentenced 
To Five Years; 


Draws $5,000 Fine 


SPRINGFIELD, Ill.— Robert L. 
Knetzer, onetime “new-used” car 
dealer, last week was sentenced to 
five years in prison and fined $5,000 
for concealing cash during bank- 
ruptcy proceedings. 

Convicted by a Federal Court 
jury after a six-week trial and the 
hearing of 61 witnesses, Knetzer 
received the maximum penalty. A 
defense motion for a new trial was 
denied, and his attorney said the 
case will be appealed. 

Knetzer was acquitted of four 
other counts charging concealment 
of bonds, stocks and other assets. 

The Government had contended 
that Knetzer took in $680,627 
more than he paid out between 
Apr. 1 and Oct. 5, 1948, the six 
months before his business 
folded. 

He still faces trial on charges of 
perjury and fraud. 

Knetzer told the jury that he 
“always had the honest opinion” 
he would come out on top. Under 
cross-examination he admitted, 
however, that he sometimes fibbed 
“a little bit” to get money, but 
said, “You have to, to borrow.” 

Asked if he did not feel his Ed- 
wardsville (Ill.) auto business was 
becoming shaky under long runs of 
customers demanding their money 
back, Knetzer said, “I always felt I 
could pay my creditors.” 

He also said he believed he would 
come out of it some day “if I was 
left alone and given a chance to 
pay people back some money, and 
I think I could now.” 

Asked how, he answered, “By 
making some more of those sales 
talks.” 

The runs, as related by other 
witnesses, were occasions when 
customers demanded return of 
their deposits, 

Earlier, a Knetzer employe had 
estimated from the stand that in 
the last six months of Knetzer’s 
operations, cash rebates totaled $3 
millions, outstripping deposits. 

The prosecution, however, con- 
tended that Knetzer took in some 
$680,000 more than he spent during 
that period. 


AP Parts Backs 
Two ‘500’ Cars 


TOLEDO. — A contract between 
Murrell Belanger, of Crown Point, 
Ind., race-car owner, and the Mira- 
cle Power division of AP Parts 
Corp., Toledo, was announced last 
week by H. Gail Kreis, general 
sales manager of AP. 

To be called Miracle Power Spe- 
cials, Belanger’s two cars will com- 
pete in the Indianapolis 500-mile 
classic on Decoration Day. 

Drivers of the cars will be Duane 
Carter, who placed fourth in the 
1952 Indianapolis race, and Jimmy 
Davies, who set the pace in the 
1951 race before his car developed 
trouble. 





Growth of U.C. Stocks 


Slackens in Pace 


WASHINGTON. — Stocks of 
used cars in the hands of fran- 
chised dealers continued to grow 
during the final 10-day period of 
January, according to an NPA 
report based on figures supplied 
by manufacturers. 

But the rate of growth, 13,536 
cars during the last 10 days of 
January, showed a sharp reduc- 
tion from the gain of 24,207 units 
recorded in the period from Jan. 
10 to 20. 

Used-car stock held by fran- 
chised dealers totaled 644,307 
cars at the end of January, well 
over the December-end figure of 
598,316. 
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Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


Feb. 18 
(Sale slow—not enough clean cars. 
Sold 58 cars out of 121 offerings.) 
BUICK $1, 


-50 Super Riviera 2-dr., 


310*; 4-dr., $1,200*. ‘49 Super 2-dr., 
$975". 

CHEVROLET ‘52 SL Deluxe 4-dr., 
$1,525*. °51 SL Deluxe 4-dr., $1,240; 
2-dr., $1,225; SL Special 4-dr., $1,- 


205*; 2-dr., $1,050; 1-ton panel, $710. 
‘50 %-ton pickup, $660; SL Deluxe 


2-dr., $1,025; sedan delivery, $715. 
’49 FL Special 2-dr., $755. °'47 SM 
2-dr., $350. 


CHRYSLER—’50 Windsor club coupe, 
$1,210*. ‘49 Windsor 4-dr., $975; NY 
club coupe, $875. 

DeSOTO—’50 Custom 4-dr., $980*. 
Custom 4-dr., $925. 


DODGE—’50 Meadowbrook 4-dr., $890. 


FORD—’52 Custom (8) 2-dr., $1,650. 
’51 Deluxe (8) 2-dr., $1,160; Custom 
(6) 2-dr., $950, $1,075, $1,055; Vic- 
toria, $1,305. ‘50 Custom (6) 2-dr., 
$785, $720, $840; Deluxe (8) 2-dr., 
$635, $700; club coupe, $740; Custom 


"49 


(6) 4-dr., $635. ‘47 SD (6) 4-dr., 
$375. 

KAISER—’51 4-dr., $1,010. °48 4-dr., 
$235. 

MERCURY — '53 club coupe, $2,500*. 
'51 2-dr., $1,380*. °49 4-dr., $705. 


NASH—’51 Ambassador 4-dr., $1,025. 
’50 Statesman 4-dr., $810. '49 States- 
man 2-dr., $635. 

PACKARD—'49 4-dr., $600. 
$505. 


PLYMOUTH—’51 Cambridge club coupe, 


"48 4-dr., 


$1,045. °49 SD 4-dr., $935. 
PONTIAC—’50 SL (8) 2-dr., $1,110*; 
Chieftain (6) 4-dr., $1,100*; 2-dr., 


$1,085. '49 Chieftain (8) 2-dr., $995*. 
'48 SL (6) 4-dr., $675. 


Feb. 11 


(Weather held down consignments. 
Sold 67 cars out of 94 offerings.) 
BUICK—'49 RM 4-dr., $835*, $870*. '48 


RM 2-dr., $675*. °46 Super 2-dr 
$460. 

CHEVROLET—’52 %-ton pickup, $980 
*51 SL Deluxe 2-dr., $1,260. ‘50 SL 
Deluxe 2-dr., $875, $1,000; %-ton 
pickup, $775. °'48 SM 2-dr., $705 
$620; ‘%-ton panel, $325. ‘47 FL 


aerosedan, $475. 
DeSOTO—’'49 Custom club coupe, $905* 
DODGE—’'52 Meadowbrook 4-dr., $1,- 


400*. '50 Coronet 4-dr., 2 at $925 
$995*. °47 Custom 4-dr., $680; De- 
luxe 4-dr., $350. 

FORD—’52 Custom (6) 4-dr., $1,695* 


"51 conv., $1,355; Custom (8) 2-dr., 
$1,245, $1,170; Custom (6) 2-dr., $1,- 
115. °50 Deluxe (8) 2-dr., $810; Cus- 
tom (6) 4-dr., $885; 2-dr., $830, $775. 
*49 Custom (8) 4-dr., $715, $625. 
$585; 2-dr., $765, $620. °47 SD (6) 
2-dr., $360. 

HUDSON—’51 Hornet 4-dr., $1,315. 
KAISER—’51 4-dr., $890, $900; Henry 
J (6) 2-dr., $650. °48 4-dr., $240. 

LINCOLN—’49 2-dr., $825*. 

MERCURY—’52 club coupe, $2,065*. ’51 
club coupe, $1,430*; 4-dr., $1,355; 
2-dr., $1,380*. °49 4-dr., $750. 

OLDSMOBILE—’'49 (98) 4-dr., $1,030*. 
"48 (98) 4-dr., $775, $580. °47 (66) 
2-dr., $450. 

PACKARD—’49 (200) 4-dr., $725. 

PLYMOUTH—’51 Belvedere, $1,330. 50 
Deluxe club coupe, $920. ‘°'47 2-dr., 
$365; 4-dr., $420. 

PONTIAC—’52 Chieftain (8) 4-dr., $1,- 
835*, $1,860*. '51 Chieftain (8) 4-dr., 
$1,660*. °50 Catalina, $1,420*. °49 
SL (8) 2-dr., $880. °48 Chieftain (6) 
2-dr., $550; 4-dr., $600. 

STUDEBAKER—Commander (8) 4-dr., 
$1,190; Champion 4-dr., $1,100*; club 
coupe, $1,040. °47 Champion sedan, 
$425. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 28, 29 





Racers’ Hall of Fame 


Ford, Oldfield, Firestone, Chevrolet Among First 
To Be Honored at Greenfield Village 


DETROIT.—The first 10 names 
in auto racing’s Hall of Fame— 
those who pioneered the sport be- 
fore the first running of the 
Indianapolis 500-mile race in 1911— 
were made known here last week 
at a meeting of more than 100 
leaders of the auto industry, racing 
and press at the Detroit Athletic 
Club. 

Seven of those named were 
actual racing drivers, starting 
with the late Henry Ford, Ford 
Motor Co. 
founder, who 
set the world’s 
first mile record 
in 1904, Later, 
Ford also 
furnished Bar- 
ney Oldfield 
with car “999” 
that Oldfield 
drove to gain 
his famous 
nickname, 

Henry Ford “*“Miie@o«.ae 
Minute Barney.” Oldfield also was 
named to the Hall of Fame. 

Mr. Ford, piloting 999 which he 
later turned over to Oldfield, won 
a 10-mile race at Grosse Pointe, 
Mich., in 1901, and later in 1905 
won a mile race at Atlantic City. 

On Jan. 12, 1904, Ford drove 999 
over a cinder-covered course on the 
ice of Lake St. Clair and set a new 





Oldfield " Dingley 


world’s speed record for the mile 
of 91.370 miles an hour. He was the 
first American to hold this record, 
defeating the record of Frenchman 
Duray of 84.73 miles an hour. 

The Hall of Fame will be set up 
in Edison Institute at Greenfield 
Village, Dearborn, where auto 
racing’s history will be maintained. 

William K. Vanderbilt jr., of the 
Long Island Vanderbilts, was 
named the earliest international 


race driver, but most of his fame| Lincoln 


at 3939 Grand River, Detroit, 


a standstill back 


in 
1911, was immortalized as a racing 
driver. Chevrolet dueled Oldfield to 
in the earliest 
days of racing. 

Ray Harroun, winner of the 
first Indianapolis race in 1911, 
was honored as the AAA champi- 
on in 1910. Bert Dingley was 
named to the Hall of Fame for 
his AAA championship in 1909, 
and Carl Fisher, for founding the 
Indianapolis Motor Speedway 
after a frustrated career as a 
racing driver. 

Other than drivers, three men 
were honored for their contri- 
butions to the racing world. They 





Firestone Myers 


were Harvey Firestone sr., founder 
of the tire company that bears his 
name; T. E. Myers, 79-year-old 
vice-president of the Speedway, and 
Fred Wagner, writer, race starter 
and official of the Speedway. 

Only three of the men were 
present—Myers, Harroun and Ding- 
ley. The others are dead, although 
none of them died in an auto race. 

Names voted to the Hall of Fame 
are chosen by 18 representatives of 
the press, sport and industry. In 
the final count, 24 more repre- 
sentatives are asked to cast ballots, 
and 75 percent of the votes must 
be in agreement. 

In 1954, names of the Hall of 
Fame will be chosen from _ the 
years 1911 to 1920, it was an- 
nounced. 

—Sam Sampson 


102 L-M een 


Bermuda-Bound 


DETROIT.—One-hundred two 
and Mercury salesmen, 





came from founding the Vanderbilt | winners of a nationwide contest, 


Cup Races, which were the first 
races with an international flavor 
in the U. S. 

Louis Chevrolet, who helped de- 
sign the first Chevrolet engine with 


will leave New York City March 5 
on an expense-paid vacation to 
Bermuda, accordiiug to Joseph F. 
Bayne, Lincoln-Mercury gener! 


William C. Durant in a small shop/| sales manager. 
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Au over America, Tow Bar used car dealers are making a bee line for 
the nearest Fidelity Insured Auction. They are doing this because they 
want fast action, top prices and no worries about checks bouncing. And 
they’ve learned that trading at a Fidelity Insured Auction is the only 





certain way to satisfy all three of these requirements. 


AUCTION NAME ADDRESS AUCTION DAY AUCTION NAME 
Aptco Auto Auction 19241 Dix-Toledo Hyw., Melvindale, Mich. | Wednesday Montgomery Auto Auction 
Dan Atkins Auto Auction Attalla Fair Grounds, Attalla, Ala. Thursday Owosso Auto Auction 
Baize & Flippo Auction Co. North Locust Ave., Lawrenceburg, Tenn. Tuesday Slaton Auto Auction, No. 1 
Colfield Auction Boaz, Alabama Monday Slaton Auto Auction, No. 2 
Columbus Auto Auction Cusseta Road, Columbus, Ga. Thursday Southern Auto Sales 
Concord Auto Auction, Inc. 29 Sudbury Road, Concord, Mass. Monday & Friday South Bend Auto Auction, Inc. 
Dixie Auto Auction Sales 217 Gadsden Road, Birmingham, Ala. Monday E. M. Stafford, Inc. 
Dixie Motors Auto Auction 718 Angier Ave., Atlanta, Ga. Tuesday & Friday Tinnin Auto Auction 
East Texas Auto Auction Dallas Highway, Tyler, Texas Thursday Tri-State Auction Company 
Red Farmer's Auto Auction 1010 South State Street, Jackson, Miss. Wednesday Tri-State Auto Auction, Inc. 
Doc Greiner Auction 714 Huron Street, Toledo, Ohio Thursday West Kentucky Auto Auction 
Lapiner’s Auction Company 125 South Delaware, Mason City, lowa Wednesday Bel Air Auto Auction 
Maney Auto Auction Jordan Lane, Huntsville, Ala. Friday Indianapolis Auto Auction, Inc. 


P. S. FOR AUCTION OWNERS: 


i x y 
LB oy 
ee! 


FIDELITY INSURED AUTOMOBILE AUCTIONS 


ADDRESS 
729 N. Court Street, Montgomery, Ala. 
1450 E. Main Street, Owosso, Michigan 
U. S. Highway 11, Cleveland, Tenn. 


Dixie Lee Junct., Hwy. 70, Knoxville, Tenn. 


Route 5, Warehouse Point, Connecticut 
1202 Blaine Avenue, South Bend, Ind. 
2615 Wilkinson Blvd., Charlotte, N. C. 
Meridian, Mississippi 

1223 Center Avenue, Moorhead, Minn. 
Valley Springs, S. D. 

Chestnut at West 12th, Murray, Ky. 
Bel Air, Maryland 

4501 W. 16th St., Indianapolis, Indiana 


As any of the above owners will tell you, 
Fidelity Auction Insurance builds volume and protects your profits, too. 


For 


the full story, call Nashville 5-4101, or write or wire 204 Stahlman Building, 


Nashville, Tennessee. 











AUCTION DAY 


Wednesday 
Thursday 
Wednesday 
Thursday 
Wednesday 
Wednesday 
Wednesday 
Tuesday 
Thursday 
Friday 
Monday 
Thursday 
Wednesday 


FIDELITY INSURANCE COMPANY 


OF TENNESSEE 
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no such decision has been made. | 


Price-wage controls, now in proc- 
ess of being abandoned by the 
Administration, expire Apr. 30, as 
do Federal rent controls. Priority 
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AUTOMOTIVE WASHINGTON 


| trust, antimonopoly and fair-trade 
laws. 

The 56-year-old Mason has been 
on the commission longer than 
any other member. His relations 
with fellow commissioners, while 

















Senate Group to Study 
Emergency Controls 


By William Ullman 

Washington Correspondent 
a Senate Banking Committee will open hearings late 
this week on extension of controls. The hearings will 
cover price and wage controls on a standby basis even 
though President Eisenhower indicated he doesn’t want 








: : | 
and allocation powers expire} 


June 30. 
* * + 


FTC Dispute Brews 
OWELL B. MASON, a Federal 
Trade Commission member 
since 1945, 


faces strong opposition by some 
senators and small-business groups. 

This was learned on good author- 
ity in the wake of President Eisen- 


is slated for appoint-| 
ment as commission chairman but} _| 





personally friendly, have often 
been officially stormy. 

In 1949, when members usually 
rotated as chairmen, a majority 
|of the commission refused to vote 
ifor him for the top post, and 
designated him as acting chairman. 
| President Truman reappointed him 
| that year for a full term, 

In a speech at the convention of 
National Sales Executives in June, 
|} 1951, Mason asserted that “whims 
of bureaucracy” and “crackpot no- 


: . hower’s withdrawal of former, “Mr. Wilkens has charge of the |tions,” which he said were then 
the authority. Chairman Homer Capehart favors standby | President Truman's renomination | plans for our ’54 experimental | prevalent in Washington, could 
powers. Also covered will be® 2 of John Carson to the commission.| models. destroy the free-enterprise system. 


is expected to await the Senate 
hearings before taking any action. 

It has been 
reported that 
the Federal Re- 
serve Board 
would ask for 
return of the 
power it once 
had to limit 
consumer cred- 
it, the old Reg- 
ulations X and 
W. But a board 
spokesman said 


extension of priority and al- 
location powers over scarce 
materials necessary to the defense 
program, something President Ei- 
senhower favors. Rent and credit 
controls also will be covered. The 
hearings may last as long as a 
month, 

Cabinet members and other Ad- 
ministration officials will be asked 
to appear as first witnesses. 

The House Banking Committee, 
headed by Rep. Jesse P. Wolcott, 
who is against standby controls, 





hg 
William Uliman 











Those two developments were 
only indirectly related. Mason, if 
named by President Eisenhower 
and confirmed by the Senate, 
would succeed Chairman James 
M. Mead. Mead, former Demo- 
cratic senator from New York, 
would remain on the commission. 


Several candidates are actively in 
the field to replace Carson. These 
include Edward F. Howrey, a 
Washington attorney who has prac- 
ticed for years before the commis- 
sion. He said he “has not been 








offered anything” but understands 
he is being considered. 


Mason, son of the late Republican 
Senator William Mason of Illinois, 
is reported to be practically assured 
of the appointment to the chair- 
manship. 


Meanwhile, there is speculation in 
some quarters that a shakeup 
might be intended for the com- 
mission’s organization and perhaps 
overall policy. The commission’s 


principal work is to enforce anti- 


It’s always the season for value 


HAT’S the all-year-’round sales 
appeal — that sells car buyers in any 
season, at 10° below or 97° above? Value! 


And the place where value counts most 
is in the moving parts—the “vital zone’”’. 
One way to be sure of getting “‘vital zone”’ 
value in the cars you build is to keep this 
simple formula in mind when buying com- 
ponent parts: 

Video = quality+service+ public acceptance 

price 

You can see that price is only one factor 
in value and must be weighed in relation to 
the factors above the line. Timken® bearings 
give you far more advantages above the 
line than any other tapered roller bearing. 
And in terms of value features, Timken 
bearing prices are lower today than ever. 
By this formula, or any other, your best 
value in tapered roller bearings is Timken. 
The Timken Roller Bearing Company, 
Canton 6, Ohio. 





70 CHEMICAL TESTS. This 100-ton heat of 
Timken fine alloy steel has just passed 
approximately 70 chemical tests. By 
making its own steel, the Timken Com- 
pany rigidly controls quality at every 
step in bearing manufacture. 


its TIMKEN for VALUE 


TPAOE wate OIG. U.S, Pal. OFF, 


TAPERED ROLLER BEARINGS 


FIRST FOR PINIONS. All but two makes of 
cars use Timken bearings on the pinion, 
toughest automotive bearing applica- 
tion. Timken bearings give top value at 
other ‘‘vital zone”’ points— wheels, dif- 
ferentials, transmissions, steering gears. 





ONLY TIMKEN BEARINGS 
GIVE YOU 
ALL THESE VALUE FEATURES 


QUALITY 


. Design leadership 

. Steel made in our own mill 

. Precision manufacture 

. Rigid quality control 

. More than 50 years’ experience 


SERVICE 


6. Unequalled engineering service 


. Unequalled research and devel- 
opment facilities for your use 


. Installation service in the field 


. Widest range of sizes 


. Mostdependablesourceofsupply 
PUBLIC ACCEPTANCE 





. First choice throughout industry 
. Best-known name in bearings 
3. Widespread advertising 


: f 
NOT JUST A BALL (> NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER C— BEARING TAKES RADIAL p AND THRUST @)— LOADS OR ANY COMBINATION “we 


| hower’s_ brother, 


He also criticized some FTC poli- 
cies he said had dangerously in- 
creased the commission’s control 
over competition. 

Besides Chairman Mead, Mason 
and Carson, the other present mem- 
bers of the commission are Stephen 
J. Springarm and Albert A. 
Caretta. 


x * * 


Economy Discussions 


| gener naa by new legislation ex- 
tending for two years the Gov- 
ernmental Reorganization Act, 
President Eisenhower has con- 
ferred with advisers on plans for a 


| revamping move to save money and 


increase efficiency in the executive 
agencies, 

The committee is headed by Nel- 
son A. Rockefeller. Other members 
are Arthur S. Flemming, president 
of Ohio Wesleyan University and a 
former member of the Civil Service 
Commission, and President Eisen- 
Dr. Milton S§. 
Eisenhower, president of Pennsyl- 
vania State University. 

Meeting with them were Vice- 
President Nixon, Defense Secre- 
tary Wilson, Postmaster General 

Summerfield, Interior Secretary 
McKay, Agriculture Secretary 
Benson, Commerce Secretary 
Weeks, Labor Secretary Durkin, 
Budget Director Joseph M. 
Dodge, Mutual Security Director 
Harold E. Stassen and Federal 
Security Administrator Oveta 
Culp Hobby. 

Press Secretary James Hagerty 
said there was no special signifi- 
cance to be attached to the pres- 
|ence of this Cabinet group. He said 
the President announced that the 
committee was coming in with a 
new report at his last Cabinet 
meeting and invited any of those 
who cared to do so to sit in. 

After the meeting, Hagerty told 
| reporters there had been a general 
|discussion of the commission’s 
|work but there was no indication 
|of when any reorganization plans 
| would be ready for Congress. 


3 New Posts F illed 
As Ford Expands 
Product Planning 


DEARBORN.—Expansion of the 
Ford division’s product planning 
and programming office has been 
announced by Chase Morsey jr., 
manager of the office. Three new 
positions have been established— 
product planning manager, pro- 
gram planning manager and execu- 
tive assistant for defense contracts. 

Tom Lilley, former assistant di- 
visional controller, has been ap- 
pointed manager of the product 
planning department. He will di- 
rect the activities of the car plan- 
ning, truck planning, competitive 
analysis and styling liaison depart- 
ments. 

R. J. Eggert, former manager of 
the division’s consumer research 
department, will head the program 
planning department. He will be 
responsible for the programming 
department, with R. F. Moore as 
manager, and the consumer re- 
search department. 

T. H. Holden has been named 
executive assistant for defense con- 
tracts. He will continue as man- 
ager of the ordnance vehicle proj- 
ect and also will coordinate the 
division’s B-47 wing production 
project in Kansas City. 

The car planning department is 
headed by L. A. Habrle, with C. L. 
Goyert as assistant. R. A. Latimer 
heads the truck planning depart- 
ment, and C. E. Horner is manager 
of the competitive analysis depart- 
ment. 

J. J. O'Neill is administrative 
assistant to Morsey. 
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power pressure to bring your car to a stop. With the 
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as the accelerator, an easy ankle movement, much like 
working the accelerator is all the physical effort re- 
quired for braking. And by merely pivoting the foot 
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made in far less time 


VOT a MORE DRIVING COMFORT, LESS 


FATIGUE AND GREATER SAFETY 
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The Greatest Improvement in Braking 
Since Four Wheel Brakes 


One of the most popular new car features offered the public in years is the perform- 
ance proven low pedal power brake engineered and manufactured by Bendix, the 
industry’s leader in all types of braking. 


The Bendix* low pedal power brake represents an entirely new conception of power 
braking designed specifically to meet the braking requirements of the industry’s 
latest and finest vehicles. 


This great advancement in braking is unique in many ways. It is, for example, the 
only low pedal power brake that has met the tests of millions of miles under all 
operating conditions. It has already won the overwhelming preference in its field 
with car manufacturers. And this low pedal power brake is the product of Bendix, 
the world’s largest producer of power brakes and the originator of practically every 
important braking development since the earliest days of the automotive industry. 


Passenger car manufacturers contemplating power braking should investigate the 
advantages of the Bendix low pedal power brake. *REG. U.S. PAT. OFF. 


BENDIX civisicn SOUTH BEND 


h 


AVIATION CORPORATION 


Export Sales: Bendix International Division, 72 Fifth 


Bendix Ave., New York 11, N. Y. ¢ Canadian Sales: Bendix- 
Wye [I(n +s r Eclipse of Caneda, Lid., Windser, Ontorie, Canada 
Division 


MOST TRUSTED NAME IN BRAKING 
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“| Wholesale Prices Fairly Steady . . . 


Retail U.C. Demand Uneven 


By Sam Sampson | 

Staff Writer 

ETAIL used-car demand is| 
traveling an uneven course 
across the nation, according to re-| 





- | ports received by Automotive News | 





Redesigned Hillman Minx Bows— 


The 1953 Hillman Minx went on display at Rootes Motors, Inc., 505 Park Ave., New 
York. The convertible features a redesigned body and front end, pushbutton door 


handles and restyled bumpers. Improvements in the carburetor and cylinder head 
are said to give greater economy and performance. 





-|\last week, while wholesale prices | 


and activity continues steady to, 
slightly downward. 


The overall average price of 
used cars remained steady to 
stronger over the past two weeks, 
according to Automotive News’ 
used-car index, with slight gains 
of $4 and $1 respectively. 

But, according to reports from 
auction operators, things are not so 
well with activity at the blocks. 
Clean cars are reported to bring 


going prices easily, but average 


cars and rough units, which com- 
prise a slightly higher percentage 
of offerings than normal at most 
auctions, are harder to move. 
* * * 

1. areas report that used-car 

sales are slanting upward—at 
Columbus, O., and Augusta, Ga. 
January sales at Columbus were 
tallied at 8,076 units, as compared 
with only 7,149 for the month 
earlier. A report from Augusta said 
that dealers had made higher used- 
car sales in January than expected. 
One dealer said he had sold 134 
used cars during the month, which 
is 10 cars better than his average 
month last year. 
From other areas, however, the 








MUSHROOM PHASE OF BIKINI A-BLAST, JULY, 1946. OFFICIAL ARMY-NAVY PHOTO 


mr. afom meets the press 


It’s a long way to travel for a press conference 

—from Dallas to the Bikini atolls. But then, 

interviews with Mr. Atom are scarce since he 
became First Citizen of the World. 


item on the survival of Pig 311 was reporting at its best— 
earning this comment by the late Howard Blakeslee, AP 
Science Editor: ‘‘It is not necessary to be a science editor 


to write of the atomic bomb . . . some of the finest reporting 


It’s a long way from Dallas to Bikini. But when A-bombs 
number four and five blasted the tiny Pacific islands in the 
summer of °46, reporters and correspondents present could 
see the miles melting away... 


THE WORLD KNEW a year before when Hiroshima and 
Nagasaki were obliterated that the course of history had 
changed in little more than a millionth of a second, the 
time it took to clamp together two hemispheres of a strange 
new metal. The resulting chain reaction was not limited to 
the realm of physics. A human chain reaction had begun 
which would be measured by generations to come. 


REPORTER CHARLES BURTON of The Dallas News wit- 
nessed the Bikini blasts. The stories he cabled back to Dallas 
fulfilled an obligation which The News has long honored: 
complete coverage through the eyes of Texans of all important 
events. Here was a news development of profound significance, 
and Texans deserved to hear the story from a neighbor. 


THE BIKINI STORY was a direct hit. Burton’s personal 
account of the A-blasts and his wonderful human interest 


ONE OF A SERIES: THE STORY BEHIND THE NEWS’ 


at Bikini was done by Charles Burton of The Dallas Morning 
News, who is, I believe, a sports writer.” 


THROUGHOUT THE 72 COUNTIES of north Texas which 
The News dominates by sheer editorial superiority, Burton’s 
story is the calibre of wmeinn readers expect from The 
News. A market of more than 3 million Texans with over 
$4 billion to spend keys its opinions and actions to The 
News’ voice of authority. Add this conviction to the estab- 
lished value of The News’ Double Dallas Market, and you 
have an advertising medium of tremendous impact. 








Cresmer and Woodward, Inc., Representatives 
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opposite condition was reported. 
Used-car stocks are high, and 
demand for them is distressingly 
low. 

Throughout Missouri, according 
to several reports from there, used- 
car retail sales are stagnant, and 
reports from Hutchinson, Kans.; 
Montgomery, Ala.; Pittsburgh and 
Akron, O., point to the same con- 
ditions there. 

Los Angeles reported that sale of 
used cars is down sharply, and 
many dealers are taking “above- 
limit” cars to the auctions. Jack 
Layton, owner of Los Angeles Auto 
Auction, said that a recent sale 
offered 692 cars—a record high for 
more than a year. 

a + > 
N THE wholesale level, the 
index last week showed activity 
at the blocks dropped 3 percentage 
points. In the previous week, the 
index remained unchanged. 

In almost all cases, the ratio of 
cars sold to those offered is 
running from 5 to 7 percent below 
the first two months a year ago. 
In general, the index showed 
that the price of ’52 models has 
gained at the expense of older 
cars. Cars from ’50s downward 
have dropped in value; ’51s have 
been slightly stronger, while ’52s 
have gained moderately. 

The average price of '53s appear- 
ing on the wholesale market is still 
uncertain, since there is not yet a 
truly representative group. Until 
the market levels off more, the 
price of these models will continue 
to vary widely, it is expected. 

Consensus of auction operators 
is that, as a whole, dealers are still 
loaded with cars, and that buyers 
are being exceedingly cautious. 


Used-Car Dealers 
Form Association 


In Alabama 


MONTGOMERY, Ala. — After an 
address by Miles Elliot, field di- 
rector of the National Used Car 
Dealers Assn., the Alabama Used 
Car Dealers Assn. was organized 
here under the temporary leader- 
ship of Curtis H. Hinote. 

Other temporary officers are Cal- 
vin L. Smith, vice-president, and 
Ralph O. Smith, secretary-treasur- 
er. 

A statewide convention is being 
planned. 

A state meeting at 7 p.m. to- 
morrow (Feb. 24) at the Jefferson 
Davis Hotel has been called to dis- 
cuss problems arising from the 
collection of sales taxes on tradeins. 
Alabama dealers fear that this 
tax will cost them $500,000. 


Labor 


(Continued from Page 2) 


using the index protested its 
abandonment, however, and Presi- 
dent Eisenhower ordered that it 
be retained for at least six months. 

One effect of the muddle is that 
BLS has fallen far behind in 
accumulating figures for its old 
index. 

* * ” 

N THE current secret discussions 

on the issue, observers believed, 
the UAW was concentrating on 
gaining acceptance of the new 
index by GM, a party to the origi- 
nal escalator agreement in 1948. 
Approval by GM might set a trend 
for smaller firms, including auto- 
industry suppliers, it was said. 


UAW sources, contending that 
the new index gave a _ truer 
picture of today’s cost of living, 
were confident that “management 
can see our point.” GM withheld 
comment. 

Meantime, production at a Briggs 
Mfg. Co. plant in Detroit was re- 
ported back to normal last week 
after 3,900 workers ended a three- 
day wildcat walkout that had af- 
fected the supply of auto bodies to 
Packard. A wildcat stoppage by 
200 employes idled 1,500 workers at 
two DeSoto plants briefly. 

A recommendation that Kelleher 
Motor Co., Ellensburg, Wash. 
bargain with the AFL Internationa! 
Assn. of Machinists, as agent fo: 
service-department employes, ha: 

a: 


been handed down by NLRB Tri 
Examiner James R. Hemingway. 








Did Franco get the best of us in the deal for bases 


in Spain? Now we have to rebuild their airfields, 
dredge their harbors. This week’s Saturday Evening 
Post reports on one of the most expensive bargains 
ever. (The Post’s incisive, authoritative articles 
have helped it earn America’s confidence.) 


Everybody likes new cars, but the people you’re 
most interested in are those who come in and buy 
them. A surprising number of these new car buyers 
are readers of The Saturday Evening Post, which 
is why the Post, year after year, carries the most 
automotive advertising. 
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Bing Crosby tells how his career started — and al- 
most stopped. The flivver that blew up. The vaude- 
ville unit that folded. The band that broke up when 
two members went to veterinary school. And wait 
till you read how Bing and a line of chorus girls 
turned a college campus upside down. 


Why do some lines sell better 

than others? It’s because people 

have more confidence in them. 
And that’s an advantage all Post-advertised prod- 
ucts enjoy. A potent symbol of this confidence is 
the new Post Recognized Value Seal. 


He walked onto the race track looking for a friend. 


That evening he had twenty-thousand in winning 
tickets in his jacket and a beautiful blond in his 
arms. He didn’t know she was picking his pocket. 
And millions will find out that was only the begin- 
ning in William Fay’s “‘Larcenous Lady.” 


BING CROSBY 
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Interest in Plastic Tools 


Passing Test Stage 


eae ee fiberglass materials are getting more 
attention than any constructional material to appear on 
the automotive scene in many years. 

No one can predict with certainty how far plastics will 
go. However, the current interest in plastics dies and check- 


ing fixtures and plastic sheets 
for paneling has passed the 
flash-in-the-pan stage. 

Ultimately, plastic tooling and 
plastic-bonded sheet materials 
will take their place primarily on 
a basis of cost and performance. 
If plastics can shorten the tool- 
ing cycle or eliminate costly 
steps in tooling a new car, there- 
by cutting the cost of model 
changeover, the industry will be 
quick to switch to the new 
method. 

Similarly, if plastic dies are able 
to replace a number of hard iron 








form dies—as now seems probable 
—and if the present effort to re- 
place steel fixtures with plastic 
checking fixtures is successful, 
plastic-bonded materials may well 
become a substantial tonnage item 
in Detroit. This would be true 
even though plastic bodies are 
limited to sports cars and special, 


short-run models. 
af + + 


Fisher Studies Materials 


ENERAL Motors’ interest in 
plastics was clearly demon- 
strated at the recent Waldorf- 
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| Astoria show. In New York it was 
|officially announced that Fisher 
Body has a new department, 
| specializing in the development of 
| plastic dies and checking fixtures. 


| This group is studying the 
| possible application of cast 
| plastic-bonded materials to the 


Fisher Body tooling program. 

The possibility of substituting 
| plastic-impregnated materials for 
| steel or body structures is being 
studied by experts at the General 
Motors Technical Center. Mixing 
machines required for the new ma- 
terials, electric drying ovens, 
vacuum frames and other special- 
ized equipment designed to evalu- 
ate the usefulness of plastic ma- 
terials have recently been 
purchased. 

+ * * 


Road Tests Planned 


pew study in the labo- 
ratory, GM will initiate ex- 
tensive road tests on plastic body 
structures. Such tests are now 
being made in limited numbers. 
Similarly, a number of plastic 





form dies and checking fixtures 
are being tried out under pro- 
duction or semi-production con- 
ditions. 

It may be another year or two 











before the role of plastics in 
automobile tooling and bodies is 
apparent. While no predictions 
can be made at this time, it 
seems certain that many of the 
older tooling methods are due for 
re-evaluation. 

Many of the present form dies 
|will be replaced by plastics. 
| Plastic checking fixtures will find 
| wide application. 

The extent to which plastic 
bodies will replace steel will depend 
on many factors, including per- 
formance under all kinds of 
weather and temperature, ability 
to use simple methods of joining, 
floor space required to produce 
bodies in volume, comparative cost 
and production rate of plastics in 
comparison with steel. 

x * * 


Dodge Mfg. Now Offers 


Roller Chain Drives 


MISHAWAKA, Ind. — An- 
nouncement of a new line of Taper- 
Lock sprockets and Dodge roller 
chain, which will be available from 
distributors’ stocks, has been made 
by Dodge Mfg. Corp. here. 


Introduction of these products 





marks the entry of the power 





Power Steering 


was appreciated 


@ This steam cocch which appeared in England about 
1827 had a type of power steering. The little wheels in front, 
when turned by the elegant coachman, would act as a pilot 


to pull the main front wheels around as the vehicle moved. 
Power derived from the forward motion did most of the 
work, It is interesting to note that the value of power steering 
was appreciated more than a century ago. 

Modern Vickers Hydraulic Power Steering is appreciated 
not only by the truck or bus driver, but also by the man who 
pays the bills. The driver, relieved of all the exhausting 
work of steering, stays fresh and alert. If driving a truck, he 
gets more done in a day. If driving a bus, he gets through 
traffic easier, maintains schedules, and doesn't get a fatigue 
grouch that repels patronage. Relief from fatigue reduces 
the accident hazard of any driver. 

Get more information on fingertip, easy, dependable 
Vickers Hydraulic Power Steering. Write for Bulletin 5101. 
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|transmission firm into the field of 

| roller chain drives. 

| One of the chief advantages 

|claimed for the new products is 
that they bring a new “off-the- 
shelf” availability to roller chain 
drives. This is achieved, the compa- 
ny says, by the application to 
sprockets of the Taper-Lock princi- 
ple, already used in V-belt, 
coupling, conveyor pulley and silent 
chain installations. 

* ¢ ® 


Bacon Data Sheet Offered 


WATERTOWN, Mass.—Bacon In- 
dustries, Inc., has issued a new 
Technical Data Sheet No. 103, with 
detailed specifications of its sili- 
cone rubber O-Rings. Information 
includes dimensions of both regular 
and special sizes and a detailed 
table of tensile strength, hardness, 
compressibility and other features. 
Copies may be secured from Philip 
D. Wilkinson, Bacon Industries, 
Inc., 192 Pleasant St., Watertown, 
Mass. 

* 28 ®@ 


De Witt Catalog Out 


NEW YORK.—A new 24- page 
catalog is available free from 
De Witt Equipment Co., 136 La- 
fayette St.. New York 13, N. Y. The 
illustrated booklet lists a wide 
range of new machine tools as well 
as small precision tools and meas- 
uring equipment of both American 
and European manufacturers, 


Tire Sellers Voice 
More Optimism 


Than Makers 


AKRON.—The nation’s tire deal- 
ers say they can sell 52 million 
replacement tires this year if the 
industry can produce them. 

The estimate was made by the 
National Assn. of Independent Tire 
Dealers. It exceeds the largest esti- 
mate of the rubber industry by two 
million units. 

The dealer group bases its view 
on the sales of cars in 1950, most 
of which should be ready for new 
tires this year. The association also 
believes that the auto industry will 
build 5,500,000 cars this year, some 
of which will need new tires before 
the year is out. 

The dealers also foresee an in- 
crease in truck sales to eight mil- 
lion units. They estimate that 21 
million tires will be recapped—13 
million car tires and eight million 
truck tires. 


Expansion to Follow Sale 
Of Ohio Car Rental Firm 


George Byers Sons, Inc., Colum- 
bus, O., has purchased the stock of 
Alexander Rent-A-Car, Inc., also of 
Columbus. Operations of the con- 
cern will be expanded. The Alex- 
ander concern is franchised by 
Hertz Drive-Ur-Self System. 

About 300 trucks and autos were 
included in the deal, as well as 
extensive garage facilities. The 


Alexander company has facilities 
at the Columbus airport, and at 
Newark, O., and Marion, O. 





New Shop Press— 


K. R. Wilson, 215-17 Main St., Buffalo 
has introduced this new 25-ton hand-oper 
ated hydraulic press, designed for use in 
automotive repair shops. The No. 37-R is 
recommended for body and _ fende 
straightening work, removing and replac- 
ing bushings and bearings and numerous 
other jobs, according to the company. 
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Be it ever so humble, 
there was no place 


but home... 


It’s a lucky thing home was sweet in the “‘good”’ 
old days, because that’s where people were 
stuck most of the time. 

Housewives had their hundred and one daily 
chores. And husbands, with their daily 10-hour 
work stints, had neither the time nor the urge 
to go anywhere but home. 

In recent years we’ve had the most pleasant 
revolution in history . . . a big change in our 
way of living. Appliances have provided us 
with mechanical maids to help run our homes. 
Our work week has been abbreviated. Fine 
cars, trains, ships, buses and airlines have 
given us a new mobility and freedom. 

To a startling degree, we now travel more, 
entertain more, pursue more sports and hob- 
bies. And, today, a large segment of America 
enjoys this pleasurable ‘“‘holiday way”’ of living 
virtually every day. 

It’s this segment—the leaders in “everyday 
holiday living’’—for whom Holiday Magazine 
was designed. They’re the first people in every 
community to accept new ideas, new products, 
new ways to enjoy life both at home and away. 

Each month, Holiday whets the appetites of 
more than 860,000 of these pace-setting fami- 
lies—families who influence millions. 

This explains Holiday’s incredible success 
... why it is the most successful new magazine 
of our time. Be it ever so unique, there’s no 
magazine like Holiday BUT Holiday. 








en HOLIDAY MAGAZINE | 
...its readers are leaders 


of the big change in American living! | 
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Sales Conditions in Various Areas .. . 
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Auto Market Reports 


New Orleans 


A total of 1,438 new cars was 
titled in New Orleans for January 
—1,360 through authorized dealers 
and 78 through unauthorized out- 
lets. This January figure was 478 
units above January, 1952, when 
only 960 cars were registered. Last 
December's figure was 1,759. 

Truck sales amounted to 228 in 
January, or 38 more than in De- 
cember and 133 above the previous 
year. 

Car sales by makes through 
authorized dealers were: Chev- 
rolet, 290; Ford, 265; Plymouth, 
210; Buick, 88; Pontiac, 76; De- 
Soto, 62; Oldsmobile, 61; Stude- 
baker, 49; Mercury, 49; Nash, 49; 
Dodge, 42; Chrysler, 21; Cadillac, 
30; Packard, 21; Kaiser, 17; 
Lincoln, 7; Willys, 4; Henry J, 3; 
Renault, 2; Hillman-Minx, 2; Aus- 
tin, 21; Morris, 1. 

Sales by makes through un- 
authorized outlets were: Chevrolet, 
42; Pontiac, 9; Plymouth, 8; Ford, 
7; Oldsmobile, 3; Cadillac, 3; Chrys- 
ler, 3; Buick, 2 and Dodge, 1. 

Truck sales by makes were: 

-Chevrolet, 105; Ford, 91; Interna- 
tional, 26; Dodge, 20; Studebaker, 
19; GMC, 16; White, 5; Mack, 3; 
Diamond, T, 1; Nash, 1 and Plym- 
outh, 1—(Gordon Hebert.) 

* * . 


Denver 


Used-car dealers in Denver are 
looking forward to the best year 
they have experienced for some 
time, in spite of rumors that the 
market is tumbling in both prices 
and sales volume. 

Dealers say there has been no 
drop in either prices or volume in 
the used-car market. January, ac- 
cording to many, was better than 
the same month a year ago. 

H. A. Heinnies, state director of 
the Denver Used Car Dealers Assn., 
said business this year is normal 
or above. 

Charles A. Wheeler, vice-presi- 
dent of Wheeler-Finnigan and a 
former president of DUCDA, said 
that auto production this year 
has caught up with demand for 
the first time since the war, and, 
as a result, there has been some 
adjustment in used-car prices. 

“Used-car sales volumes are 
greater now than they have been 

for some time, he said. “There 
are more used cars available, and 
therefore more are being sold. 
New-car prices are pretty high, and 
a lot of people are buying late- 
model used cars instead of new 
ones. Buyers have a greater se- 
lection as to model, make and color 
—something they haven’t had in a 
long time.” 

Wheeler said his firm sold twice 
as many cars in January as it did 
during the same month of 1952.— 
(Ira R. Alexander.) 

s * : 


Rhode Island 


An upsurge in the final months 
of 1952 brightened an otherwise 
gloomy picture for Rhode Island 
dealers, with new-car registrations 
last year totaling only 21,471, the 
lowest yearly total since 1947. 

While the figure was nearly 
5,000 below the 1951 total of 26,413, 
a substantial gain was recorded 
in December. That month’s sales 


Packard Showroom Packs 'Em 


| total was 2,331, 


compared with 
1,637 in December, 1951. 
Total gasoline consumption for 


1952 reached a record 185,085,587 | 


gallons, a gain of 5.3 percent over 
1951. A good part of the increase 
was chalked up in December, when 
sales totaled 16,083,378 gallons, com- 
pared with 14,899,373 in December, 
1951. 

Figures of the Rhode Island Au- 
tomobile Dealers Assn, on new-car 
registrations for December showed 
Ford leading with 439 and Chevro- 
let second with 413. 


December totals for other 
makes were as follows: Plym- 
outh, 329; Dodge, 168; Mercury, 
149; Buick, 125; Pontiac, 112; 
Oldsmobile, 101; Studebaker, 96; 
DeSoto, 87; Nash, 75; Chrysler, 
72; Packard, 39; Cadillac, 31; 
Hudson, 29; Kaiser, 20; Henry J, 
14; Willys, 11; Lincoln, 6; Cros- 
ley, 2, and miscellaneous, 19. 
The 1952 totals for the various 

makes were: Chevrolet, 4,170; Ford, 
3,696; Plymouth, 2,366; Dodge, 1,473; 
Buick, 1,301; Pontiac, 1,286; Olds- 
mobile, 1,219; Mercury, 899; Nash, 
856; Studebaker, 808; DeSoto, 604; 
Chrysler, 598; Cadillac, 512; Hud- 
son, 395; Packard, 338; Henry J, 
197; Kaiser, 228; Lincoln, 143; Wil- 
lys, 139; Crosley, 33; Frazer, 1, and 
miscellaneous, 209. 

New-truck registrations for 1952 
totaled 2,315, with December sales 
aggregating 178. (Thomas L. 
Forbes.) 


* * * 


San Antonio 


Motor vehicle sales in San An- 
tonio and Bexar County showed a 
10 percent gain in January, totaling 
1,279 units as compared with 1,171 
in December. The upswing, mark- 
ing a break in a long period of 
declining activity, raises dealers’ 
hopes for a general improvement 
in the market. 

Greatest gain was in cars, 
which showed an increase of 60. 
Commercial vehicles showed a 
surprising increase of 48 vehicles 
for the month, 

Ford led the January field, with 
a total of 206 new cars sold, as 

against 191 Chevrolets and 93 
Plymouths. Gillespie Motor Co. 
(Ford), led in individual sales of 
new cars with 95 cars, compared 
with 89 for San Antonio Buick Co. 
—(J. H. Reed.) 
* 


* = 


Washington, D. C. 


New-car registrations for Janu- 
ary in the Washington (D. C.), 
area totaled 1,792, which is 270 
cars better than the same month 
last year, according to a _ report 
from the Washington Automotive 
Trade Assn. 

The totals, which included taxi- 
cabs, placed Plymouth well in the 
lead with 502 cars. Ford was next 
with 335, followed by Chevrolet 
with 249. 

The report showed that new-car 
sales did not keep up with De- 
cember, 1952, when 1,876 cars were 
sold. 

By makes, January sales were: 
Buick, 77; Cadillac, 55; Chevrolet, 
249; Chrysler, 53; DeSoto, 35; 


Dodge, 106; Ford, 335; Henry J, 6; 
Hudson, 26; Kaiser, 8; Lincoln, 12; 
Mercury, 51; Nash, 16; Oldsmobile, 
78; Packard, 30; 


Plymouth, 502; 





In— 


This is part of the crowd which jammed into the showroom of Mooers Motor Car 
Co., Richmond, Va., during the dealer's showing of the new Packard. Mooers reported 
that the ratio of tradeins by owners of competitive makes was the highest in the| Ala. showed an increase of 53 in 


dealership's history. 


| Pontiac, 92; Studebaker, 41; Willys, | 


13; Austin, 1; British Ford, 4, and 
|miscellaneous, 2. — (William 
Ullman.) 
* aa * 


Joplin, Mo. 

Joplin, a barometer for business 
in the southwest corner of Missouri, 
shows in the auto field a high de- 
| gree of activity not easily justified 
by general business conditions in 
the surrounding area. 

Considering that there are as 
many auto dealers here in com- 
parison to the population as in any 





large city, new-car sales are above 
average. 

That some of the deals are thin 
is evidenced by reports of repos- 
sessions, Aggravating this prob- 
lem is the large floating popula- 
tion employed in mines, smelters 
and defense plants, 

Truck sales are denitely down. 
Service is normal, and parts vol- 
ume is steady to down. 

Used-car inventories are high 
and generally out of line with the 
limited stocks and quotas on new 
cars.—(L. H. Houck.) 

* * * 


Columbus, O. 


New-car sales soared to 1,631 in 
Franklin County (Columbus), O., 
during January, which was about a 
hundred units better than De- 
cember and 400 units above Janu- 
ary, 1952. 

Used-car sales also were up for 
the period, with 8,076 units sold 
compared with 7,149 in December 
and 7,988 for January, 1952. 

By makes, new-car sales were: 
Austin, 1; Buick, 139; Cadillac, 45; 
Chevrolet, 281; Chrysler, 60; De- 
Soto, 49; Dodge, 88; Ford, 273; 
Henry J, 6; Hudson, 25; Jaguar, 1; 
Kaiser, 10; King Midget, 1; Lincoln, 
6; Mercury, 70; Nash, 48; Olds- 
mobile, 114; Packard, 30; Plymouth, 
221; Pontiac, 108; Porsche, 1; 
Studebaker, 43, and Willys, 11.— 
(Bert Strang.) 

7 


* 2 


Augusta, Ga. 


New-car business has dropped off 
considerably, dealers here say, but 
used-car sales are climbing. 
Walker-Durant Motor Co., sold 134 
used cars in January, only 10 less 
than its average per month 
through 1952. 

Other dealers say their used- 
car stocks are moving fast. How- 
ever, used-truck sales dropped 
10 percent under January, 1952. 

Some dealers say they are getting 
excellent results from advertising 
through newspapers, radio and 
road signs. One dealer mailed 
special folders to 100 prospects, ex- 
plaining to them his “unusual 


bargains” and said that he had 
very good responses. — (Julanie 
Lampkin.) 


* * * 


Pittsburg, Kans. 


There seems to be plenty of cash | 


in the Pittsburg (Kans.) area for 
an increased volume in new-car 
sales, with a good many dealers 
reporting completed cash deals on 
their desks. Some dealers have 
been calling factories for cars of 
certain colors and combinations, 
with cash promised on delivery. 
Normally, this coal-mining area 
has steep hills and dales of pros- 
perity and depression, depending on 
employment. Defense plants and 
agriculture in recent years have 


-|served to level out the recurring 


cycles, but the present prosperity 
seems to defy the analyst. As one 
dealer put it, “Cash seems to be 
coming out of hiding.” 
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‘Iron Lung a Gift of Beasley Motor— 





Used cars, though, are a prob- 


lem, The dealer’s main need is a 
formula for moving them out be- 
fore the falling market hits him 
in the pocketbook. 

Repossessions are few and pay- 
ments are generally being kept 
current. Credit deals in relation to 
cash deals, while on the increase, 
are still not up to former years. 
Many buyers seem to be in a posi- 
tion to pocket the savings from 
buying for cash.—(L. H. Houck.) 

* n 


> 
Birmingham, Ala. 
Sales of new cars in Birmingham, 


January over those of December. 


Guy Glenn (center), manager of Beasley Motor Co., Altoona, Pa., drops in a con- 
tribution to the polio fund. The iron lung, donated by the dealership, was displayed 
in front of a community newspaper building. At left is H. B. Apel, assistant manager 
of the dealership and promotion chairman for the Blair County polio drive, and 
looking on at right is Mardell Gunsalus, a nurse in charge of the polio section at 


Altoona Hospital. 





January sales were 1,160 units. 
Sales by makes were: Allstate, 2; 
Buick, 80; Austin, 1; Cadillac, 25; 
Chevrolet, 291; Chrysler, 21; De- 
Soto, 15; Dodge, 56; Ford, 203; 
Henry J, 10; Kaiser, 21; Hudson, 
9; Lincoln, 10; Mercury, 66; Nash, 
53; Oldsmobile, 63; Packard, 15; 
Plymouth, 127; Pontiac, 57; Stude- 
baker, 19; Willys, 13, and miscel- 


laneous, 3.—(Stuart Riddle.) 
a” ” * 


Detroit 


January new and used-car sales 
in Wayne County (Detroit) were 
up from the same month last year, 
according to a report from the De- 
troit Automobile Dealers Assn. 

A total of 11,497 new cars was 
sold during the month as com- 
pared with 7,487 a year ago, and 
8,374 used cars were moved as 
against 7,003 in January of ’52. 

Ford led sales totals by a wide 
margin, with 2,913 cars. Chevrolet 
was second with 1,931, and Plym- 
outh third with 1,201. 

New-truck sales were also up, 
according to the report, as 903 
units were titled for January. Only 
666 were sold during the same 
month last year. Used trucks, how- 
ever, fell off to 528 units as com- 
pared with 622 the previous year. 

New-car sales by makes were 
as follows: Chevrolet, 1,931; Ford, 
2,913; Henry J, 21; Plymouth, 1,- 
201; Willys, 34; Buick, 876; Chrys- 
ler, 274; DeSoto, 255; Dodge, 445; 
Hudson, 148; Kaiser, 59; Mercury, 
678; Nash, 317; Oldsmobile, 601; 


Pontiac, 766; Studebaker, 181; 
Cadillac, 483; Lincoln, 128, and 
Packard, 173. 


New-truck sales by makes were 
Autocar, 1; Chevrolet, 312; Dia- 
mond T, 1; Divco, 7; Dodge, 122; 
Federal, 2; Ford, 375; GMC, 45; 
International, 18; Mack, 2; Reo, 2; 
Studebaker, 5; White, 3, and 
Willys, 7. 

The report said that 61 percent 
of the used cars sold were handled 
by new-car dealers, and 39 percent 
by independent used-car dealers.— 


(Sam Sampson.) 
* * * 


Pittsburgh 


The Pittsburgh market is slow 
in both new and used cars, except 
for those dealers who have stopped 
waiting for prospects to walk in 
and have gone to work in earnest, 
phoning and mailing and following 
u 


p. 
One Chevrolet dealer reported 
cash sales of a few higher-priced 





Trucking Plugged— 


Importance of the trucking business to 
industry is stressed in this showcase dis- 
play set up by the Rhode Island Truck 
Owners Assn. at the Union Station in 
Providence in conjunction with the In- 
dustrial Exposition. 


cars, but added that it’s difficult to 
get lower-income trade to sign a 
contract since Christmas, because 
the market price of tradeins has 
dropped $35 to $100 from the price 
the prospects expect to get. Lower- 
income prospects blame the high 
cost of living and continue looking. 
—(Leon M. Leffingwell.) 


* * = 


Van Wert County, O. 


Ninety-nine new motor vehicles 
were sold in Van Wert County, O., 
in January. 


New cars sold included: Chevro- 
let, 20; Ford, 19; Plymouth, 8; 
Buick, 7; Pontiac, 5; Dodge, 4; 
Nash, 4; Cadillac, 4; Mercury, 3; 
Kaiser, Willys, Studebaker and De- 
Soto, 2 each, and Oldsmobile, 
Lincoln, Chrysler and Hudson, 1 
each. 

Trucks: Chevrolet, 3; GMC, 3; 
Ford, 2 and Dodge and Interna- 


tional, 1 each. — (Simon M. 
Schwartz.) 
> e * 
Cleveland 


The new-car market is holding 
strong in the Cleveland area, al- 
though several weak spots are be- 
ginning to develop. 

Sales of new vehicles for the 
week ended Feb. 14 totaled 1,°*:, 
just under the preceding seen 
days, according to Leonard 
Fuerst, clerk of courts. Used-car 
transactions were off sharply— 

1,211 for the week as against 
1,389 in the preceding seven days. 
New-truck sales were 134; used 
commercial vehicles, 50. 
Although new units still are mov- 
ing at a good clip, there is more 
and more talk of discounts and 
other allowances. In the used-car 
field, late models are finding an 
increasing number of takers among 
buyers who “can’t afford to meet 
the new-car price.” 

Total new-car sales for January 
showed a marked improvement 

over a year ago. Sales amounted 
to 5,165 as against 4,389 in January, 
1952. Here is a breakdown: 

Aston Martin, 1; Buick, 327; 
Cadillac, 185; Chevrolet, 707; 
Chrysler, 221; Crosley, 1; DeSoto, 
114; Dodge, 318; Ford, 1,257; 
Henry J, 10; Hillman, 2; Hudson, 
71; Jaguar, 2; Kaiser, 32; Lincoln, 
47; Mercury, 279; MG, 6; Nash, 
129; Oldsmobile, 217; Packard, 72; 
Plymouth, 628; Pontiac, 345; Stu- 
debaker, 146; Volkswagen, 2, and 
Willys, 46. 

January truck sales totaled 459, 
compared with 432 last year. Here 
is the breakdown by makes: 


Autocar, 4; Chevrolet, 134; Dia- 


,|mond T, 2; Dodge, 46; Federal, 10; 


Ford, 143; GMC, 24; International, 


40; Mack, 3; Pontiac, 1; Reo, 6; 


Studebaker, 11; White, 21, and Wil- 
lys, 14.—(Sanford Markey.) 
= * * 


Carthage, Mo. 


New-car demand in Carthage, 
Mo., is characterized as _ fairly 
strong. Dealers report that there 
are a good many shoppers with 
money who seem determined to 
make a good deal, some offering 
to buy for cash. 


Used cars continue to be a head- 
ache, with the situation having 
grown worse recently. All deales 
see used cars as their key problem, 
and some are beating down tradein 
prices. 

Service, parts volume and repos- 


sessions are normal.—(L. H. 
Houck.) 
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THE BATTLE FOR NEW YORK'S 
NEW CAR MARKET HAS BEGUN 


In 1953, for the first time in many years, 
New York’s automobile dealers will 
find that doing business is no longer a 
matter of allocations. With scheduled 





iA production increases, this looks like a 
ys a real SELLING year! The buyer is again 
. ee in the driver's seat. 

een silat eee 


Since the war, the New York market has 
changed tremendously ... and the man 
who knows the market best will have 
the best of it in the coming sales battle. 


@ low-priced car owners are now buying high- 


elgtxe Meee 
@ one-car families are now two-car families 


@ the shift in buying power means more people 
than ever can afford new cars 


@ more than 60°/, of the city's private car registra- 
tions are in Brooklyn and Queens (Queens now 
leads the city) 


To properly analyze this gigantic mar- 
ket, get your copy of the 1952 Journal- 
American New Car Registrations. It 
breaks down buying preferences into 
115 sales divisions by make of car and 
percent of field. 


Just call a Hearst Advertising Service 
representative for your copy of this 
latest study of automobile sales in 
New York. It’s to your advantage! 


NATIONALLY REPRESENTED BY 
HEARST ADVERTISING SERVICE 








At Boston Landmark— 


Floor traffic is where you find it, be- 
lieves Thomas A. Coupe, Boston assistant 
zone manager of Packard. Knowing that 
thousands of visitors are attracted to the 
offices of the Christian Science Monitor, a 
nationally circulated newspaper published 


in Boston, Coupe arranged for this 
Packard display in the lobby of the 
Monitor Bidg. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 


Following are digests of talks 
made by four dealers at the 
NADA clinic on “Used-Car and 
Used- Truck Sales Management 
and Advertising.” The clinic was 
held Feb. 
San Francisco Chevrolet dealer, 
acting as moderator. 


‘Used-Car and Used-Truck Sales 
Management and Advertising’ 
Art Kenny, Moderator 
(Chevrolet), Vallejo, Calif. 

Acceding to the request of the 
panel members seated before you, 
permit me to make it clear that 
|no one or all of them feel that they 
have all the answers to the many 
perplexing problems attendant to 
efficient, systematic, and profitable 
handling of the used-car phase of 
our business. 


They are just a group of four 
dealers, who hope that through 
the medium of the inter-exchange 
of ideas each of us may leave 
this session enriched by the acqui- 
sition of at least one idea which 
we may profitably utilize in our 





CUYAHOGA COUNTY 


has more New Car Sales than 
any one of 24 Entire States* 


17, with Art Kenny, 


respective places of business. May 
I, however, personally say that 
as a result of the many dis- 
cussions we have held in the past 
two months, I became convinced 
that they are eminently well 

qualified to handle today’s sub- 
| ject. 

In the discussions it became ap- 
|parent that, even among these 
|panel members, there was a wide 
difference of opinion with reference 
|to various phases of used-car 
| operations. While this was true it 
was equally apparent that there 
were some conclusions on which 
panel members were in complete 
agreement. Four of these will bear 
but emphatic mention. 

1. The ultimate success of every 
new-car dealer depends more on 
his ability to efficiently handle 
used cars than on any other single 
thing. 

2. Almost without exception, 
plush market and merchandising 
conditions of the past several years 
have resulted in a negligent atti- 
tude toward the consistent appli- 













7 out of 10 families read The Press 


~s AUTOMOTIVE NEWS. FEBRUARY 23, 1953 
12 Million Sales in ’53 Forecast at NADA Clinic... 


Used-Car Problem 


Growing 


| cation of established fundamentals | 


}in used car merchandising. 
| $3 Changing (or changed) 


marketing conditions demand a | 
| 


renewed interest in and revital- 
ized application of sound basic 
| principles as a means of survival. 
| 4. There is little that is new to 
|be disclosed but there is much to 
be recalled and reinstituted in our 
business. 

The panel members have previ- 
ously agreed up a division of the 
broad topic into four sub-topics. 
They are: 

1. Appraising. 

2. Reconditioning. 

3. Display and advertising. 

4. Merchandising. 

* + 
‘Merchandising’ 
by 
Fred Georgi 
(Ford), San Francisco 

According to predictions, pro- 
duction of new cars and trucks in 
1953 should be between six and 612 
million units. Because of this 
estimate, we expect over 12 million 


* 






newspaper cminales this peat market — 


Cuyahoga County is a concentrated and remarkably rich 
buying area that each year produces new car sales out 

of all proportion to its:size on the map. County-wise 
it is Ohio's first market accounting for one-fifth of 
all new car sales in the state. 


Coupled with the sales performance of this market is 
the unusual coverage of one advertising medium which, 
every day, comes in contact with 7 out of 10 buying families. 


The Press sells cars! 





*R. L. Polk & Co. for 1951. 


The Cleveland Press 





used-car sales this year. Ther 
will be an alltime high of aroun: 
57 million automobiles in operatior 
at the end of this year, and the, 
will all be used cars. 
| A large number of these cars 
will be traded in on new cars or 
better used cars, About three 
million cars will go to the 
wreckers. Prewar models, with 
the exception of a few clean ones, 
will disappear from our high- 
ways. 

Many drastic changes have oc 
curred in the automobile busines: 
during the post-war years. In 194¢ 
and 1947 used cars were scarce and 
brought high prices. When pro- 
duction caught up with demand, w« 
saw a wide fluctuation in used-car 
inventories and used-car prices 
This was followed by a boom after 
the Korean War in 1950. And, then 
by another boom after the steel 
strike of 1952. 

But at the end of 1952, used-car 
inventories had a tendency to rise 
Used-car prices then declined and 
few dealers expect a change of this 
downward trend during the coming 
season. There is widespread fear 
that profit margins will shrink. 
Dealers also fear an over-supply of 
used cars will cause further price 
declines during 1953. Ceiling prices 
decline 2 percent quarterly but, 
regardless of controls, the average 
market prices will decline even 
faster, especially so with less 
popular models. 

Now seems to be the right time 
to reorganize used-car departments, 
instead of treating them like step- 
children, and now is the time to 
polish up old selling methods. The 
| used-car department must be given 
|top consideration as one of the 
most important departments in 
every dealer’s organization. Used- 
car departments that break even 
after earning operating expenses 
mean new-car departments have 
made a full profit. 

Some dealers will wholesale all 
| their tradeins, not realizing that 
| what they are doing is giving 
| substantial profits away by not 
developing adequate used-car 
| organizations. Other dealers will 
| retail every trade. This may put 

too much pressure on their shops 

for reconditioning and guarantee 
service. Each method has _ its 
advantages and disadvantages. 

The best solution, it seems, would 
be to combine these two policies. 
For example, a volume dealer 
usually takes in more cars of his 
own brand than he is able to retail. 
Wholesaling on his lot helps to 
reduce his stock, but, most buying 
dealers become cautious and se- 
lective. They will try to buy only 
the most popular models, fully 
equipped, as against less desirable 
or slow moving cars. This in- 
creases used-car inventories 
dangerously and can slow down a 
dealer’s entire operation. We have 
found that by sending a diversified 
number of used cars weekly to the 
auction, plus all duplicates and 
slower moving models, that the 
auction exposes us to a far greater 
number of used-car buyers than 
would contact us at our place of 
business. 

In order to auction cars success- 
fully in the shortest possible time, 
we do everything possible to make 
them presentable to the buying 
dealer and attractive as to overall 
appearance, Auction sales are also 
satisfactory from a financial stand- 
point. Used-car prices usually 
represent around 50 percent of the 
sale price of new cars. Auctions 
make it possible to convert this 
frozen capital into liquid cash at 
top market price within one week 
after these cars have been taken 
in trade. While I realize that 
auction facilities are limited to 
dealers operating in large metro- 
politan areas, the principle of 
which I speak is, in my opinion, 
applicable to all dealers. The point 
I wish to emphasize is that in my 
opinion, under marketing con- 
ditions which exist today, all 
dealers must carefully develop a 
program designed to, as success- 
fully as possible, wholesale 4 
certain percentage of his used cars. 
It is up to the dealer to establish 
his own percentage of wholesale 
and retail sales. 

Additional clean cars of different 
makes should be bought from time 
to time so that the used-car de- 
partment is always in a position to 
offer a wider used-car selection to 
the buying public and to compete 
successfully with large independent 
used-car dealers. 

Let’s forget the old idea of 

(Continued on Page 18, Col. 1) 
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THE AMERICAN MAGAZINE MOVES AHEAD 
—Third in a Series of Progress Reports 


50,349,000 
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| @ Ho ading ti or each issue o 
4 
f 
* 
MAGAZINE 
4 
e * e e 
Each reader of The American Magazine spends nearly 3 hours with his 
3 
e e@ 
or her copy according to a new readership study, largest ever made. 

] 
: There is more to magazine advertising value than the number of hope to get equal atteniion because such magazines replace them- 
. copies sold and certified by the Audit Bureau of Circulations. selves every 7 or 14 days. 
: More even than the accumulated number of readers. For example, Furthermore, reader response to The American Magazine is 
P last week’s progress report pointed out that American Magazine spontaneous and unforced. The American Magazine’s 10,230,000 
; readers open and read it nearly twice as often as readers of other readers just simply like the kind of wholesome, inspiring articles, 
, family magazines. In addition, the length of these individual stories, novels and features it provides between its covers each 
; reading sessions is important too. You see, more reading time issue. That’s why they pick it up and read it 40,920,000 times. 
; means more selling time. That’s why they spend 30,349,000 reading hours with each issue. 
i The new magazine study made by W. R. Simmons & Associates, There is no other explanation. 
; based on 33,452 personal interviews and techniques acceptable to 
1 ° ° ° 
e every research expert, shows the surprisingly long reading time Continued Bonus Circulation at Current Rates 
; men, women and young adults spend with their family magazines. The January 1953 issue of The American Magazine hit above the 
f It reveals how devoted the American reading public is to its 2,700,000 mark to set an all-time, single-issue circulation high. 

favorite periodicals, There is every indication advertisers will continue to receive a 
, ‘ 7 bonus of more than 250,000 above the current base rate. While 
: The American Magazine Tops Them All! this should call for a rate increase, The American Magazine 
; The study proves that, issue for issue, The American Magazine is now guaranteeing advertisers current rate protection until 
: provides greater advertising opportunities than any other of the January 1, 1954. 
p big five family magazines. It reveals facts like these: - 
; 3 Coming Next—What Happens To 
The average reader of The American Magazine Family Magazine Readership in TV Homes? 
; spends 2 hours and 58 minutes with his or her ; i ; 
: copy. (That's over an hour per person more than The American Magazine's next progress report will cover the 
any of the other magazines enjoy.) effect of TV viewing on magazine reading time. It is the most 
F up-to-date and authentic information on this controversial subject. 
f The average copy of The American Magazine receives Watch for it! 
: 12 hours and 35 minutes of reading time from all 
y its readers. (That's nearly twice the amount of 
i? reading time enjoyed by the second magazine.) 
. THINK OF THE BUYING DECISIONS THAT CAN BE 
- Thus, each issue of The American Magazine receives a MADE IN 30,349,000 HOURS OF READING TIME! 
a t zs /, 
: = pipe “anpcostoonpe Se oe a Detailed information about the length of reading time for each of the 

y e Y ; magazines studied is available to adveftisers and their agencies. To 

t Such figures are completely understandable because The Ameri- arrange an immediate presentation of this data, call the nearest office 
e can Magazine is a monthly magazine—enjoys a full 30 days of of The American Magazine. 
; actual reading life. No other weekly or bi-weekly periodical can 
t 





The Crowell-Collier Publishing Company, 640 Fifth Avenue, New York 19, N. Y., Publishers of The American Magazine, Collier's and Woman's Home Companion 





12 Million Sales Forecast for °53... 


Used-Car Problem 





More Important 


(Continued from Page 16) 


holding cars for 30, 60, and 90 |lanche of tradeins will also have 


days. From now on, turn your 
used-car inventory over in 10, 20, 
and 30 days. We have to sell to- 
day’s cars in today’s market. 


An efficiently handled used-car 
department has to eliminate ail 
grief and trouble. It has to create 
a bigger source of prospects for 
new cars. At the same time it 
must build up a market for service 
and parts sales. A dealer with a 
used-car department which cooper- 
ates smoothly with all other de- 
partments and which is always in 
a position to absorb and quickly 
dispose of the never-ending ava- 


the best new-car department. 
There is no saturation point in 
sight for the automobile business. 
It should continue to be good. Let's 
always remember the slogan, 
“Rapid turn-over low inven- 
tories,” and let’s be confident that 
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will depend largely on their ability 
|to work hard and to bring ad- 
| ditional business from the outside. 
|The days are gone when salesmen 
/can wait on the floor until a 
|customer comes in and signs an 
order for the first or second car 
shown. Life insurance and brush 
salesmen have no floor-time. Many 
energetic men are successful in 
these lines. 


It will be imperative in a highly 
|competitive market to speed up 
jselling operations, to arrange 
selling contests, to make more and 
better deals, to replace men who 
do not produce. Inventory lists 
must be always up-to-date. Accu- 
rate appraisals must be given with- 
out loss of time. Selling objectives 





we shall have a big year in 1953 
without a used-car problem. 


What method should be used in| 
directing the activities of used-car | 
salesmen? | 

Additional salesmen with en- 
thusiasm for used-car lines will 
have to be hired as more aggressive 
selling is needed. Their success 


and monthly quotas will stimulate 
sales effort. 
* * * 
‘Display and Advertising’ 
by 
John W. Allen 
(DeSoto-Plymouth), San Francisco 

I am going to discuss display and 

advertising of used cars and trucks. 
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| Custom Byitt 
| [6.999% 
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“Here’s another reason why it 
costs so much. It comes filled 
| with permanent antifreeze.” 
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TA0M END 





I am not going to separate used 
cars and trucks, as what applies 
to one applies to the other. 
Advertising and display is 
| simply any method which we use 
| as our tool to sell our product. 
Our first consideration is quite 
naturally the display of our cars. 
The better displayed, the less need 








for other forms of advertising. Lt 
us consider briefly, some of the 
important factors in display—l«- 
cation is, of course, importan:. 
Your lot or building should be 
properly lighted and utilize attra 
tive signs. Remember that befo: 
your customers will buy, they mu 
know that the cars they see a: 
for sale, and are not just bein 
parked. The over-all appearance 
must be pleasant but there is no 
set formula. 


After the fundamental principles 
|of display are followed, display 
becomes a local dealer problem. 
Every dealer should be on the look- 
out for new ideas, and if he does 
not feel competent to solve his dis- 
play problems, he should consult a 
specialist in this line. Remember 
that even though display costs 
money, the fact still remains that 
well-displayed used cars require 
less advertising dollars to sell them. 


After we decide that display is 
not moving our merchandise as 
rapidly as our new-car volume de- 


(Continued on Page 19, Col. 1) 
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Car Sg cage by states are re- 
leased here weekly, as compiled by 





R. L. Polk representatives in state 


Chrysler 





New Passenger Car Registrations, 8 States for January, 
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Cadillac 
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(British) 
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The following advertised-delivered prices 
are based on factory retail prices sug- 
gested by the factories under authority 
of the Office of Price Stabilization. These 
prices include federal excise taxes and 
factory handling charges, plus dealer de- 
livery and handling charges. They do 
NOT include transportation charges, state 
and ‘ocal taxes or optional equipment. 

ALLSTATE — Four — 2-dr. sed. $1,499. 
Six—$1,686.18. (Sold only by Sears, Roe- 
buck and Co. stores in certain areas.) 


AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1,895; 
conv., $1,945; A-40 sports conv., $2,295. 


(Delivered at U. S. ports.) 

BUICK—Special —— 4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr. Deluxe sed., 
$2,255.32; 2-dr. Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 
Super—4-dr. Riviera, $2,696.17; Riviera 
cpe., $2,610.56; conv., $3,001.59; stat. 
wag., $3,429.73. Roadmaster—4-dr. Riviera, 
$3,254.36; Riviera cpe., $3,358.05 conv., 
$3,505.56; stat. wag., $4,030.73; Skylark 
sports car, $5,000. (Dynaflow standard on 
Roadmaster models, optional at $192.50 on 
all others. Power steering standard on 
Roadmaster models, optional at $177.40 on 
others if equipped with Dynaflow. Power 
brakes standard on Skylark, optional at 
$35.19 on other Roadmaster models only. 
Air conditioning optional at $594 on Rivi- 
eras in the Super and Roadmaster series 
only.) 

CADILLAC — Series 62—-4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
cial—4-dr. sed., $4,304.88. Series 75—8- 
pass. sed., $5,407.54; lim., $5,620.93. Eldo- 
rado—conv., $7,750. (Hydra-Matic stand- 
ard on Series 62, Series 60 Special and 
Eldorado, optional at $198.36 on Series 75. 
Power steering standard on Eldorado, op- 
tional at $176.98 on all other models. Auto- 
matic beam control optional at $53.36. Air 
conditioning optional on all enclosed mod- 
els at $619.55.) 

CHEVROLET — One-Fifty -— 4-dr. sed.. 
$1,670; 2-dr. sed., $1,613; cl. cpe.. $1,620; 
bus. cpe., $1,524; 6-pass. stat. wag., $2,- 


010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe.. 
$1,967; conv., $2.093: 6-pass. stat. wag.. 


$2,123; 8-pass. stat. wag., $2,273. Bel Air 





—4-dr. sed., $1,874; 2-dr. sed., $1,820; 
spt. cpe., $2,051; conv., $2,175. (Power- 
glide optional at $178.35 on Two-Ten and 
Bel Air models only. Power steering op- 
tional at $177.55 on all models.) 

CHRYSLER—Windsor—4-dr. sed., $2,597 
(8-pass., $3,441.25); cl. cpe., $2,574.50; 
stat. wag., $3,299. Windsor Deluxe—4-dr. 
sed., $2,826; Newport, $3,186.25; conv., 
$3,309.75. New Yorker — 4-dr. sed., $3,- 
389.50 (8-pass., $4,388); cl. cpe., $3,360.50; 
Newport, $3,806.75; stat. wag., $4,102.25. 
New Yorker Deluxe—4-dr. sed., $3,550.75; 
cl. cpe., $3,495; Newport, $3,968; conv., 
$4,049.50. Custom Imperial — 4-dr. sed., 
$4,249.50; lim., $4,787. Crown Imperial— 
8-pass. sed., $6,921.50; lim., $7,043.75. 
(Fluid-Matic optional at $130.10 on Wind- 
sor, standard on other models. Fluid- 
Torque standard on Custom Imperial and 
Crown Imperial; optional at $139.75 on 
other eight-cylinder models, at $106.40 on 
Windsor Deluxe and at $236.50 on Windsor. 
Power steering standard on Crown Im- 
perial, optional at $198.90 on other models. 
Wire-spoke wheels optional at $290.25 on 
all models.) 

DeSOTO — Powermaster 6 — 4-dr. sed., 
$2,475.75 (8-pass. sed., $3,286); cl. cpe., 
$2,454; Sportsman, $2,800.75; stat. wag., 
$3,112.50. Fire Dome V-8—4-dr. sed., $2,- 
759.75 (8-pass. sed., $3,563.75); cl. cpe., 
$2,738.25; Sportsman, $3,089.25; conv., $3.- 
191.50; stat. wag., $3,386. (Tip-Toe Shift 
with Fluid Drive optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
Drive optional at $236.50 on V-8s only. 
Power Steering optional at $198.90, power 
brakes at $36.55 and wire-spoke wheels at 
$290.25 on all models.) 

DODGE — Meadowbrook Special — 4-dr. 
sed., $2,088.25: cl. cpe., $2,046.50 Mea- 
dowbrook—4-dr. sed., $2,181; cl. cpe., $2,- 
151.75; stat. wag., $2,250.75. Coronet— 
4-dr. sed., $2,365; cl. cpe., $2,336; Diplo- 


mat, $2,577; conv., $2,710.50; stat. wag., 
$2,648. (Fluid Coupling optional at $20.40 
on all Meadowbrook and Meadowbrook 


Special models except station wagon. Gyro- 
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Current Prices on New Cars 


Matic optional on all models except Mea- 
dowbrook station wagon at $130.10. Gyro- 
Torque optional on all Coronet models at 
$233.50. Wire-spoke wheels optional on 
all models at $290.25.) 

FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe. $1,537.33; 
stat. wag., $2,018.90. Customline 6—4-dr. 
sed., $1,728.69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline 8—4-dr. sed., 
$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 
$1,613.53; stat. wag., $2,095.07. Custom- 
line 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 
$2,266.76. Crestline 8—Victoria, $2,120.23; 
conv., $2,229.92; stat. wag., $2,403.24; 
(Fordomatic optional at $184 on all mod- 
els.) 

FORD OF BRITAIN—Prefect 4-dr. sed., 


$1,344; Anglia 2-dr. sed., $1,183; Consul 
4-dr. sed., $1,693; Zephyr six 4-dr. sed., 
$1,890. (Delivered at U. S. ports.) 


HENRY J—Corsair Four—2-dr. sed., $1,- 


499. Corsair Deluxe Six—2-dr. sed., §$1,- 
686.18. 

HUDSON—Wasp—4-dr. sed., $2,310.87; 
2-dr. sed., $2,264.13; cl. cpe., $2,310.87. 
Super Wasp—4-dr. sed., $2,465.84; 2-dr. 
sed., $2,413.28; cl. cpe., $2,465.84; Holly- 


wood, $2,811.58; conv., $3,047.50. Hornet 
—4-dr. sed., $2,768.86; cl. cpe., $2,741.99; 
Hollywood, $3,095.15; conv., $3,342.05. 
(Hydra-Matie optional on all models at 
$175.71.) 

JAGUAR—XK-120—Super sports, $4,039; 
hardtop, $4,065. Mark VII—4 dr., $4,170. 
(Delivered at U. S. ports.) 

KAISER—Deluxe—4-dr. sed., $2,512.79; 
club sed., $2,459; 4-dr. Traveler, $2,618.55. 
Manhattan—-4-dr. sed., $2,649.63; club sed., 
$2,596.76; 4-dr. Traveler, $2,755.36. Dragon 
—$3,923.91. (Hydra-Matic standard on 
Dragon, optional at $178.55 on other mod- 
els.) 

LINCOLN — Cosmopolitan — 4-dr. sed., 
$3,522; spt. cpe., $3,625. Capri—4-dr. sed., 


$3,766; ‘‘hardtop,’’ $3,869; conv., §$4,- 
030.50. (Hydra-Matice standard on all 
models. Power steering optional at $198.90 


on all models, power brakes at $43 and 
power seat at $69.90.) 

MERCURY — Custom — 4-dr. sed., $2,- 
250.50; 2-dr. sed., $2,193.50; spt. cpe., 
$2,315. Monterey — 4-dr. sed., $2,332.50; 
hardtop, $2,451.50; conv., $2,609.50; 8-pass. 
stat. wag., $2,825.50. (Merc-O-Matie op- 
tional at $189.81 on all models.) 

MORRIS and MG—Minor — 4-dr. sed., 
$1,595; 2-dr. sed., $1,445; conv., $1,475. 
MG-TD conv.—standard, $2,115; Mark II 
Deluxe, $2,360. 

NASH—Rambler Super — Suburban, §2,- 
002.60. Rambler Custom — Hardtop, $2,- 
094.35; conv., $2,118.90; stat. wag., $2,- 
118.90. Statesman Super—4-dr. sed., $2,- 
178.35; 2-dr. sed., $2,143.55. Statesman 
Custom—4-dr. sed., $2,331.70; 2-dr. sed., 
$2,309.50; hardtop, $2,433.20. Ambassador 
Super—4-dr. sed., $2,557.20; 2-dr. sed., 
$2,520.75. Ambassador Custom—4-dr. sed., 
$2,716.45; 2-dr. sed., $2,695; hardtop, $2,- 
828.60. (Hydra-Matic optional at $178.85 
on Statesman and Ambassador. LeMans 
engine optional at $192.50 on Ambassador. ) 

OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., §$2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop, 
$3,021.75; conv., $3,228.84; Fiesta sports 
ear, $5,715. (Following equipment stand- 
ard on Fiesta, optional at extra cost on 
all other models: Hydra-Matic, $178.35; 
power steering, $177.40; power brakes, 
$35.50.) 

PACKARD—Clipper—4-dr., sed., $2,588; 
club sed., $2,534; Deluxe 4-dr., sed., $2,- 
735; Deluxe club sed., $2,681; Sportster 
hardtop, $2,795. Packard — Cavalier 4-dr. 
sed., $3,234; Mayfair hardtop, $3,268; 
conv., $3,476; Patrician 4-dr. sed., $3,735; 
Caribbean conv., $5,200. (Ultramatic stand- 
ard on Patrician, optional at $199 on other 
models. Power steering optional at $195 on 
all models; power brakes at $39.45.) 

PLYMOUTH — Cambridge — 4-dr. sed., 
$1,836.50; club sed., $1,798.75; bus, cpe.. 
$1,674.75; Suburban, $2,095.55. Cranbrook 





—4-dr. sed., $1,928.50; cl. cpe., $1,898.25; 


Belvedere, $2,147.25; conv., $2,303.25: 
Savoy, $2,236.50. (Wire-spoke wheels op- 
tional on all models at $290.25.) 
PONTIAC — Chieftain 6 Special—4-dr. 
sed., $2,014.64; 2-dr. sed., $1,956.36. 
Chieftain 6 Deluxe—4-dr. sed., $2,118.53: 
2-dr. sed., $2,060.28; conv., $2,444.21. 


Chieftain 8 Special—4-dr. sed!, $2,089.62: 
2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 
4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32: 
conv., $2,517.66. Catalinas—Deluxe 6, §$2,- 
304.30; Custom 6, $2,370.43; Deluxe 8, 
$2,370.99; Custom 8, $2,446. Station wag- 
ons—Two-seat Special 6, $2,449.61; three- 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61; 
three-seat Special 8, $2,580.15; two-seat 
Deluxe 8, $2,663.61. Grain finish on all 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35, power 
steering at $177.40. Autronic Eye at 


$53.65.) 
ROOTES—Hillman Minx—4-dr. sed., $1,- 
645; conv., $1,890; stat. wag., $1,938. 


Humber—Hawk sed., $2,395; Hawk touring 
lim., $2,640; Super Snipe sed., $3.295; 
Super Snipe touring lim., $3,580; Super 
Snipe Pullman lim., $5,110. Sunbeam-Tal- 
bot—Sed., $2,685; conv., $2,911. Rover— 
Sed., $2,897. (Delivered at U. S. coastal 


ports. ) 
STUDEBAKER — Champion Custom - 
4-dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 


Champion Deluxe — 4-dr. sed., $1,862.83: 
2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 
868.21. Champion Regal—4-dr. sed., $1,- 


949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
$1,954.55; hardtop, $2,115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed., 
$2,088.90; 5-pass. cpe., $2,126.52. Com- 
mander Regal—4-dr. sed., $2,207.54; Land 
Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe.. 
$2,212.91; hardtop, $2,374.16. (Automatic 
Drive optional at $231.24 on Champion, 
$243.08 on Commander. Power steering 
optional at $161.25 on Commander.) 

WILLYS—Aero Lark — 4-dr. sed., £1,- 
732.10; 2-dr. sed., $1,645.70. Aero Fa!con 
—4-dr. sed., $1,860.61; 2-dr. sed., {1,- 
759.97. Aero Ace — 4-dr. sed., $2,038.43: 
2-dr. sed., $1,963.11. Aero Eagle (hardt>p) 
—$2,156.79. Station wagons — 4-cyl., {1,- 
862.22 (four-wheel drive, $2,304.03); 6-cyl., 
$1,948.75. 
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U. C. Problem Grows 





Dealers at NADA Convention Hear Forecast 
| Of 12 Million Sales in 1953 


(Continued from Page 18) 


mands, it is time to consider other 
idvertising media. Newspapers, 
radio, television, direct mail — all 


should be considered before we in- | 


vest our advertising dollars. Once} 
again the local situation is the 
deciding factor, and there is 


certainly no rule that would apply 
to all dealers. The important thing 
to remember is to keep a check on 
media by periodically watching its 
effectiveness. Sometimes one will 
do a better job than another. It is 
also possible to reach a saturation 
point in a particular media. 


Regardless of media, however, I 
feel that used-car advertising has 
reached an alltime low. Used 
cars are advertised that only exist 
in the mind of the advertiser and 
at prices which would not allow 
him to survive. 

Used cars are also advertised at 
credit terms which would not be 
acceptable to any financial insti- 
tution—“Nothing Down,” “No In- 
terest Charges.” “We sell for less 
and give you more’—‘“We are 
never undersold.” Just take a look 
at some of the ad copy today: 
“Two years unconditional guaran- 
tee.” Claims and false claims, 
sometimes justified and sometimes 
not. 


tinguish in our own ad copy be-| 





| 





We must be careful to dis-| 


tween misleading, tricky, or false | 


advertising, masquerading under 
the guise of being “clever,” 
really good advertising. 


and | 


A misleading ad will attract, in| 


my estimation, only the sharpest} 


chislers in town. By such adver- 
tising we invite only the poorest 
type of buyers. We must be careful 
and honest in our advertising. 


For example, suppose we have 
some rough cars that we feel are 


not worth reconditioning—the type | 


of automobile that we would 
normally wholesale. They might be 
advertised for retail sale 
following manner: 

“These cars do not meet the 
rigid standard of excellence and 
quality to be found in our regular 
used-car stock. We offer them 
for your inspection and selection 
Monday, Tuesday and Wednesday 
—after which we will wholesale 
through normal channels. the 
ones you do not want. Some 
have cracked glass, some need 
metal work: But all are worth, 
in our opinion, the price we ask.” 


in the 





This type of ad is intended to} 


impress 
quality of your normal 
stock. It is 
traffic on otherwise slow days. It 
is intended to catch the bargain 
hunter. That is only one example 


people with the 
used-car 


high | 


intended to create} 


of the kind of used-car advertising | 


that I believe to be good. 


Let us as new-car dealers rebuild | 


the foundation under our used-car 
business which will command the 
respect and trust of the people in 
our respective communities. Let 
us spend a certain amount of our 
advertising budget telling people, 
our public, our customers, a few 
simple facts about our business. 
Remember when we sell our new 
automobiles, we have the guarantee 
and reputation of the factory be- 
hind us to create the confidence of 
the buyer in the product. But 
when we are selling our used cars, 
we offer the customer only the 
guarantee of our reputation as a 
dealer, good or bad as the case 
might be. As our reputation de- 
clines, our advertising budget will 
have to increase—and the reverse 
is also true. 


Let us take a look at what we 
have to offer to a used-car buyer 
that the strictly used-car lot does 
not offer: First, to hold a new-car 
franchise, you must have good fa- 
cilities and superior equipment. 
Secondly, you must have trained 
personnel to man these facilities. 
Third, you must make a profit to 
stay in business, but as a new-car 
dealer the profit comes from the 
combined departments of the whole 
business, not from used-car sales 
alone, 


Take stock of your personnel— 
you will find as I have that your 
employes have an astounding ex- 
perience record. In our organ- 
ization we found that there were 
over 1,150 years of automotive 





experience backing up the 
answers to a used-car recon- 
ditioning problem, or any other 
problem our customers may have. 
How does this compare to the 
usual wipe-off boy and his quali- 
fications on the usual used-car 
lot? 

You must, if you are going to 
stay in business without govern- 
ment subsidy, make a profit. This, 
I realize, is a very ticklish subject, 
but one, I feel, that is very im- 
portant to clarify. Why is this 
important? It is important because 
public opinion places us in a po- 


sition of excessive profits. 
| 


The public and our own employes 
think our prices are too high. An 
article, in the NADA Magazine, De- 
cember, 1952, quotes composite in- 
dustry-wise operating profits for 
the first three quarters of 1952 as 
being only 3.8 percent—just slightly 
more than the California state 
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Cadillac Exhibit Sponsors at Coast Show— 


Features of Cadillac's exhibit at the Los Angeles automobile show are pointed out 
by co-sponsors of the showing. From left are Jack Hellestoe, general manager, Hill- 
crest Motors; Clarence Dixon, Hollywood dealer, and Fred H. Murray, general manager 


of Cadillac's Los Angeles branch. 





sales tax, and in fact, in the third|tising, completely, from the many 


quarter of 1952 they were only 2.8 
percent, or less than our own state 
sales tax! Would the public claim 
this profit was unreasonable if they 
knew the facts? 

It is our opinion that it is im- 
possible to divorce used-car adver- 


 — 
GLASS 


G ue 


other departments of our business. 
Every contact we have with the 
public, whether it be service, parts, 
new cars or credit, plays an im- 
portant part in that nebulous 
thing, “public opinion.” As _ the 
public think of us, our problems 
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increase or decrease in the display 
and advertising of used cars. 


* * * 
‘Reconditioning’ 
by 
Walter Allee 
(Packard), Oakland, Calif 
There are so many aspects to 
the subject of used-car recon- 


ditioning as they might apply to 
a large group of dealers of varied 
size operating in differing markets 
that it is next to impossible to 
cover them all. The standard of 
required reconditioning varies 
widely in different markets. For 
example, in some areas mechanical 


| dependability is of such importance 


in the purchasers mind that to 
some degree appearance recon- 
ditioning may be slighted, while 
in other areas immaculate ap- 
pearance is a _ positive must to 
promote the sale of a used car. 


In some cases sound business 
practice requires completely 
equipped and managed facilities 
confined exclusively to used - car 
reconditioning while in other 
cases such a setup would reflect 
the poorest type of business 
judgment. In some instances all 

(Continued on Page 22, Col, 1) 





One of the major advances in television reception is the result 


of Pittsburgh Plate Glass Company research that produced 
Teleglas. Within less than a year after its first commercial use, 


this “‘gray glass” had become the industry’s standard facing for 


cathode-ray picture tubes. The sharp contrasts and the elimination 
of dazzling brightness, faded grays and “halos” are the contribution 


of PPG Teleglas to t 


A leader in glass research—and with 70 years’ experience in 
large volume glassmaking—Pittsburgh Plate Glass Company is 
now drawing upon these skills in the manufacture and development 
of Fiber Glass. If your products use Fiber Glass—either Superfine 
Insulation, or Yarns, Strands or Roving—there may be advantages 
you can obtain by specifying “Pittsburgh.” You are invited to 
obtain complete information on facilities for serving you. Pittsburgh 


Plate Glass Company, 632 Duquesne Way, Pittsburgh 22, Pa. 
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he modern television receiver. 
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COMPANY 


Making products better, 
safer, lighter, stronger 


If your products need light-weight, durable 


if they require exceptionally 
strong reinforced plastics . . . if they need tough, 
weather-proof, flame-proof fabrics, or highly 
efficient electrical insulation—then PPG Fiber 
Glass may be an important factor in your plan- 
ning. Field engineering service, or product data 
and other information, may be obtained through 
executive offices in Pittsburgh, or district sales 
offices in Chicago, Cincinnati, Cleveland, De- 


troit, New York and Washington. 


PLASTICS 
















has just been completed. For years, Nash outdoor 
posters have inspired widespread favorable comment 
among motorists. 


We felt that the people for whom these great posters 


work, the Nash dealers and their employees, should have 


an opportunity to give us their ideas. They live with 
Nash posters. They know which posters are the 


‘“‘most-talked-about” among their neighbors . . . which 


do the best job of telling and selling. So, in October, 
1952, we announced a contest for Nash dealers and 
their personnel. 


Frankly the results staggered us. Approximately 4,000 


poster ideas swamped the judges. They had to work 
overtime to pick the winners from the thousands of 
excellent suggestions. It was no easy job. 


Now, we are happy to announce the names of the 


prize-winners and to offer our warmest congratulations. 


One of the most unique contests ever held 
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HONOR CERTIFICATE AWARDS 


Ist PRIZE — $1,000 


MYRON L. BOYD, Boyd Bros., Honesdale, Pa. 


2nd PRIZE — $750 


MRS. JUANITA PITTS, Piedmont Motor Co., Rock Hill, S. C. 


Because so many fine ideas were submitted, the judges selected 
for special recognition these additional contributors. To each of 
the following, an “HONOR CERTIFICATE” is being awarded. 
| 
| 


GEORGE R. BAKER Mrs. JEANNE M. Bretzius Mrs. Rita M. HAyDEL 


3rd PRIZE — $500 


E. L. WALTERS, Hartung Motor Co., Milwaukee, Wis. 


4th PRIZE — $250 


P. A. SUGRUE, Alexandria Nash Corp., Alexandria, Va, 


SPECIAL PRIZES OF $100 EACH 


KENNETH E. BYRNE, Milwaukee Nash, Milwaukee, Wis. 
JOHN R. HANCOCK, Olympic Nash Motors, Port Angeles, Wash. 
WALTER JAWORSKI, Lipman Motors, Hartford, Conn, 

WM, L. KENTLE, Burk Motor Ce., Laguna Beach, Calif, 
HELEN KREPS, T & M Motors, Newport, Ore, 

PAUL R. LAURITZEN, Lauritzen Motors, Inc,, Richmend, Va. 
REXFORD G. LOWE, JR., Lowe Sales & Service, Janesville, Wis, 


JACK MILLS, Clyde Mills Sales & Service, Canton, Ill. 
LEON J. SEITZ, Wichman Nash Co., Farmington, Mo. 


Baker Bros. 
S. Glens Falls, N. Y. 


DoNALD C. BARNETT 
Pittsfield Nash Sales 
Pittsfield, Ill. 


THEODORE BASKIN 


East End Nash Co,, Inc. 


Cleveland, Ohio 


Wo. K. BERRY 
Starz Bros. & Fritz 
York, Pa. 


Da.tas B. BLEvINS 
Chilhowie Motor Co. 
Chilhowie, Va. 


Ep Bo tz, JR. 
Evanston Nash, Inc. 
Evanston, III. 


KEN BORDNER 
Fox Brothers, Inc. 
South St. Paul, Minn. 


ca oe 
ash- n Corp. 
Arlington, 2 7 


M. O. Bretzius Motor Co. 


Coshocton, Ohio 
RicHArRD H. BuRKHART 
Clearwater Nash, Inc. 
Clearwater, Fla. 


R. W. Bussey 


Herb & Bussey Motor Co. 


Rockford, IIl. 


GLENN A. BYLIN 
Hoyt Motor Co. 
Auburn, Wash. 


L. W. CHURCHILL 
Ray McDill Nash, Inc. 
Beaumont, Texas 


Harotp G. GALLAGHER 
Conway Nash 
Monrovia, Calif. 


PauL R. GoRHAM 
Byron Stout Co.; Inc, 
Wichita, Kans. 


Ron HarrRo_p 
O. C. Harrold, Inc. 
Greensburg, Pa. 


Ballard Nash, Inc. 
New Orleans, La. 


GLEN HAYNES 
Suburban Nash Sales 
Berwyn, IIl. 


JEFF F. Hicks, JR. 


Jeff F. Hicks Motors, Inc. 


Memphis, Tenn. 


ARNOLD HOLTz 
St. Paul Nash Motors 
St. Paul, Minn. 


MaxINE HowarpD 
Twin City Motors 
North Bend, Ore. 


DonaLp L. Howe. 
Nash Missouri Corp. 
St. Louis, Mo. 


JOHN J. HUFFORD 
Centralia Motors 
Centralia, Ill. 


Lewis. KRANTz 
Kimball Bros., Inc. 
Pontiac, Mich. 
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RosBert E. KRIEGEL 
Burk Motor Co. 
Laguna Beach, Calif. 


Davin LAFIOSCA 
Russell Nash Inc. 
Brooklyn, N. Y. 


E. H. LANG 
H. Floyd Brown Nash Sales 
San Bernardino, Calif. 


ANN LEONETTE 
Leonette Motors 
Summit, N. J. 


GEo. R. LustiG, JR. 
Rockefeller Nash Sales 
White Plains, N. Y. 


THap V. MANNIS 
Ford Miller Motors, Inc. 
Toledo, Ohio 


CHARLES A. MANTHORNE 
Kelley Chandler, Inc. 
Worcester, Mass. 


RussELL MARTIN 
Miner Nash Co. 
Willimantic, Conn. 


GLENN E. MARTYN 
Harrington Nash Co. 
Sault Ste. Marie, Mich. 


CLARENCE P. McKIBBEN 
H. Floyd Brown Nash Sales 
San Bernardino, Calif. 
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JACK MITCHELL 
Jack Mitchell Nash 
San Antonio, Texas 


ELOISE Norwoop 
L. B. Norwood Nash 
Pauls Valley, Okla. 


WAYNE Pack 
Wayne Pack Nash 
Miami, Okla. 


R. S. PEASE 
Croom Motors, Inc. 
Napa, Calif. 


BusH PERRY 
Thomas Motor Co. 
Burlington, Iowa 


THEODORE PETERSON 
Edgar T. Keller Nash 
Toledo, Ohio 


GEoRGE S. P1aTov 


H. T. Kane Motors, Inc. 


Niagara Falls, N. Y 


MarvVIN E. PursER 
Stanley Leff Motors 
Jacksonville, Fla. 


CHARLES H. SCHRIVER 
Starz Bros. & Fritz 
York, Pa. 





















Mrs. G. C. SINNETT 
Byron Stout Co., Inc. 
Wichita, Kans. 


JAMES H. SMITH, JR. 
Verkler-Peyer Co. 
Peoria, IIl. 


JAMES B. SPRAGUE 
Bob Eubanks 
Riverside, Calif. 


W. R. SULLIVAN 
Nash E] Paso 
El Paso, Texas 


A. C. TAYLOR 
Taylor Nash Sales 
Sycamore, IIl. 


Stuart J. Topp 
Follestad Nash, Inc. 
Everett, Wash. 


Roy WADDELL 
Johnson Nash Co. 
Santa Barbara, Calif. 


GERTRUDE WAGEN 
Ryan Nash, Inc. 
Milwaukee, Wis. 


OLEN CARL WALKER 

Andy C. Thompson 
Motor Co 

Phoenix, Ariz. 


RoBeErtT J. YARISH 
Rice Lake Nash 
Rice Lake, Wis. 



































To all the Nash dealers and their employees who 
entered the contest, we wish to extend our sincere 
thanks. We regret that with so many fine ideas, all 
could not have won prizes. Our hats are off to the 
winners. You will see many of their ideas soon on 
the nation’s billboards. 


There’s None So New As 





AMBASSADOR + STATESMAN «+ RAMBLER 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit 32, Mich. 
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12 Million Sales in ’°53 Forecast at NADA Clinic. . . 





Used-Car Problem Growing 


(Continued from Page 19) 


reconditioning functions should 
be handled within the dealer 
organization while in others 
sound economy makes advisable 
subletting certain operations. 


Reconditioning is that work 
which is done, at the lowest possi- 
ble cost, on a car or truck accepted 
in trade, for the purpose of making 
it attractive to prospective retail 
purchasers who will be willing to 
pay the highest possible price. 

In every dealership some one} 
qualified person must be designated | 
to handle reconditioning. In some 
instances this may be an exclusive 
job; in most instances the job may 
be combined with other assign- 
ments; but in every instance it 
must be some one person’s specific 
responsibility. 

Adequate facilities must be pro- 
vided on a permanent and regular 
basis. These facilities may vary 
in size and completeness from the 
large exclusive reconditioning de- 
partment that is equipped to do 
everything from tinting upholstery 
to straightening a frame to the 
part time usage of one stall and 
one mechanic. Each dealer after 
considering his anticipated new-car 
volume, probable number of cars 
to be reconditioned, and the nature 
of reconditioning work required 
must determine what adequate fa- 
cilities constitute in his dealership. 


But the important thing is that 
those required facilities be availa- 
ble to the person in charge at 
the time they are needed to do 
the job. You can’t economically 
and effectively brush paint a car 
today and you can’t economically 
and effectively recondition with- 
out adequate facilities. 

Every dealership should establish 
a fixed, rigid system of procedure 
designed to insure fast, economic, 
and complete reconditioning. It is 
the job of the person who is desig- 
nated to handle reconditioning to 
establish this procedure. Again the 
procedure may vary widely from 
one dealership to another. That is 
unimportant. The important thing 
is that certain definite objectives 
are accomplished in a regular and 
systematic manner. What are some 
of them and why are they es- 
sential? 

Let us consider for a moment the 
importance of speed in _ recon- 





|ditioning. Certainly we would| 
agree that the most advantageous | 
time to sell a used car 


been accepted in trade. If this is | 
true and, if it is also true that a/| 


|particular car or truck has been | 


designated for reconditioning at | 
the time it was taken in, then it is 
certainly necessary to establish and 
follow through on a fixed procedure 
to insure prompt action. This 
matter of speed is directly associ- 
ated with low cost, or economy, in 
reconditioning. The _ dealership 
that determines at the time a car 
is taken in whether it is or is not 
to be reconditioned and then sets 
the wheels in motion in accordance 
with a set procedure to do the job 
now is almost tmvariably' the 
dealership that in the long run will 
do it for the lowest cost. 


Speaking of cost leads directly 
to the consideration of the value 
of a fixed procedure to insure com- 
pleteness of reconditioning. We 
might disagree widely, because of 
different marketing conditions, as 





to what specifically constitutes 
complete reconditioning; but I 
don’t think we would disagree on 
the advisability of doimg everything 
we consider essential at one time 
and before the used car is dis- 
played for sale. 

I personally harbor the opinion 
that the biggest single contributing 
factor to high reconditioning cost 
is a multiple number of repair 
orders written on a car before, 
during, or after a sale. I feel so 
strongly about this that I believe 
almost without exception money is 
lost through the display of a used 
car prior to the time we have com- 
pleted all the reconditioning oper- 
ations we intend to. 

In the first place the enthusiasm 
of a good salesman is always at its 
highest point for any “new” used 
car the moment it is placed on 
display. In the second place re- 
member that your “used car” is a 
“new car” in the eyes of the 


prospect. 
* + * 
‘Appraising’ 
by 
Lex Daoust 
(Chevrolet), Marysville, Calif. 


It seems almost unnecessary to 
mention the fact that appraising 
is an important part of our 
business. After all, the appraisal 


auailuble cous? to coast 
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is the starting point at which every | 
dealer, large or small, begins the | 


cept new cars, in his business. 


Furthermore, unlike _ other 
merchandise which has a definite 
fixed value at the time it is 
acquired, knowledge of the actual 
value of used cars at the time 
they are appraised always de- 
pends to some degree upon the 
judgment of the person making 
the appraisal. Important? Yes 

. . but what are some of the 
fundamentals which control ef- 
ficiency in appraising? 


These fundamentals seem to me) 


to divide themselves into . . 
WHAT... WHO... and How, 
and by far the most important is 
WHO. But that is getting ahead 
of my story. 
order. 


The first of the three funda-| 


mentals can be disposed of very 
quickly. WHAT simply refers to 
the equipment that is required. 
Equipment needed for an appraisal 
is simple. A_ standard appraisal 
pad and a used car guide book 
(NADA, of course). The appraisal 
pad is necessary for it helps you to 
check all items on the car in 
definite order, enabling you to 
make a fast, accurate evaluation of 
the car. Also the form can be used 
later as a reconditioning guide on 
the automobile. and as a future 
source of prospects in both new 
and used car departments. Your 
NADA Guide Book gives infor- 
mation on all models as to present, 
average retail and cash value, with 
which you are all familiar. 


All of this seems elementary, but 
I would invite your attention to 


of us have departed from the use 
of some of this basic equipment, 
particularly the appraisal pad, with 
the result that it has been impossi- 
ble for us to recheck a deal that 
went sour—not so much for the 
purpose of discovering who was 
wrong where as to reduce the 
possibility of the 
happening again. 

Now we come to WHO. Who 
is going to make the appraisal? 
This is all important and a man 

(or men) with a complete, 
thorough understanding of the 
used-car phase of the automobile 
business is a must. Upon him 
will hinge the degree of success 
your business enjoys. In our 
particular deal, the used-car man- 
ager and myself work as a team 
on every appraisal. This is im- 
portant since he is responsible 
for disposing of the used unit. 
The man you select (or how 
many) will depend solely on the 
size and type of your operation. 
But, remember, this is an im- 
portant job and care should be 
taken in filling it. 

What information must an ap- 
praiser have at his fingertips, be- 
sides a general knowledge of auto- 
mobiles? He must have a complete 
knowledge of the cost of all types 
of reconditioning processes, 
only in the make you handle but 
also in competitive types. He must 
know your present used inventory, 
model by model; what’s moving at 
the present time; what prospects 
are looking for; business trends; 
average retail on all models; cash 
values — in these fast changing 
times, your official guides do not 
always give an _ up-to-the-minute 
picture of current prices. He also 
needs a keen insight of your local 
market potential and limitations. 
With this knowledge, he is able 
to approach the actual appraisal 
with confidence in his decision. 


Appraisal procedure depends 
more on “who” than anything else. 
Upon the capabilities and knowl- 
edge of the person who does this 
job rests, in no small measure, 
responsibility for the overall degree 
of success a new-car dealership 
may enjoy. 

I suppose by now it is plain to 
see that I am so steamed up on 
“who” that it is hardly necessary 
to mention “how”. However, the 
fact remains that appraising and 
appraisal procedures can so vitally 
affect ultimate success or failure of 
every dealership that every dealer 
should personally know as much 
as possible about “what” procedure 


Let’s keep them in| 
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is the | process of buying the greatest total 
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Grob Gets Off to Fast Start— 


Harold W. Grob, Chevrolet-Buick dealer in Murphysboro, Iil., 


deliveries early. Here, his general manager, H. 








believes in getting out 


T. Burgess (left), delivers a 1953 


Chevrolet at 12:01 a.m. on announcement day. 


is used and “who” is handling the | 


job to be able to understand “how’’ | is,” 


he is happy or unhappy with his 
profit. 

How should an appraisal be 
When the appraisor is 
ready for the appraisal, physi- 
cally and mentally equipped 
with all these things we've 
mentioned, he must decide 
whether he is going to “retail, 
wholesale or as is” the car. His 
decision will depend upon factors 
we’ve already discussed. If he 
decides to retail it, he should use 
as a starting figure, current re- | 
tail, less reconditioning, less 
reasonable amount for selling ex- 
pense and profit (we use 15 per- 
cent). 

On a car he wants to wholesale, 
he deducts from the actual cash 
value the reconditioning costs. If 








properly. 


it is a unit that must be sold “as 
he deducts his selling price of 
the vehicle. It is my opinion, that 
none of this can be done without 
actually driving the used unit. Few 
bad buys will be made if the ap- 
praisor will drive every car, for the 
law of averages is not enough 
protection in this highly competi- 
tive market we are facing. After 
all has been completed, a figure of 
the actual value of the car is de- 
termined. What will be allowed for 
the car, depends entirely on how 
badly you want to make the deal. 
But, no matter what you allow, 


| be honest with yourself and take it 


into stock at the appraisal figure. 
This will give you a clear picture, 
at all times, of your profit picture 
and enable the used-car manager 
to recondition and merchandise it 


Along the Financial Front... 





Packard Shares Top 


the fact that in recent years many | 


Other 4 Gainers 


By George Deery 

Associate Editor 
= the first time in a year, the 
listed common stocks of the 
car makers shot up 
higher or kept their losses at a 
better level than the truck pro- 
in January, according to 

First of Michigan Corp. 


During that month when five 
auto outfits were speeding ahead 
for an average gain of 10 per- 
cent in the value of their shares, 
the best average rate the com- 
mercial car companies could 
make was 7.4 percent. 

Likewise, on the downhill side, 
two not-strictly-truck corporations 
saw their shares slip back for an 
average of 4.8 percent. This com- 
pares with 1.9 percent for three 
firms in the other classification. 

* * * 


T= five issues that went along 

with the rising market were all 
in the “independent” group, with 
Packard far in the lead for a price 
appreciation in its shares of 23.8 
percent in the 30-day period. 
Kaiser-Frazer, too, came back with 
a strong show of strength — 13.3 


Nash-Kelvinator bettered its 
price by 5.6 percent, followed 


Timken Axle Net 
Higher for Half 


Timken-Detroit Axle reports sales 
for the three months ended Dec. 31 
of $63,681,511. This compares with 
sales of $55,759,551 for the three 
months ended Dec. 31, 1951. 

Sales for the six months ended 
Dec. 31, 1952, amounted to $116,362,- 
405, compared with sales of $105,- 
475,745 for the six months ended 
Dec. 31, 1951. 

Net profit, but subject to year- 
end inventory and audit adjust- 
ments for the three months ended 
Dec. 31, 1952, amounted to $1,748,- 
715, equivalent to 27% cents per 
share. This compares with net 
profit of $1,645,051, or 73 cents per 
share, for the three months ended 
Dec. 31, 1951. | 

The net profit for the six months | 
ended Dec. 31, 1952, amounted to} 
$3,423,465, equivalent to $1.52 per 
share, and this compares with $3,- 
053,595, equivalent to $1.35 per share 
for the six months ended Dec. 31, 
1951. , 








|mobile Dealers Assn. 


closely by a rise of 5 percent in 

Studebaker. Willys - Overland, a 
good performer for the past 
several months, added another 3 
percent to its closing quotation, 
compared to the price when the 
final gong rang at the end of 

December. 

Hudson gave up ground by 2.9 
percent, Chrysler held its shrinkage 
to 1.6 percent and General Motors 
ended the month with a loss of 1.3 
percent, First of Michigan adds. 

* . - 


UTOCAR shareholders could 
smile at an increase of 10.9 per- 
cent in the value of their holdings. 
Diamond T was up 8.2 percent; 
White, 7.5 percent; Mack, 7.1 per- 
cent; Federal-Fawick, 6 percent, 
and Reo, 3 percent. 
Four-Wheel-Drive ended up the 
month showing a decrease of 7.2 
percent. International - Harvester 
held its slippage to 2.3 percent. 


* = * 


Bendix Aviation 


Ups Sales, Net 


Net sales of Bendix Aviation 
Corp. for the fiscal year ended 
Sept. 30 were $508,701,892, compared 
with $340,540,415 in the previous 
year, Malcolm P. Ferguson, presi- 
dent, has announced. 


The 49 percent increase in sales, 
following a 55 percent increase the 
year before, reflects the fact that 
Bendix “has struck its stride in 
production for the large-scale mili- 
tary uildup, while continuing to 
provide in quantity the products 
needed by its civilian customers,” 
Ferguson declared. 


Net income also rose to $15,295,- 
159, of $7.22 a common share, from 
$11,818,600, or $5.58 a share in 19651. 

Noting that net earnings in- 
creased at a smaller rate than 
sales, Ferguson explained that 79 
percent of sales were to the Gov- 
ernment, that price ceiling adjust- 
ments lagged behind increases in 
costs of labor and materials, and 
that income taxes were higher. 


Donahue Heads C. of C. 
W. C. Donahue, of Donahue Mc- 


| tors (Studebaker), has been elected 


president of Albany (Ore.), 
Chamber of Commerce. He was 
vice-president of the Oregon Autc- 
in 1952. 
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In the Hopper 


A bill introduced in the Indiana 
House of Representatives would | finance the additional men. 
make automobile liability insurance Rep. Frank Twitty, administra- 
a prerequisite for the granting of|tion floor leader stated that the 
motor vehicle licenses. Sponsored | proposal would cost $1 million a 
by Reps. Samuel L. Riely, of Wy-| year. 
andotte, and Herbert M. Copeland, Gov. Herman Talmadge said that 
of Hanover, the bill would require | he would be for anything that helps 
license applicants to carry coverage | save lives if the State could afford 
of at least $5,000 for the death of |it, and pointed out that 60 troopers 
one person and $8,000 for the death | had been added in his Administra- 
of two or more persons. tion. He said that a patrol unit to 
*s ¢ « teach safety in schools had also 


° . been added and was “doing a 
Bill to Increase Ga. Police | wonderful job.” 
Rejected for Lack of Funds | 


The Georgia legislature has voted | 
down a bill to add 100 troopers to 
the State Highway Patrol. The 
Talmadge Administration opposed 
the bill on the grounds that the 








State does not have the money to 





= +. * 
Arkansas Truck Tax Bill 


A ton-mile tax on out-of-state 
motor vehicles using Arkansas 
highways has been proposed in the 
State House of Representatives. 








The legislation would permit out- 
of-state truckers to pay the tax in 
lieu of the regular motor vehicle 
license fees levied on Arkansas 
trucks in excess of 18,000 pounds. 

* * * 


W. Va. Legislature Gets 


Mud Guard Proposal 


A bill requiring that all motor 
vehicles be equipped with fenders 
or mud guards has been introduced 
in the West Virginia Legislature by 
Delegate Tinsley, Fayette Demo- 
crat. 

* * * 


Oregon Lawmakers Mull 


Compulsory Inspection 

All of Oregon’s motor vehicles 
would be safety-inspected once a 
year if the Legislature passes a 
bill offered by Robert L. Elfstrom, 
of Salem. 

This bill would require that all 
motorists have their automobiles 





inspected between Jan. 1 and Apr. 1 
each year. 

The secretary of state would 
license individuals and_ establish- 
ments as official inspection 
stations, and the motorist would 
be charged $1.25 for inspection of 
lights, brakes and other safety- 


important parts of his car. 
+ * * 


Ark. Legislature 
Enacts Bill on 
Credit Charges 


The Arkansas Legislature has 
completed action on legislation de- 
signed to legalize time price dif- 
ferentials in installment buying, 
and the measure has gone to Gov. 
Francis A. Cherry for his signature. 

The bill is described by its 
sponsors as a plan to “bring order 
out of chaos” following the 
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Arkansas Supreme Court’s ruling 
last May that all service charges 
must be included in the 10 percent 
interest which the Arkansas Con- 
stitution sets up as the maximum 
allowable on any loan. 


The new legislation, which ap- 
proaches the problem from a dif- 


| ferent angle, would create a five- 


member board to determine the 
maximum fees, other than interest, 
which may be charged on time- 
purchase contracts. 


Companies which do not re- 
finance their own time-purchase 
contracts would not be prohibited 
from charging lower fees. The bill 
affects only dealers who do not fi- 
nance their own time paper. 

The board would be named by 
the State bank commissioner and 
must include at least two repre- 
sentatives of finance companies. 
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7 er or! 1312] 699] eaol 4861/9805] 9eB) 81! 1698] 807! 2943] S82) 91221 1868) 2762! _17247| «| _—«S37|_375|_912!_—2!_——S|_84)—_ 8 Wael _723 tsa “o Bl se 
Wiscons! - . T 2139) 5968) 9588) 20147| 16484) 492) 3746| 20722) @102| 1792| 19636] S641; 6124) 41295, 3! «365 897) 1265) [8] 27] 1689’ 5869) 1275) 4061) 674) | 9722s 
ee ‘Er! 5095] 2690! Tete! 12099 26722118107) 440' 4979] 236261 10407 1930! 24766! 7408! 7978! 52489' =| 720!_—:1447/_(2167! 1 _59!_2727|_6496|_1632/_ $4941 a 8 ae 
Wyomi — a | 2481 510) 1049) 2201/ {884i 81) 547) 2512) 1102) 251) 2239) 592! 737! = 4921! | 13} 39) 2 | 4) 334) 260) 2tt} 372! . a 
— er aval 239] e701 1302/2685 2013’ BI 594i 2688) 1254/ 281/ 2665| 7041 860) —5764/_ | 4|_—931 139 i a 341 zm 445 ia cara 
1? Months Total *521113392| 91677) 246464|433134| 684667| 732481| 29110] 185883) 947474|310806) 67806) @52542/218189' 266351 1735694! 15661 28718] 41022) 71306) 3854/ 4804) a 78509] 142520] 66346) 157902) 41016) 21623/4158394 
a "Er | 1494361 | 12649] 298603 942649] 1103330) 862309! 25816) 233339] 1121464] 392285] 97093] 1067042| 2734721337821! 2167713! | 51372! 52286! 103658! 3508! 3800/5304) 96847/ 140035! 46999! 205514! 26049! '6682/5060903 
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Canada Financing Soars 


New-V ehicle Sales Gain of 4 Pct. in Year Coupled 
With 36 Pct. Rise in Credit Deals 
By M. L. Schwartz 


Staff Correspondent 






|641 new vehicles was financed in 
1952, compared with 126,255 in 1951 | 
OTTAWA. — Dealers sold 402,259| an increase of 36.7 percent. 
new motor vehicles during 1952! Financing of new cars led with| 
compared with 385,648 units in 1951, 124,776 units against 81,726 in 1951 


a _ of ao percent, according to) _4n increase of 52.7 percent. New 
Canadian Government reports. jcommercial vehicles financed 


New-car sales practically ac- | ,ymbered 47,865 against 44,529 in 
counted for the increase since : 
1951, a gain of 7.5 percent. 


292,054 units were sold against i 
275,686 in 1951, up 5.9 percent. The credit increase was even 
New commercial vehicles sold | more marked for used vehicles last 
numbered 110,205 against 109,962, | year as 446,388 such units were fi- 
up 0.2 percent. nanced in contrast to the previ- 
Reflecting the relaxation of |OUS year. 
Government controls, a sharp rise | A total of 374,523 used-car sales 
in the demand for credit is indi-| was financed against 239,140 in 
cated in the report. A total of 172,- _1951, while used commercial ve- | 








‘tev Commercial Car 


AUTOMOTIVE NEWS. FEBRUARY 23, 1953 


| province, 
| rest of the nation in new motor ve- 
|hicle sales with 4,615 units against| 
| 3,088 in the preceding year. Dealers | 
|in Manitoba, however, sold only 22,- 


hicles financed rose to 71,865 units 

against 58,435 in 1951. 
Dealers in Canada’s 

Newfoundland, 


newest) 
led the} 


607 new units against 23,481 in 1951. 


Hill an Assistant Manager 


In Chicago Ford Sales 
M. L. Hill has been appointed ied 
assistant manager in the Chicago 
| Ford sales district, according to O. | 
F. Yando, district manager. 
A 20-year veteran with Ford, Hill | 





To WNSENE 


has spent most of his career in| Fe se 
Cincinnati. He was appointed perms tn 
assistant district manager there in | “Yes, sir! We'll have your car 
1946 and moved to Detroit as parts | a : 
| ready by 5 o’clock or my name 


and service sales manager of the} 
central region in 1951. _isn’t _Oscar Sach kson.” 


Registrations, 12 Months Total, 1952-19 


. County. 





Ga. Dealers Back 
Bill Linking Sales 
Data to Car Tags 


| ATLANTA.— The Georgia Auto- 
|mobile Dealers Assn. is backing a 
|State Senate bill which would re- 
{quire motorists applying for auto- 
mobile tags to specify when, where 
and from whom they bought their 
cars, and list the liens on them. 
| The bill was introduced by Senator 
| Homer Edenfield, of Kingsland, Ad- 
ministration floor leader and him- 
| self a Ford dealer. 

At a hearing, used-car dealers, 
|insurance men and enforcement 
| officers favored a bill which out- 
| lines a broad plan of title registra- 
| tion. This bill has been introduced 
'by Rep. Ben Wiggins, of Stephens 
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Truck registrations by states are | 3 | ‘i = 3 Truck registrations by states are 
released here weekly, as compiled ‘ = $ * © s i £ $ A released here weekly, as compiled 
by R. L. Polk representatives in 5 2 ° > § | c J 3 $ = g 3B » tae = S a by R. L. Polk representatives in 
state capitals. 2 g =| 8 E $ 3 s|?iz = 3 z Sis|z e 3 2/25/22] 38 < state capitals. 
~</s/G/S/a];,a/]/sal[2/}/E€ lal ol] Fi] Fsil/z/ el &l ela] BFE) F] =F] S 
Alabama "52 16} 4| 6811) 2; 21} = s'13) 2294 = 23): 3738) | 1963) 1490 1! 187; | 4 17, 648; 228) | 255 6| 17721 \'52 Alabama 
es pee Sit tt} Ss 9031] — 3) 0 26; 2297; iti} 6187} st} 2389) 1619) 174 / 6 38-840) ~=—«223! __ 399 18) 23294)'5i 
Arizona "52 7| | 2021) 9 14) 7; 864 2| 1445 1; 868; 760 15 18 2 14 34, 211; «5A 2, 239 24, 661152 Arizona 
ae ie 51 14} 2| 2432) 18) 13) 14) 779) s*97| | 877| 604) ~—'6 22} 6} So 23| 237 73 2} 223) 12) 707951 _ a 
Arkansas "52 3| | 6302! 1 13 | 1721 3752 2; 2448) 1598 44 =a 3 14, 649, «97 235 8) 16890 ‘52 Arkansa: 
rs _ ‘Si 2; ss] 7eg8} SB} St 1790 1, 5300 2| 2782) 1536] = | —40)_— 2 31} 787) 105) |} 323) 5} 20er7 i's) 
California "52 104) ~——«15| 18638; ~=—sT],—= 273) += 206| 10004 14, 11463) 121 6634) 5502) 246 326 112 27; «228; +1986) 552 64, (1974; 151; 58661 ‘52 California 
ss H] = 209] —sB8| 20258) 30) 425) 337) 8692 35| | 15123| 105) 7804) 4830! 247| 422 253 47, __135| 2209, 594) (119) (1324! 78) 632845) — . 
Colorado "52 5| l ~3776| 13} 31) 38} 1006! = 3|-—«-2476| 7; 1199; 1240 25, «77 I 5 32; 375|~—Ss«57 1; Sil} 14 «10892 ‘52 Coloradc 
ee ‘Si| 22} st 4812] 24} 23) 47} 1067/_—tt| 3186! 8} 42) nea) 22} S48} S| B84} 423 45) | _—“Silj 2| 12669 °'S 2 _ 
Connecticut "52 38 49/2172 ; oO 82 1065; 33) 1416 | 570| 828 | 198) | 87) 270) 149) 4 228 44\  -7324/'52 Connecticut 
"51| 66} 7] 2569! ~— Zz} S96) 93) 975) 46) 1818 | 1} 617) 828 | _310) 2 74) 241} 133] tt] 256! 19) 8229151 ee 
Delaware - ‘52 7 18| 794] 2| 21 6) (275) 7| 668, = =3| +185! 248 | 16 2) 4 74 ~~ (25) 20; 8) Ss«2383 ‘52 Delaware 
‘ a ee 6} 14) 94} 12} 5) 277} —|_ 836) st} —_—=88|_—290 iY 9 2} a9}; ta aan I 
Dist. of Columbia 52 17 6 797 2). «15|—s:32|~—«475) 6| 456) | 252) 195 | 2 2 28, «O18 s«42 64 3, 2433 /'52 Dist. of Columbia 
__ ‘5 10} —-3|_—*1022 | 2] 42) 97}_— sb} to}, }_ 8838) 39038] 8| 20 23 41) 72\__3|_—-2870''5 
Florida 52) 25! 3} 6491; 18) +84) 74) «-2837| 7| 4251) 1) 1688) 1712 271) | 13) 114) 1097) 318 804, 172 19980 ‘52 Florida 
inl ___ St} iS 2|_ 7429) 53|_—«143|_— 74) 2983) ~— 45423! 2| 1836) 1589 337; | S| —s3}_sn72}__239 | 1018 52, 224991'5 ; 
Georgia 52) 2 5| 8331 2) 49) ~=«-27| +«2536 2| 4915) | 2018; 1960 1) 158 . 36, 988; + «178 | 236) 8! 21464 ‘52 Georgia 
51 2 7| 11327 6 2B 16} 2791! —-6|_-8173|_~—s2|_:2838) 2063! 1] 260! aie 59! 1261! 255] 2} 405! 26) + 29549)'5 _ ; 
Idaho 32] | 1703 | | 2 8) 713) 9) 1381) 5| 856| 876 15 36| l ; 43) 261) 33) 3! 466) 8) 6612 ‘52 Idaho 
we i! __ | __-} 2364] | 8 5] 729) ~—13)_*1735) ~— st} 1205) __az7t| 47 60 2) 6 18336) = 46 1) 548) 1} 803651 
iMinois = 88| 3). 11469) 9; 356] 118) 4627) 17| 7839) 4| 2732| 4667 | 142) 16) 110; 1002) 466 1| 646! 167, 34479\'52 Mlino 
5B} 15919] 16) G19] 223] 5563} 31 10285! 7| 3934) 5350) 1| 288) 23) 144) +1148} 636! 28) ~— 798! «4128! 4520515) Se 
Indiana "52 | 12/ | 6910) 7; 2 72| 2707; = IN| +4698 4, 1641; 2979 ; 118) 14; 102) 1200: +470, 294; 43) «-21374/'52 Indiana 
‘Sts 3] 10078) 16} 0} 91') 3257) 25) 7286) ~~} 2084) 3873 _|_193} | 22} 117) +1459} 540) | 528! —_-37|_-29736)'5! 7 
lowe - "52! 2/ | 5486 | 60 26| 1629; 4) 3827 2) 1163! 2659 | 44) 12 41\ 542; —-136| | 256, 24) 15914)'52 lowa 
51 | A 7820 3} 1G7| 35) _—*1979| 3} 6092) || 1631] 3270 ' 59) |} 22} 35} —a3}_—si77i_ Ss] 292 20). 222301'5) 
aases "52 | 6327] 2} 44; 35] (1748 | 3) 3981) 6| 2105! 2714 | 9 7; 25) 601! 143 | 337; 21) 18108|'52 Kansa 
‘5! | 7383} 2/56} 39) :“«*1628} ~—8}_4931/ 5| 1914) 2346 jy ; 15) «6 49} 585) 31 441} 4) 19522 ‘51 
Kentucky 52) 5 | 5526] | 47; 21 ~—*1680) 8] 3673) 4) 1580) 1805 } 40) | 30) 42)—«627) «107 423; 12] —«15634/'52 Kentucky 
1) | 7007] 2 64] 26) (1652) ~—10|_—«4918) 2! 1899/ 1739! | 57] | 2 31; 646 94) mi 5! 18897) '5! a 
Louisiane "52| 4 5649 4) 49| 14) +1687 | 3834) 1700; 1595 | 72| 1 | 17] 730] (106) | 2 11] 15714/°52 a Louisiana 
‘Sti 16 7295 89 13} 1423} st} $799) ~— ib} 248} 1357) 41/ - 7| 8} 807; __—82) 33 | 19467 ‘5! ee 
Maine "52 | 3| 8| 1556 | - 7| +544) 8] 1147 | 650; 653 | 100) | 9 33) 223) 35) 1} 215} 18) 5216)'52 ~ Maine 
‘S1} so} si} 1884 S|} 5) 467] 10)_—s1449] 626] 543} = }_—123/ 9} 2) 214) 58 | 204 2) 5624'S) 
Maryland 52) 57 45) 3119) 1} 20 91} 1440); 22] +2093! 5/702) 1135 | 144] | 7; 53) «289 ~=—«159 3) «145 56) 9586 |'52 ~~ Maryland 
Si 73| 3725) 2} 18 92| 1369) 57] 2723 1] 1015! 1167) | 200 [9 59, 263) ~—«*59| 6} 197) 15) t87 "St 
Massachusetts Ae "52| 119! 78) 3883) 2; 107) «+142; +1943! 20) 2842) 6 918) 1347 | 290 17; 108) 459) 326] 43) 281; 43  12974)'52 Massachusett 
‘51! 194 102) 4421) 3} 110! 163) 1775! 39] 3651! 8! 1217) 1342| 352 | 26) +140) 420' 364/ 49! 301! 20; —-:14697)'5! ae 
Michigan "52! 42) 5] 11357 4] 126) 233) 4534) 112) 10216) 1| 3026) 2067 | 126) | 18) 241) 730) 239 | 551 83) 33711 |'52 Michigan 
q ‘51! 82! 14439 5} 115} 2863/4649! ~—-90/:13118) 1) 3335) 2594 1! 217 36, 289 808! 325 | 525 44) 40938)'5! ae 
Minnesota — 52! | 5444) 75) 58) 1907) 4) 3824 23) 1259) 2530 3,76) 12) 67) —«625|—s*16 | 341) (39) -(16404/'52 Minnesota 
‘51! 5 6521/ 6 74 45| 2135] i| 5424) 23|_:1590/ 2669! 19! 71) { 30 36| 823) 146 1] 391 34, 20044/'51) ee 
Mississippi "52! | | 6033 3] 6| 2] 1706| | 3416 2| 2423) 1514) EY] l 4) 2) 635; 49) |} 215) 5| 16054/'52 Mississippi 
fan toe —_— | 7966! 1 5} 1579! 8} 5160) 1! 2980) 1528] 71 | 3| 707) 68 | 433 2..20524)'5) 
Missourl SS a |aoel og|soatlsomel Sam | 5045. 4) 2580) 2477 451 3) 83) 7011 403,~*)~S~*« 8) ~=«B7) 22882 “52 —""Ticeout 
‘51! 13} 12791 | 8} _69| 106] 3470 —4|_—«<8 26 | 3| 3820! 2772\ | 420) | 19) 70! 934) = 545) 3) 434 19| 33461. ‘5! 
Woatene 52) | | 2364) | 28] 9) 651! 1| 1672 8) 659) 1153] 37| 26) | 4, 27) 344, «4 | 635 1] 7664)°52 Montane 
i | 20541 1] 45} 5} 608} = 4) (2084! 4| 938] 1162! 25} 38! 6 2} 47) «4324) «49 666 3) 8866 |'5! 
Nebraska S *52' 2! | 4426; 3] 19)—s«*B] NT 2| 3074 13) 1313) 1974) 50/39) 9| 25) 476) 151! 1; 489 19) 13115)°52 Nebraska 
51) 5] A} 6029 6] 184] te! 1065! =| 4267} ~—stt | _s8792| 2142! 33) Il |} 14) 41) 586} 146! 550 3) 16922''5! ee 
evede "52/ | | 558) | 4) 298) 345) | 223) 186! 7 8) | 87] 4 120 1841 | ‘52 Nevada 
51 | a 5 198) |_—_-395) 1} 365) —-174) 1] 3) 62! 4 8! 1) 1874) '51 Se 
H hi ; "52 | ] 8) 849) 8 13) 312) 2] (567) 2) 233) ~—-302] | 86) 2 17, +85 37 17 1) 2701, ‘52 : New Hampshire 
ee ‘SI 12} 13) «1045! i 6| 17! 327/  ~—-3|—«806, += 2} 300 =| on) | 40116) alt 88 5 3249/'5! od sid 
New Jersey 52) 99 40; 5647! 20) | 82) 2429) 52) 4514 15) 1709) 1991 | | 340 32 74, 479; 402; 10; 403 60) 18783) '52 New Jersey 
‘51! 191! 379) +8298) 7| 148 a 2731! +90) 5981! +13) «2173! «2044! | 627! | 61] att} 553} 506) 25! ~— 642 19, 24870' 5) _ 
New Mexico "52 13) 7048) 2) 2] 1) 573) 1] 1358) 6| 670) 506 6) (105) 9 | 19) 329 51) |} 176) 10) 5885)"52 New Mexico 
51 | 4! 2472| 5! 1! 522| 1419! 3) 988! 460! 2} 42 2! 1! 311305 17| | 215 7| 6501 1'5! 
New York 52 247| 697| 12369; «17, 421| 263) 6340) ~—«107) 8296) 3430| 4845) | 998) | 29) 488) 992; 812 1056; 282) 41788 ‘52 New York 
"St! 365! =—«-778/ *15519/ 54) 549| 412/ 6480) 125! 10868!  46/ 4008 4828 1502! | 63) 543! 1034! 1198) 30. 1220! 218! +49840/'5! eee BA 
North Carolina "52 33 2| 8375 4/8252) 2788) 9| 4881 3) 2331; 2814 | 395! | 16) 39) 1031) 359 4| 444, 34) «23696 '52 North Carolina 
BHI 4! 10642 18} 35) 8st} 2678! 8| 7447 1! 3022) 2323! | 428) 1 26! 44! 1200! 300) 3) 521! 238! 29093]'S! 
North Dakota "52 | 1779] 6 3) 552] | 1476 8) 409) 1283) 1 5) i 3 5| 227 10 | 163) 2) 5932 )\'52 North Dakota 
‘51! | {| 2252! HW 5| 629 7} 1957! | 576} 1320 | 1 | | 3| 270! 4| | 213} 3) 72521'5! 7 F 
Ohio "52 84 11409 15) 117) 230) 4983; 82) 8166) 10) 2731) 4406 267) 47\ 252) +1309| 824 1043; 106| + 36090)"52 Ohio 
‘51! Wt 14849 24) 252) 357] 5183! 69 Lo 15! 3541/ 4769) 489| | 102} 267) 1460) 1211; =| _—i1N99 21) _45467/'5) a 
Oklahoma "52 | 7] 6813 5| Hl 36| 1876] 340; 50! 1919) 2367 8! 75) 8) 41 643| 256 260 38; 18750''52 Oklahoma 
‘S1| 3 8621 55| 2099! 3/ oy 41! 2109! 2122! 9} 47) | 7| 43) «-654]~—-267| 354 25! _22270|'5! 
Oregon "52 19] | 3500! 3) 135) 24) 1582) 21) 2270) 6| 1469) 1645; 130) 209) 74 T 37,335) —«1'56| 9 904; 173) :12712)'52 Oregor 
‘S| 20) | 4360) 2| 85! 40) 1761) 19] 2953) 1! 1797) 1585! 87! 224! 17} 2! 28) 436! —‘I71/ 9| 980 59| 14636|'5! 
Pennsylvania 52; 240) + 463! :(12773 13) 217) 212) 6162) 95] 8034) 19] -3340) 5117) | 765) | 43/308) (1339; +888; = 13) 812! 96} | 40949)'52 Pennsylvania 
‘5I1| 275! ~=—«593] 16834 17} 302) 233] 7304) 125! 12279/ +16! 4314) +5739 1186) | 64) 257) 1441) 1061] 29 ee is 53383 |'5! 
Rhode Island ‘52) 36 ?| 20; 352 604 | $33! 286) | 57! 1} 23) 84 51 | aI 2384 |'52 Rhode Island 
‘51! 73| 4 24| 325 | gig | 202] 285! 62! 4| 3) 94) 65 2) 2926 |'5! 
South Carolina "52! 1 a 2/20 9) 1565) 6] 2417 2) 1081) 1248) 1 117] 6) 3/  470| ~—«130) | 99 7 12151 | ‘52 South Carolina 
‘SII 15! || 6557! 3) 13 18! al 3502 2| 1376] 976! | 145; | 9| 8} 512) 121) } 152 13) _14794|'51 
South Dakota "52 | | 1529) | 45) 2| | 1184) 7) a 1222| 1 6) ae a | 256| 5485 |'52 South Dakota 
; 5! | | 1998] | 43} oo 2! 1647] | 636} 1328} 3 9| | 4) itl 293] 20) | _ 323) | _ 6980}'5! 
Tennessee "52 | | 21 6603 2| 34) ri 2119; 50) 41 1} 1961] 1867) 1 132] | 6) 23) 675| 249 | 233) 10) N8t17|"52 Tennessee 
‘Si! | 9| 810! 5 25| 35] 2315! 19| 5654! | 2445) 1793) | 153; | '5| 12| 745! 209! | 305) is 21854 |'5/ 
Texas ‘52! 179) | Teas 33 165 100) 7327; 16) 15665) 6| 7704) 6766! 59/393) 1! 29) 190) 2636] 1228) 2) 1165) | 68793/'52 Texas 
51! 81! 33503 197| 137) 8189! 9| 22604! 6| 10908| 6734! it) 414] | 71} 183) 3021/ 925! | 1640 4 8870! |'5! 
Uteh "52 / | | 1723] 3} 3 8| 352 10) 1112) 5! 531 615! 26) 45) 35) 3} 24) «14|— 48 | 227; 32) 4944/52 Utah 
‘BI | 2030! 4| a 27| 394) ~=—s14! 1348) 2! 795! = 596! 24; 35) 8| 4|  24| 148) Si! | 198) 9 57431 '5! 
Vermont "52! 3} 19) 760) 1 1 4) 323) 4) 390) 4) 297) +328) | 24] | | 7) 9 3) 222) 27) + 2527/'52 Vermont 
‘51 | = 71874] 10! a 218! 4) 566! 302| 326! | 30} | 15} 69! | 241) 13) 26931 "51 
Virginia "52/ 31/18) 6153] 3] Hl 2438; 19/4088) ~=—«51| +1698) 2002! | 17 i 10 80/775! = 247! 421,14) :18315|"52 Virginie 
‘St! 59/38) (7971! 3 3 2210! 26] 5686! 54! 1865! 2114) 359 | 14 40! 742| 254! | _493|_——20)_~—-22082''5! 
Washington "52 | | 3336 1] 63! ~—s«19)—«1855) 1] 2330) 5! 1352) 1492! 62; 95| ] 2) 22} «338! s18! 2! 500! 39! -11632|"52 Washington 
‘SII 4| | 4224! 8! 98] 49) 1899) 2) 2999! 7! 1684! 1572} 109! 133) 7I 5} 54) 414] 185! 7) 619} 62! (14141 1'5! 
West Virginia 52) 8! 28! 2436) 2/ 22|—s«7),s«*N97|—s3S]644))~—COi)~Ssi852)~—=O78/ [a | 9 36) 241 95) 420/21; +: 79291 ‘52 West Virginia 
‘51! 4/31! 3664) 5! 14} = 291 «+1313! = 29) 2741) 9} 114I! 849! 89 | 13! 28! = 293] —*102! | _ 695! 3] 11052''S! 
Wisconsin *52/ 8) | 5639) 6! 77; =-59| +1910! 10! 3677) 61) 1434! 2410 76) [ 22) 83) 550) 169) 2) 460; 73| 16745|'52 Wisconsin 
51) 20! 7395 | 4| 100! 86! 2104! 24) 5178) 77] 1884) 2765) | 99) 1 21) 95] 635] 234! 6| 414! 43) _—-21185|'5! 
Wyoming *52| | | 1406] 2) 2) 354! | 912] | 552/ 634) 7; +16) | 1] 4) 140/21! | 366} 3! 4440/'52 Wyoming 
‘51/ | | 1662! | 19] | 393} | 1088} 620! 616] 8} sts! | 2/10) ~—s 148} an | 46!! 1} 506915! 
12 Months’ Total $2) = 1595! 1752/272249| 243! 3420) 2752/102129| 841 | 179523) rele 92788| 705) 7138! 236; 541| 3393) 26985 250] 20356 2190! 812099/'52 12 Months’ Total 
All States ‘SI 2112| 2182/350344| 434! 4508] 3752/106600! 1008! 250802! sa 7 95184! 668! 97941 301! 908) 3427) 32675 19900 334! 24292) 1479) 1003850) '5! All States 
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Willys-New England Entertains Dealers— 


Willys dealers from Maine, New Hampshire, Vermont, Massachusetts and Rhode 


Boston at a dinner sponsored by Willys-New England, Inc. A feature of the affair was 





Island, along with finance company officials and bankers, were guests recently in| 
| 


the exhibition of 15 commercial and passenger vehicles. 


AAA Maps Grass-Roots Plea. . . 





Motor Clubs Rallied 
For Roads Drive 


WASHINGTON.—Mobilization of 
America’s 42 million car owners in 
support of a greatly expanded pro- 
gram of highway modernization is 
the No. 1 goal of an action program 
developed by leading officials of 
AAA motor clubs from 34 states 
who met here last week. 

Ralph Thomas, president of the 
American Automobile Assn., said 
that the grass-roots support of 
accelerated highway building 
“promises a way out of the traf- 
fic muddle with which the nation 
is faced today.” 

Motor club representatives at the 
meeting were given facts and fig- 
ures underlying today’s traffic di- 
lemma by a number of experts, 
including Thomas H. MacDonald, 
chief of the U. S. Bureau of Public 
Roads; H. R. Baldock, Oregon state 
highway engineer; Wilfred Owen, 
a highway economist of the Brook- 
ings Institution; Pyke Johnson, 
president of the Automotive Safety 
Foundation, and H. H. Hale, secre- 
tary of the American Assn. of State 
Highway Officials. 

It was brought out during the 
conference that the needs for mod- 
ern roads and streets have far out- 
stripped the means for financing 
such improvements. 

“Traffic needs,” said Thomas, 
“have increased eight-fold during 
the past 20 years, but in terms of 
the purchasing power of the road 
dollar, we are spending little more 
than we were 20 years ago. We had 
little over 30 million vehicles at 
the close of World War II; today, 
more than 53 million vehicles are 
trying to move around and find a 
place to park on road and street 
system designed and built years 
ago for Model T requirements.” 

Thomas reported that the motor 
club representatives gave allout 
support to an expanded highway 
program and gave top emphasis on 
these basic principles in achieving 
needed highway modernization: 

1. The Federal Government 
should retire immediately from 
the field of automotive taxation. 
These Federal taxes are now 
costing the nation’s vehicle own- 
ers about $2 billion a year and, 
“insofar as highways are con- 
cerned, this money might just as 
well be poured down a rat-hole.” 

2. First priority should be given 


to meeting the deficiencies of the | 


40,000-mile national system of inter- 
state highways. “This system is 
the life-line of our highway trans- 
portation network and must be 
given primary consideration,” 
Thomas declared. 

3. Needed highway improvements 
will involve large additional ex- 
penditures. AAA clubs will “do 
their best to insure that owners 
of private passenger cars will not 
be called upon to assume more 
than their just share of the added 
burden.” The general public, prop- 
erty owners, trucks and buses will 
be expected to go along with car 
owners in shouldering an equitable 
share of the new burden. 

4. While additional money is urg- 
ently needed, it is equally impor- 
tant that better use be made of the 
funds now available, much of which 
has been diverted or diffused over 
large mileages of less important 
roads while the main arteries have 
been starved. 

“We are going to raise a red 
flag of warning,” Thomas de- 

clared, “against the indiscrimi- 








nate use of tolls as a method of | 
financing the roads we so desper- 
ately need today. 


“Toll roads are the most expen- 
sive of all the facilities we can 
build for today’s highway users. 
They should be looked to only as 
a last resort when all the other, 
and less expensive, means of high- 
way financing have been studied 
and found wanting. Certainly, no 
Federal funds should be spent on 
a toll road, nor should we allow a 
route built as a free road to be- 
come subjected to tolls.” 


He emphasized the need for every 
state to develop a long-range high- | 
way improvement program; to 
establish priorities determining 
which projects should be first un- | 
dertaken, and to decide the propor- 
tion of the necessary costs which | 
should be borne by all who benefit | 
from such highway project. | 

* * * 





Survey of Experts 
Yields Plan for 
Unsnarling Traffic 


Congestion on streets and high- 
ways all over the U. S. is giving 
high blood pressure to millions of | 
motorists, endangering business 
and threatening military security. 


Suggestions toward combating 
this problem are analyzed in an 
American Magazine article by Wil- 
liam Drake. Here are his recom- 
mendations based on a_ survey 
among the nation’s traffic experts: 


1. Every community should set 
up a nonpolitical and impartial 
board or commission to study the 
problem. 


2. Convert many main streets in 
business districts to one-way 
streets. 


3. Require parking parallel to the 
curb instead of at an angle to it, 
or permit parking on one side of 
the street only. | 

4. Better highway signs, markers 
and signals also could contribute 
relief immediately. | 


5. Decrepit vehicles should not | 
be allowed on public roads. Many | 
jams are caused by the failure or | 
breakdown of such cars. 


6. Minimum as well as maximum 
speed laws should be established. 
Highway creeps who dally along 
congested roads at 10 or 15 miles 
an hour grow long tails of other 
cars behind them. 


7. Congestion at chronically 
choked crossroads can be elimi- 
nated by traffic circles and special 
lanes for left-turning vehicles. 

8. Most big cities must build 
multi-lane expressways to carry the 
bulk of arterial traffic through or 
around business sections. 

9. Many important roads in rural 
areas should be improved. 





W ortelboer to Universal 


Universal Friction Materials Co., 
manufacturer of passenger -car 
brake lining for original equipment 
use, announces the appointment of 
Bernard W. Wortelboer as assistant 
chief engineer of the Kendallville 
(Ind.) plant. Wortelboer previous- 
ly was with American Brakeblok in 
Detroit as a research and develop- 
ment engineer and chemist in the 
friction material division. 
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AUTOMOTIVE NEWS ALMANAC 


Brings In Orders For You 
ALL YEAR LONG! 


It is a persistent year ‘round salesman for you. The 40,000 men who make 
the buying decisions in the two biggest markets — the manufacturing plants and 
the car dealerships — once a year receive the yearbook of the industry — 
AUTOMOTIVE NEWS ALMANAC. They reach for it all year long for the in- 
formation they need in making their buying decisions — statistics, charts, graphs, 
a ‘Who's Who of the Auto Industry,”’ historical and other data—and your 
advertisement. Let this buyer’s guide sell for you all year long. 


GET YOUR ALMANAC 
SPACE ORDER IN NOW 


Forms Close March 16 


ISSUE DATED APRIL 27 


With the advertising closing date for the 
ALMANAC rapidly approaching, space orders 
are coming in fast from virtually every type of 
advertiser in the automotive industry. This is one 
medium you can't afford to miss . . . the 40,000 
Decision Men in your two biggest markets won't! 
Rush your reservation while there's still time— now. 


STUDIES SHOW THAT AN AVERAGE 
OF 3.4 PERSONS MAKE USE OF EACH 
COPY OF THE ALMANAC. THIS MEANS 
A READERSHIP OF WELL OVER 100,000. 


THE WEEKLY NEWSPAPER OF AMERICA'S NO. 1 INDUSTRY 





DETROIT 26, MICHIGAN 


REPRESENTATIVES 
New York —Edward Kruspak, Advertising Manager, 51 E. 42nd St., Murray Hill 7-6871 
Chicago — J. Goldstein, Western Manager, 360 N. Michigan Ave., State 2-6273 
Los Angeles —R. H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
Detroit — Dick Webber, 2666 Penobscot Bidg., Woodward 3-0495 
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Barrett-Cravens Co., 


Western Blvd., Chicago 9, has re-| ornamental 
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of 4609 S.|ductility for forming, drawing and 


die impressions, ac- 


leased Bulletin 5211, on industrial} cording to the company. The pub- 


elevators and portable cranes. 


In-| lication lists the product’s physical 


cluded are portable elevators; pal-| properties, and contains informa- 


let elevators; barrel elevators, in- 
cluding drum dumping types; plat- 
form 
tors; revolving base _ elevators; 
four-post elevators for heavy duty; 
and floor-to-floor (stationary) ele- 


vators. 
+ * * 


Fitting for Metal Tubing 
Offered by Chicago Firm 


Sealastic, a new fitting for metal 
tubing and piping, is being mar- 
keted by Chicago Forging & Mfg. 
Co., 2000 Southport Ave., Chicago 
14. 

According to the firm, the fitting 
can be used on fuel, oil, water, air, 
refrigerant or other lines under a 
broad range of temperature and 


pressure conditions. 
* * * 


Booklet on Formbrite 


A 12-page booklet on its Form- 
brite metal has been released by 
American Brass Co., Waterbury 20, 
Conn. Formbrite is stronger and 
springier than the usual drawing 
brasses, yet retains remarkable 


loading and balcony eleva- | 





tion on pressroom and _ finishing 


room procedures. 





CIGAR LIGHTER — Four or more lights 
from one popout are claimed for the new 
12-volt lighter offered by Rochester Prod- 
ucts, division of General Motors. The 
lighter is said to require 30 percent tess 
current flow. The firm says a new positive 
knob latching system avoids making elec- 
trical contact. 

+ * * 


White-Wall Tire Cleaner 
Offered by Simoniz 


Simoniz Co. of Chicago, is in- 
troducing a new Liquid Whiteside 
cleaner for white-wall tires which, 
it says, provides the quickest, 
easiest way of making white-wall 
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Here's a market on wheels! 
The Oregonian keeps auto sales 
rolling for you. It's the one news- 
paper that leads in circulation, 


in Oregon 


Gdd that special, distinctive appearance to your car 
... that extra-special Continental flavor that makes 
your car a sparkling stand-out! 





for that 






custom look! 








BONZER MFG. CO. 


1550 SEABRIGHT AVENUE @® LONG BEACH, CALIF. 
Mr. Dealer: contact your nearest, local dis- 
tributor for colorful, descriptive catalogue 


And 


both in Portland and the 


... MORE 


entire Oregon Market. Of 
course, The Oregonian is ahead 
in automotive advertising because 


it gets results! 


CARS ---) 


FOR SALES RESULTS... 


Place your advertising in Portland's 


THAN 
HOUSES! 


225,421 Daily 


largest newspaper. 


the Oregonian 


Portland 1, Oregon 


283,744 Sunday 


Represented Nationally by 
Moloney, Regan & Schmitt, Inc. 


}and surface protection, claims the maker. 





NEW PRODUCTS 


tires “snowy white” 
bing or scraping. 


The firm also plans to distribute | 


its Bodygard, on a national scale. | 
The compound, which was _ intro- 
duced in selected markets in 1952, 
gives a “showroom shine” in min- | 
utes without rubbing, according to 
the company. 





SOLDERLESS TERMINALS — Addition of 
flag-type terminals to its line of heavy- 
duty power terminals has been announced 
by Aircraft-Marine Products, Inc., Harris- | 
burg, Pa. The terminals are available for 
eight wire sizes from No. 8 to No. 4/0. 
Tongues are designed for a wide range of 
stud sizes. Made of pure copper, they are 
electro-tinned for maximum conductivity | 


* * E 


New AC Gasoline Strainer 
Takes Place of Eleven 


Introduction of a new line of| 
gasoline strainers is announced by | 
the AC Spark Plug division of 
General Motors. In the new line, 
one type of strainer will serve all 
makes of gasoline-powered cars 
and trucks. Formerly, 11 types 
were required to cover the field. 


The new AC strainer can be 
adapted to any make or model of 
engine by standard fittings, accord- 
ing to John C. Hines, AC general 
sales manager, and fittings most 


used will be packaged with the 
strainer. 

The new line will be distributed 
in display containers, each of 


which holds 10 strainers. 
* * oo 





WHEEL SPREADER — Designed to dupli- 
cate ‘‘driving tension" in front wheels 
when the car is standing still for setting 
toe-in during wheel alignment, this wheel 
spreader bar is being marketed by Wilco 
Products, Orange, N. J. The spreader bar 
has a built-in automatic predetermined 
tension cam. 

* * * 


Myer’s Tire Supply Co. 
Issues Service Catalog 


Myer’s Tire Supply Co., of 816 E. 
Market St. Akron 5, O., has 
published a 20-page catalog on tire 
servicing. 

The catalog emphasizes tire de- 
skidding and wheel balancing, and 
includes tire servicing tools and 


equipment. 
* * 


Remington Issues Folder 


On Mechanized Accounting 


How to keep customer records up 
to date, make detailed distributions 
with less effort, and maintain com- 
plete accounting control at all 
times is discussed in a new folder 
entitled, “Mechanized Accounts Re- 
ceivable Posting,” published by 
Remington Rand Inc., 315 Fourth 
Ave., New York 10. 

The folder describes how the 
Foremost accounting machine pro- 
vides simplified controls and anal- 
ysis. Customer records, it is claimed, 
can be kept up to the minute and 
proved balances can be mailed 


without rub-| 
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WIRE WHEEL HUBS—These new continental-styled wire wheel hubs, brought out by 
| Casco Products Corp., 512 Hancock Ave., Bridgeport 2, Conn., retain proper whee! 
balance and can be removed for tire changing, it is said. The hubs fit most 15-inch 


wheels. They are called the Grand Prix. 

* * + 
quicker when accounts receivable 
are machine posted, 

The analysis columns on the sales 
journal illustrated in the folder 
show how daily totals are provided 
by department, branch, product 
class or other breakdowns as 
needed. These columns have a 
double-entry arrangement to show 
both debits and credits, and code 
designations aid in making detailed 
analyses and entries to general 
accounts. 
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PERMATEX CONTEST—Entry blanks for 
a contest designed to get suggestions for 
the use of Form-A-Gasket are being dis- 
tributed by Permatex Co., according to 
C. A. Benoit jr., president. They can be 
obtained by writing Permatex Co., Inc., 
Service Suggestions Dept., 1702-1720 Ave. 
Y, Brooklyn 35, N. Y. The above picture is 
a jobber counter display with the entry 


blanks. 
* * * 


Martin-Senour Matches Hues 


|For °53 Kaiser, Henry J 


Factory-packaged lacquers to 
match all colors on the 1953 Kaiser 
and Henry J have been developed 
by the automotive division of 
Martin-Senour Co., Chicago. 


The 12 colors are made according 


to manufacturer's specifications and | 


are controlled through factory 

packaging, 

Seeley, manager of the division. 
* * * 


Brooklyn Firm Offers 


New Label Holder 


Bind-X, a_ self-adhesive label 
holder, is being offered by Cel-U- 
Dex Corp., 1 Main St., Brooklyn 1, 
nN. FS. 


Among other things, it may be 
used in parts storage by assigning 
different colors to the various 
makes, according to the firm. The 
label is said to be easily insertable 


and removable. 
* * * 


Glass Replacement Data 
Compiled in Catalog 


Information on replacement glass 
parts for all auto makes from 1936 
through 1953 can be found in 
Auto Glass Parts Catalog No. 1953, 

a + a 


according to Don A.|} 


1 * * * 


compiled by National Auto Glass 
Specifications, 9050 Livernois Ave., 
| Detroit 4. 

| The catalog is based on auto 
manufacturers’ specifications, ac- 
cording to the compiler. Auto deal- 
ers will be able to obtain copies 
from their glass dealer without 
charge, it was said. 

+ * * 
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CLIP-ON CASE —This clip-on case at- 
| taches to the sun visor and can be used 
for carrying sun glasses, pencils, identi- 
fication cards or other small items. The 
| case is felt-lined and made of leatherette 
vinyl plastic. Available in various colors, 
it is made by Blaisdell Mfg. Co. (Dept. 
602), 1350 Coronado Ave., Long Beach 15, 
Calif. * * * 


Storm-Vulcan Chart Shows 


Data on Engine Ratios 


Storm-Vulcan, Inc., 2225 Burbank 
St., Dallas, manufacturer of auto- 
motive engine-rebuilding machines, 
has published a pocket-size chart 
| On increased compression ratios for 
popular makes of cars. 

Besides the year and model of 
the car, the chart shows the stand- 
ard compression ratio, the recom- 
mended increased ratio, and the 
amount of cylinder-head stock re- 





moval necessary to attain the 
increased ratio. 
: * * 
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MOTOR MOLY—Wilson Co., 957 Com- 
monwealth Ave., Boston 15, says that 
Motor Moly will pass through practically 
all normal oil filters, both full-flow and 
by-pass types. The product, it is claimed, 
coats the metal surfaces with molybdenum 
disulphide and creates a fine protective 
film that provides semi-permanent lubri- 
cation and reduces surface friction. 








TRAILER HITCH—Tow Bar Sales Co., 40 S. Clinton St., Chicago 6, is distributing this 


new trailer hitch, designated the Gee-Gee. 


The hitch has an upper and lower bumper 


clamp and chain jaw which fits on all bumpers, the maker says. 
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Hudson has announced the ap- 
assistant general superintendent of 
ts Wright Aeronautical manufac- 
turing operations. Sawdon for- 
merly was with Wright Aeronau- 
tical Corp. at Woodridge, N. J. 

* * * 


L-O-F Elevates MacNichol 


To Executive Vice-President 


George P. MacNichol jr. sales 
vice-president since 1930, has 
been elected executive vice-presi- 
dent of Libbey-Owens-Ford Glass 
Co., according to John D. Big- 
gers, president. 

MaeNichol succeeds the late D. 
H. Goodwillie. 

F. Earle Cazayoux, comptroller 
and treasurer, was elected a di- 
rector to fill the vacancy left by 
Goodwillie’s death in 1952. 

* + + 


Creter Named Sales Chief 


For Continental in East 


Richard Creter, sales engineer 
and diesel engine specialist for 
Continental Motors Corp., Muske- 
gon, Mich., has 
been appointed 
sales manager of 
the company’s 
new eastern divi- 
sion, with head- 
quarters in New 
York, C. J. Reese, 
president, has an- 
nounced. 

Creter joined 





a t Continental in 
we F May, 1950, after 
Richard Creter experience in in- 
dustrial, transportation, railroad 


and marine diesel applications, as 
well as in diesel production. 
Creter studied diesel fuel injec- 
tion systems and engine building 
practices in England. He has 
served as chief of the engine 
branch of NPA’s Motor Vehicle 
Division, and has been responsible 
for the establishment of quotas for 
the industry. 
oJ 


x * 


Chaddick to Advise DTA 
On Truck Terminals 


Defense Transport Administrator 
James K. Knudson has announced 
the appointment of Harry F., Chad- 
dick, of Chicago, as consultant on 
municipal planning of motor truck 
terminals. 

Chaddick is president of Stand- 
ard Freight Lines, Inc., and Amer- 
ican Transportation Co, firms 


DEALERS!!! 


DON'T THROW AWAY 
Your ‘OLD’ BATTERIES 


Save over $100 per month rejuve- 
nating your old batteries with 
NEVER-FAIL. Why run up costs of 
replacement when you can have... 


New Life For Failing Batteries 


use NEVER -FAIL 


Battery Rejuvenator 


New scientific formula stops corrosion, 
sulphation, deterioration, over-heating, 
freezing and over-charging . . . the cause 
of battery failures. 


One application yearly keeps battery in 
perfect condition. Takes only a minute to 
service . . . adds years of life to old 
batteries. 


Try sample order —24 units 


rejuvenating 24 batteries. 
Your cost only 


Send Check to 


NEVER FAIL SALES 
1906 S. Halsted St., Chicago, Ill. 
Exclusive Distributor Territories Open 


LEASE CARS 
AND TRUCKS 


to save your market? 


An authority on leasing with five years’ 
experience in the field is available to 
SeALens Cony for consultation. Full infor- 

on on how to set up a leasing company, 
how to business, operational and ad- 
ministrative procedures, profit een aa etc. 
Daily fee basis. Write L. R. 522 Fifth 
Ave., New York, N. Y., TODAY. 


good for 


$18.00 
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pointment of Will W. Sawdon as|held the presidency 
Freight Lines, Bates Motor Trane | ‘ 
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which he He also has 


of Anderson 


founded. 


port Lines and Truck Leasing 


Corp., all located in Chicago. | | 


Neff Toledo Manager 


For Aro Equipment 


John F. Neff has been appointed 
division manager for Aro products 
in the Toledo area, it is announced 
by Aro Equip- 
ment Corp., of 


Bryan, O. 
He will be in 
charge of sales 


and distribution 
of the company’s 
automotive and 
industrial _lubri- 
cating equipment 
and industrial air 
tools, with head- 
quarters at 1010 
Madison Ave., 





John F. Neff 
Toledo. 

Neff has had 19 years of experi- 
ence in industrial and automotive 
fields. 


* * * 


Duffy Elected to Board, 


Executive Group of Ford 

Election of Irving A. Duffy to 
the board of directors and the 
executive committee of Ford Mo- 
tor Co. has been announced by 
Henry Ford II, president. 

Duffy has been purchasing 
vice-president and a member of 
the administration committee 
since 1949. 


* * * 


Cox and Kimsey Head 


Goodrich Territories 

Richard G. Cox and I. Newton 
Kimsey have been named in or- 
ganizational changes announced by 








R. G. Cox 


I. N. Kimsey 


Clyde DeLong, general manager of 
the industrial and general products 
division of B. F. Goodrich Co. 

Cox has been eastern division 
manager with responsibility for 
activities in the Boston, New York, 
Philadelphia, Akron, Detroit and 
Chicago districts. 

Kimsey was appointed western 
division manager with  responsi- 
bility for Los Angeles, San Fran- 
cisco, Seattle, Denver, Kansas City, 
Dallas and Atlanta. 

Cox, formerly was manager of 
original equipment sales, and Kim- 
sey was field sales manager for the 
industrial products department. 

* oe ” 


Tobin Heads New Region 


For White Motor in East 


A change in territorial alignment 
by White Motor Co., Cleveland, 
places P. E. Tobin in charge of a 
new north At- 
lantic region with 
headquarters in 
New York, it has 
been announced 
by J. N. Bauman, 
vice - president in 
charge of sales. 

Tobin had been | 
Manager of 
White’s New| 
York region for 

7 : 12 years, with 
P. E. Tobin headquarters’ in 
New York. His enlarged territory 
will include all of New England, | 
Albany, Utica and New York. 
* 


* * 


Goodyear Picks Hudak | 


R. M. Hudak has been appointed 
production manager of Goodyear 
Aircraft Corp.’s Litchfield Park 
(Ariz.) plant, according to Karl L. 
Fickes, plant manager. Hudak had 
been on special assignment at 
Goodyear’s Akron plants since 1951. 

~ * * 








Jacobs Appoints Riggs 


General Sales Manager 


Thomas J. Riggs jr. has been 
appointed general sales manager of 





27 


| 
“ag | E. G. Wettlaufer has been president | division, according to Sales Man- 






Top Brach Salesman— 


Piet Rollandet (left), Oregon and 
Washington representative of Brach Mfg. 
Corp., Newark, N. J., is awarded a gold 
wrist watch following his selection as the 
company's outstanding salesman in 1952. 
Ira Kamen, Brach vice-president, makes 
the presentation while Jay Saphier looks 
on. 


F. L. Jacobs Co., of Detroit, accord- 
ing to James D. Mooney, president. 


Riggs was previously associated 


with Ford, Bacon & Davis, Inc., of 


New York and Chicago, and prior 
to that with Linde Air Products Co. 
of Chicago. 

* * * 


Grace Named a Director 


Of Livestock Conservation 

W. E. Grace, 
Truck-Trailer Manufacturers Assn., 
has been elected a director of Live- 
stock Conservation, Inc. The asso- 
ciation seeks to develop means of 
transportation and handling of 
livestock that will reduce loss of, 
and injury to, animals 
shipment to the markets. 


Grace is vice-president of Hobbs 


Mfg. Co. 


* * * 


Bax Is Kellogg Rep 


The Kellogg division of American 


Brake Shoe Co., Rochester, N. Y.,| 
has appointed L. D. Bax as sales) 


representative for Montana, Idaho, 


Wyoming, Utah, Colorado, Arizona, | 


New Mexico and part of Nevada 


and Texas. 
* * ” 


Maloon Promoted 


Whiting N. Shepard, director of 
sales for Boston Woven Hose & 
Rubber Co., has announced the ap- 
pointment of Fred V. Maloon as di- 
rector of general sales. Since 1951, 
Maloon had been manager of the 
New York office. 

oe 


Biemuller Now Supervisor 


Of Disston Sales Staff 


The appointment of P. C. Bie- 
muller as supervisor of the sales 
staff has been announced by Henry 
Disston & Sons, 
Inc., 113-year-old 
manufacturer of 
saws, tools and 
special alloy 
steels. He  suc- 
ceeds Ellwood J. 
Gebhart, who has 
been named man- 
ager of the 
marketing di- 
vision. 

A veteran of 45 
years with Diss- 
ton, Biemuller has worked in the 
sales, order, and service de- 
partments. Since 1951 he had been 


assistant supervisor of the sales 


staff. 


* * * 


Third Wettlaufer Joins 


Brothers in Company 

Herbert J. Wettlaufer has been 
named administrative vice-presi- 
dent of the Wettlaufer Mfg. Corp., 
of Detroit, ac- 
cording to E. G. 
Wettlaufer, presi- 
dent. 

Wettlaufer has 
resigned from 
Michigan Bell 
Telephone Co. 
after 27 years of 
service. Most re- 
cently, he Was su- 
pervisor of Bell 
. independent com- 
H. J. Wettlaufer pany activities in 
the statewide activities division. 

The Wettlaufer organization an 
experimental and engineering con- 
cern, now includes three brothers. 


president of the 


during 





P. C. Biemuller | 3002 N. Burdick 


since the company was formed, and|ager Harry J. Noznesky. Meyers, 
Albert J. Wettlaufer has been, sales| who has had 25 years’ experience 
vice-president for many years. | with battery producers, will assist 

+ * * |the Price field organization, 
Dodge Promotes Brislin a eS 


In Pittsburgh Regional Post | DeSoto Names Brown 


Appointment of Thomas D. | Appointment of Richard P. 
Brislin as assistant manager of | Brown as Los Angeles city sales 
Dodge’s regional office in Pitts- | manager for DeSoto has been an- 
burgh is announced by E. C. | nounced by A. H. Langridge, re- 
Dock, Dodge general sales man- | gional manager. Brown has been 
ager. with DeSoto since 1946, 

Brislin joined the Dodge field Fs eae 


staff in Pittsburgh in 1947 as a | KSM Appoints Maladra 
district manager. He has since | Anthony Mal h 
been district truck manager and | selaged ecdaiaat sales aise 
regional truck — sa | KSM Products, Inc., Merchantville, 
Pri C Picks M |N. J., manufacturer of studs and 
rice Uorp. Ficks Meyers equipment for electric-arc stud 
Price Battery Corp. has added| welding. Maladra was with Shake- 
J. H. Meyers to its staff as man-| proof in the midwest before join- 
ager of the truck, bus and marine| ing KSM some time ago. 











Save Space!...Time!...Money!... with 


BORROUGHS FiLEXI-BINS 
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Look! Sliding Shelves! 
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dividers! 


Look! Adjustable 
without bolting! 


There’s no wasted air space when you use Borroughs Flexi-Bins 
+. every inch counts . . . every shelf is easily and quickly adjust- 
able to meet every small item storing need. Start now to save 
space, time and money, with Borroughs! Send for catalogue. 


BORROUGHS Miz. company 


Subsidiary of American Metal Products Company of Detroit 
Kalamazoo, Michigan 


ANNOUNCING SIX NEW MANUALS FEATURING 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 
: - BETTER BUY THESE SIX MANUALS TODAY! 
W. K. BRAASCH 


FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 

No. 1—The Eight Autemotive Success Fundamentals. 
No. 2—The Automotive Selling Process. 

No, 3—Eighty Ways to Find New Prospects. 

No. 4—Personality—the Key to Leadership. 


$1.50 EACH 


Postpaid 
No. 6—Developing and Testing Your Sales Talk. pai 
Be sure to specify which Manvals are wanted, or buy all SIX for 


W. K. BRAASCH, 332 s. MICHIGAN AVENUE CHICAGO 4, ILL. 


PRICE 
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Used-Car Auction Prices 


Suceeeeeeee NEWS, 


Market Trend 


The overall average price of used cars at wholesale pulled up $1 last 
week, according to Automotive News’ used-car price index. The week 
was marked with slightly juggled prices in the later models, with some 


strengthening in ’46s and ’47s. 
The price of ’52s led the gainers 
hike, Others slanting upward were 


according to the index, with an $11 
49s, $1; '47s, $3, and ’46s, $9. 


The price of ’50s showed the greatest change among the losers, with 


an $11 loss. ‘51s were off $2, and 
653s, still not included in establishi 
down $35.) 


‘48s were down $3, (The price of 
ng the overall average figure, were 


Activity at the blocks slacked off, according to the index, as only 60 
percent of the offerings were sold last week as compared with 63 per- 


cent a week earlier. At 11 represen 
were sold from 2,172 offerings, as 


tative auctions last week, 1,296 cars 
compared to $1,363 cars sold from 


2,169 offerings at the same auctions a week earlier. 
Prices marked with an * indicate a unit equipped with an automatic 


transmission or overdrive, and 


DALLAS 


(Southwestern Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 11.) 

(Consignments down, but market was 
steady and prices held firm. Sold 45 
cars out of 98 offerings.) 


BUICK—’49 RM sedan, $745. ‘48 RM 
sedan, $525. 
CHEVROLET—’'53 Bel Air, $2,365". ‘52 


SL Deluxe sedan, $1,325; business coupe, 
$1,075; Bel Air, $1,660*. ‘51 SL Deluxe 


sedan, $1,130. ‘50 Bel Aijir, $1,200, 
$1,300*. ‘49 SL Deluxe sedan, $815. ‘47 
SM sedan, $285. 


CHRYSLER—’49 Windsor club coupe, $872. 
‘46 Windsor club coupe, $390. 

DODGE—’40 sedan, $105. 

FORD—’52 Custom (8) sedan, $1,805*. ‘51 
Custom (8) sedan, $1,355, $1,315. ‘50 
Deluxe (6) business coupe, $700; station 
wagon, $900. ’49 Custom (8) sedan, $610, 
$800*, $745. "48 SD (6) sedan, $315. '47 
SD (8) sedan, $310, $590. 46 SD (8) 
sedan, $320, $265. 

MERCURY- —'51 sedan, 


'41 sedan, $195. 
waar 


"50 sedan, 
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(ps) indicates power steering. 


' $1,010. "49 sedan, $925. '41 sedan, $245. 
NASH—'49 (600) sedan, $550. 
OLDSMOBILE-'40 sedan, $100, $120. 
PLYMOUTH—-'52 Cambridge sedan, $1,235. 

‘49 Deluxe sedan, $530. ‘46 Deluxe 

business coupe, $225. ‘41 sedan, $195. 
PONTIAC. —’'48 Chieftain (8) sedan, $780. 
STUDEBAKER - '47 Champion sedan, 

$370. 

ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of Feb. 9.) 
(Prices slowed down considerably on 
most models, Off-makes and heavy cars 
were hardest hit, but light ’50 and ’5Is 
were $50 lower than previous weeks. Lots 
of cautious buyers, and dealers were 
cleaning house. Sold 125 cars out of 189 
offerings.) 

BUICK—’53 RM Riviera sedan, $2,715*. 
’50 Super sedan, $1,450*; Super Riviera 
sedan, $1,550*. °49 RM _ sedan, $760*, 
$820°, $970°; Super sedan, $900°. 48 
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Super conv $730; ‘47 Super sedan, 
$525. 

CADILLAC—'50 (61) sedan, $2,400*; (62) 
sedan, $2,475*. '49 (61) sedan, $1,530*; 
(62) sedan, $1,630*. '48 (62) sedan, $1,- 
400*. °47 Limousine, $680 

CHEVROLET '53 (150) sedan, $1,865; 
Bel Air sedan, $2,100*, $2,150*. ‘52 SL 
Deluxe sedan, $1,625*, $1,450; conv., 
$1,730*; Bel Air, $1,725*. '51 SL Deluxe 

|} club coupe, $1,240; sedan, $1,295*, $1.- 
050, $970; conv $1,160*; Bel Air, $1,- 
480". 

| CHRYSLER—'52 Windsor sedan, $2,070°. 
"50 Royal sedan, $1,250*, ‘49 Windsor 
sedan, $1,065* 

| DeSOTO 51 Custom club coupe, $1,150; 
sedan, $1,225*. ‘47 Custom conv., $730. 

DODGE ‘52 Coronet sedan, $1,600, 
$1,610*. ‘51 Meadowbrook sedan, $1,- 
310*; Coronet sedan, $1,300*. ‘46 ‘%-ton 
panel, $105. 

FORD—'53 _—s* Victoria, $2,385*, $2,450*; 
Custom (8) sedan, $2,200*, $2,100. °52 
Custom (8) club coupe, $1,720. ’51 sta- 
tion wagon, $1,550; Custom (8) sedan 
$1,120. '50 Deluxe (8) sedan, $920. '49 
Custom (8) sedan, $710; club coupe, 
$675, $770, $735; Deluxe (8) sedan 
$650*; conv., $730. '48 conv., $630. °47 
Deluxe (6) sedan, $410. 

KAISER—'51 sedan, $1,050*. ‘48 sedan 
$390, $175. 

LINCOLN—’52 sedan, $2,700*. '49 Cosmo- 
politan sedan, $1,050*. 

MERCURY—’53 sedan, $2,475", $2,550". 
’51 club coupe, $1,330*. °50 sedan, $1,- 
130*. °49 sedan, $840. '46 club coupe, 
$500. 

NASH—’50 Statesman sedan, $825*. ‘48 
Ambassador sedan, $500*. 

OLDSMOBILE—'53 (98) Holiday, $3,450; 
$3,610; Super (SS) Holiday, $3,000*. °51 
(88) sedan, $1,710*. 

PACKARD—’48 (200) sedan, $575*. 

PLYMOUTH—’53 Cranbrook sedan, §$1,- 
900; Cambridge sedan, $1,785. '52 Cran- 
brook sedan, $1,500. '51 Cranbrook se- 
dan, $1,090, $1,050; Suburban, $1,400; 


PONTIAC 
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Cambridge club coupe, $1,035. '50 Deluxe 
club coupe, $1,080. '49 SD sedan, $750. 
’48 SD club coupe, $575. 

—'53 Chieftain (8) sedan, §$2,- 
575*, $2,750*. °52 Chieftain (8) sedan, 
$1,900*, $1,850*, $1,975*; Catalina se- 
dan, $2,125*. ‘51 Chieftain (6) sedan, 
$1,330. °48 SL (8) sedan, $890*, $700; 


Mel My 7 





vi 6243 


ll, Mich. 








Average Used-Car Prices 





(Compiled by Automotive News) 
Feb. 1953 Jan. Dec. 
Model (to date) 1953 1952 
$954* $957 
” F 1953 $2,328 $2,349 
1952 1,800 1,853 $2,011 
1951 1,356 1,346 1,476 | 
1950 1,088 1,084 1,182 
1949 845 852 927 
1948 647 638 677 
1947 522 509 566 
Feb Jan 1946 418 419 456 
Overall 

*Does not include 1953 model prices. Average $ 954* $ 957 $1,042 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





SL (6) sedan, $670. '47 Torpedo (6) 
sedan, $550. "46 SL (6) sedan, $460; SL 
(8) sedan, $530 
STUDEBAKER ‘50 Champion sedan, 
$820*. 


WILLYS—'47 Jeep, 
MISCELLANEOUS 
sedan, $1,510. 


OAKLAND, CALIF. 


(Pollock's Used Car Auction, Sale every 
Wednesday. Prices are for sale of Feb. 
11.) 


(Prices a shade lower on average cars, 
steady on popular models and cream- 
puffs.) 

BUICK—’'52 RM Riviera 
’51 RM Riviera 2-dr., $1,880*. ‘50 RM 
4-dr., $1,440*; 2-dr., $1,060. '49 RM 
4-dr., $1,000*, $1,050, $1,065; 2-dr., $1,- 
070*. ’'48 Super conv., $730. '47 Special 
2-dr., $645; 4-dr., $610. °41 4-dr., $175; 
club coupe, $160. 


CADILLAC—’52 (62) 4-dr., $3,875*; (60) 
4-dr., $4,465*. ‘51 (62) 4-dr., $2,700*. 
’50 (62) club coupe, $2,890*; (60) 4-dr., 
$2,800*; (62) 4-dr., $2,600*. °49 (62) 
4-dr., $1,830*. °46 (62) 4-dr., $800*. 


CHEVROLET—’52 %%-ton pickup, $1,150; 
SL Deluxe 4-dr., $1,570*. ‘51 SL Deluxe 
4-dr., $1,470*; 2-dr., $1,425*, $1,275. ‘50 
SL Deluxe 2-dr., $1,110*, $925; 4-dr., 
$1,080, $1,125. °49 SL Deluxe 4-dr., 
$975; 2-dr., $905, $875; FL Deluxe 4-dr., 
$975, $1,015. °’48 SM club coupe, $875; 
4-dr., $550; 2-dr., $565. °46 FL aero- 
sedan, $675; SM club coupe, $510. 

CHRYSLER—’48 Windsor 4-dr., $800*. 

DeSOTO—’51 Custom 4-dr., $1,455*; sedan, 
$1,475*; club coupe, $1,350*. °50 Deluxe 
4-dr., $1,090; Custom 2-dr., $1,110. 

DODGE—’53 Coronet 2-dr., $2,710*. ’51 
Coronet club coupe, $1,385*. °’50 Coronet 
4-dr., $1,165*. ‘47 Deluxe 4-dr., $525. 
41 4-dr., $145. 

FORD—’51 Custom (8) 
340*; 2-dr., $1,400*. 
4-dr., $1,090; 2-dr., $955; Custom (8) 
conv., $1,300; 4-dr., $1,175; Deluxe (8) 
4-dr., 2 at $950. °49 Custom (8) 4-dr., 
$775; 2-dr., $870, $905; conv., $840. ’°46 
conv., $620; SD (S) club coupe, $530. 
"41 (8) conv., $165. 

FRAZER—’49 Manhattan, $700. 
$170. 

HUDSON—’49 4-dr., $870; Super (6) 2-dr., 
$700. ’48 Super (6) 4-dr., $845. °'46 
Super (6) club coupe, $125. 

KAISER—’51 Deluxe 4-dr., $1,230*; 
$1,000, $1,185. °47 4-dr., $320. 

LINCOLN—’53 Capri sports coupe, 
300*. 

MERCURY—’51 4-dr., $1,595* 
$1,675*; 2-dr., $1,530. °49 4-dr., 
2-dr., $840. °47 station wagon, 
4-dr., $655. 

NASH —’50 Statesman 4-dr., 
(600) 2-dr., $600. 

OLDSMOBILE—’53 (98) 
’52 (98) 4-dr., $2,240*. 
$1,635. ’50 (88) 4-dr., 
4-dr., $645; (98) conv., 
$705. 

PACKARD—’50 (200) 4-dr., $705. 

PLYMOUTH—’51 Cambridge 2-dr., $1,030, 
$1,125; club coupe, $1,190; 4-dr., $1,210, 
$1,275; Cranbrook 4-dr., $1,230, $1,220, 
$1,240; club coupe, $1,255, $1,210. ‘49 
P-19 2-dr., $845; SD 4-dr., $950, $895. 
’48 Deluxe 2-dr., $500. °47 SD club 
coupe, $535, $600. '46 Deluxe club coupe, 
$385. °41 conv., $165. 

PONTIAC — '52 Chieftain $2,- 
100*. ‘51 SL (8) 4-dr., $1,360*. ‘50 
Chieftain (8) 2-dr., $1,295. ‘49 SL (8) 
2-dr., $925, $900. °48 SL (8) 2-dr., $845. 
*41 Chieftain (6) 4-dr., $175, $150. 

STUDEBAKER—'51 Champion 2-dr., 


$510. 
‘53 English Zephyr 


sedan, $2,365* 


club coupe, $1,- 
’50 Custom (6) 


'48 4-dr., 


4-dr., 
$4,- 
; club coupe, 
$1,115; 
$650; 
$995. ‘49 
Holiday, $3,775*. 
"51 (88) 4-dr., 


$1,670. '48 (76) 
$900. °'47 conv., 


(8) 4-dr., 


$995; 


4-dr., $1,410*. ‘50 %-ton pickup, $830; 
Champion club coupe, $875. °49 Cham- 
pion 4-dr., $805. °48 Commander 4-dr., 
$745. °47 Commander 4-dr., $605; 2-dr., 
$615. 

WILLYS—'51 station wagon, $1,200. ‘47 


station wagon, $600. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Feb. 6.) 
(Market is good. Sold 194 units out of 
345 offerings.) 

BUICK — '53 RM sedan, $3,300*; Super 
Riviera sedan, $3,075*, $3,000*, $2,650; 
Special sedan, $2,500*. °'52 Super conv., 


$2,450°; Special Riviera sedan, $2,050*. 
’51 Super Riviera club coupe, $1,700*; 
Special sedan, $1,675*, $1,425. ‘50 Super 
Riviera sedan, $1,475*, $1,210, $1,125. 
49 RM sedan, $900. 

CADILLAC—’52 (62) sedan, $3,910*, $3,- 


725*; Coupe deVille, $3,875*. 
CHEVROLET — '53 (210) sedan, $2,050, 
$2,030; (150) sedan, $1,850; %-ton pick- 
up, $1,360. °52 conv., $1,825; Bel Air, 
$1,800*, $1,775*; SL Deluxe sedan, §$1,- 
650*, $1,600, $1,595. ‘51 Bel Air, §$1,- 
490*, $1,450*. '50 SL Deluxe club coupe, 
$1,225°. 

CHRYSLER—’'53 NY sedan, $3,625*; Wind- 
sor sedan, $2,760*. ’'51 Windsor sedan, 
$1,775*, $1,725". °50 NY conv., $1,275*. 
’49 Windsor sedan, $950*. 

DeSOTO—’52 Fire Dome (8) sedan, §$2,- 
200*. '50 Custom club coupe, $985*. 
DODGE—’53 Diplomat (8) sedan, $2,475*. 
’52 Coronet club coupe, $1,545*. ‘51 
Diplomat sedan, $1,400*, $1,170. ‘49 
Wayfarer sedan, $700, $635. ‘41 Deluxe 


sedan, $150. 

RD ’53 Victoria, $2,505*, $2,425*; 
ranch wagon, $2,325*; Custom (8) sedan, 
$2,150*, $2,090; Main (8) sedan, $1,900. 
"52 ranch wagon, $1,950*; Victoria, $1,- 
945*. °51 Custom (8) sedan, $1,490*, 
$1,410*, $1,360*, $1,250, $1,190; Deluxe 
(8) sedan, $1,100. '50 Custom (8) sedan, 


$1,250°*, 
$1,050. 

HUDSON—'51 Hornet sedan, $1,330. 

KAISER—’51 Henry J sedan, $650, 

LINCOLN—’49 sedan, $930*. 

MERCURY—’52 sports coupe, $2,250*. ‘51 
Monterey, $1,530*; sedan, $1,575*, §$1 
275. ‘49 sedan, $840. 

NASH—’48 (600) club coupe, $525. 

OLDSMOBILE—’52 (88) sedan, 
"51 (88) sedan, $1,700*. ‘50 (98) Holi 
day, $1,525*, $1,460*; sedan, $1,300" 
(88) sedan, $1,360*, $1,300*, $1,250 

PACKARD—'51 (200) sedan, $1,300* is 
sedan, $500. 

PLYMOUTH—’53 Suburban, $2,270*; 
brook sedan, $1,970. °52 Cranbrook se 
dan, $1,380. °50 Suburban, $1,050, $1 
025; SD sedan, $950, $925. ‘48 Deluxe 
sedan, $600. 

PONTIAC—’52 Catalina, $2,300*, $2,200* 
$2,175*; conv., $1,975*, $1,850; statior 
wagon, $1,865. ‘50 sedan, $990, $975 
'47 Chieftain sedan, $760. 


FORT WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale ever) 
Wednesday. Prices are for sale of Feb. 11.) 
(Good prices and demand for all late 


$1,180. °49 Custom (8) sedar 


$54 


$2,250 


Cran 


models. Sold 88 cars out of 97 offerings.) 

BUICK—’51 Super 2-dr., $1,615*. ‘50 Spe 
cial 4-dr., $945. '49 RM 4-dr.. $950*. ‘46 
Super 4-dr., $445. 

CADILLAC—'52 (62) 4-dr., $3,765*. ‘50 
(62) 4-dr., $2,450*. 


CHEVROLET—’'52 SL Deluxe 2-dr., $1 
450; Bel Air, $1,630*. °'51 Bel Air, $1, 
450*. ‘50 FL Deluxe 4-dr., $1,000, $1. 
050. ‘49 FL Deluxe 2-dr., $865, $870 
$880. °48 FM 2-dr., $595. °47 FL aero 
sedan, $525. 

DeSOTO—'47 Custom club coupe, 
Deluxe 4-dr., $515. 

DODGE—’53 Meadowbrook Suburban, §2. 
215*. ‘51 Coronet 4-dr., $1,180; Mea 
dowbrook 4-dr., $1,090, $1,120. °49 Coro- 


$500. ‘46 


net 4-dr., $880. ‘48 Deluxe club coupe 
$490. 

FORD—'52 Custom (6) 4-dr., $1,525. ‘51 
Deluxe (8) 2-dr., $1,090; 4-dr., $1,335 
*50 Custom (6) 2-dr., $820, $830. ‘49 
Custom (8) 2-dr., $800, $850, $875. 

KAISER—’49 4-dr., $480, $435. ‘48 4-dr 
$385. 

LINCOLN—'49 4-dr., $900. 

MERCURY—’52 2-dr., $1,935. ‘51 4-dr 
$1,495; 2-dr., $1,410; Monterey, $1,610 
’50 2-dr., $1,030. ‘49 2-dr., $800, $915 

NASH—’51 Ambassador 4-dr., $1,065. 

OLDSMOBILE—’51 (88) 2-dr., $1,550. 


PLYMOUTH—’52 Cranbrook 2-dr., $1,500 
’51 Cranbrook 4-dr., $1,100, $1,200. ‘46 
SD 4-dr., $375, $405. 

PONTIAC—’52 Catalina, $2,250*. 
lina, $1,740*, $1,750*. 
$1,195; Chieftain (8) 
Chieftain (8) 4-dr., 
sedanet, $500. 


‘51 Cata 
"50 (6) Catalina 
4-dr., $1,315*. ‘49 
$1,095. ‘47 SL (8) 


STUDEBAKER—’50 Commander (8) Star- 
liner, $900. °48 Champion 2-dr., $440 
*47 Champion 4-dr., $400. 

DENVER 


(Denver Auto Auction. Sale every Tues 
day. Prices are for sale of Feb. 10.) 


(Prices slipped on °’52 models, others 
held steady. Sold 247 cars out of 443 
offerings.) 


BUICK—’53 Super sedan, $2,960*; Specia! 
sedan, $2,520*. ‘52 Super Riviera sedan 
$2, 220°, $2,380*. °'51 RM Riviera sedan 
$1,610*, $1,695*, $1,810*; Special sedan 
$1,300*, $1,315*. ‘50 Super sedan, $950 
$1,075*, $1,255*, $1,495*. °49 RM sedan 
$610, $670, $735°, $860*, $945°. 

CADILLAC — '52 Coupe deVille, $4,400" 
(62) sedan, $3,550*. ‘51 (62) sedan 
$2,715*, $2,935*. °50 Coupe deVille, $3, 
050*; (62) sedan, $2,250*, $2,430*, $2.- 
445°, $2,505*, $2,520*, $2,555*. ‘49 (61) 


(Continued on Page 29, Col. 1) 
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BARRY AUTOMOTIVE CO. 
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(Continued from Page 28) 


sedan, $1,600*, $1,705*, $1,710*, $1,800* 
48 (61) sedan, $1,400*, $1,435*, $1,475* 

( HEVROLET—’'53 Bel Air sedan, $2,150, 
$2,155, $2,170; (210) sedan, $1,845, $1,- 
S75, $1,900, $1,945; %-ton pickup, §$1,- 
345, $1,395, $1,420. °52 Bel Air, $1,700, 
$1,745, $1,765*, $1,810*; SL Deluxe se- 
dan, $1,620, $1,635, $1,700; %-ton pick- 
up, $1,290, $1,300, $1,390. °51 SL Deluxe 
sedan, $1,170, $1,185, $1,200, $1,205, 
$1,210, $1,305*, $1,335*, $1,350*, $1,- 
540*. ’'50 SL Deluxe sedan, $910, $930, 
$935, $950, $995, $1,020, $1,050. °49 SL 
Deluxe sedan, $800, $835, $870, $890, 
$905, $925. °'48 SM sedan, $500, $575, 
$625, $705, $765. °47 FL aerosedan, 
$630, $710. ‘46 SM sedan, $500, $535, 
$550. 

CHRYSLER—'53 NY 
195*, $3,200*, 
$2,490*. 

DeSOTO—’53 Fire Dome (8) sedan, §$2,- 
825*. °51 Custom sedan, $1,530*, $1,- 
565*, $1,610*. °49 Custom sedan, $990*, 
$1,000*, $1,020*. 

DODGE—'53 Coronet sedan, $2,100*, §$2,- 
525*; Meadowbrook sedan, $1,830*. ‘52 
Meadowbrook sedan, $1,400*, $1,445*. '51 
Meadowbrook sedan, $1,010*, $1,080*. '49 
Coronet sedan, $895*. ‘47 Custom sedan, 
$510, $535. 

FORD—'53 Victoria, $2,340, $2,420*, §2,- 
430°, $2,445*. ‘52 Victoria, $1,985*, $2,- 
015*, $2,045*; Custom (8) sedan, $1,460, 
$1,595*, $1,625, $1,720*. ‘51 Victoria, 
$1,560*; Custom (8) sedan, $1,220, §$1,- 
220*, $1,250*, $1,275*, $1,295*, $1,305", 
$1,310*, $1,325*, $1,330*. ’50 Custom 
(8) sedan, $805, $895, $925*, $995. ‘49 
Custom (8) sedan, $600, $670, $675, 
$690, $745, $750. ’°48 SD (8) sedan, 
$510, $585. °47 SD (8) sedan, $405, 
$510, $555. °46 SD (8) sedan, $310, $365. 


HUDSON—’51 Hornet sedan, $1,510*. 
KAISER—'51 sedan, $950, $990*, $1,000*. 


LINCOLN — '52 Cosmopolitan sedan, §$2,- 
640*. 

MERCURY — '53 sedan, $2,565*, $2,575*, 
$2,580*, $2,605*, $2,630*. °52 sedan, $1,- 
875, $1,965*, $2,095*, $2,255*. °51 sedan, 
$1,455*, $1,545*, $1,595*, $1,615*. ‘'50 
sedan, $1,100*, $1,200*, $1,250*. ’'49 se- 
dan, $850*, $900*, $910*. 

NASH—’51 Rambler station wagon, 
070*, $1,135*; Statesman sedan, 
’50 Ambassador sedan, $925". 


OLDSMOBILE — '53 (98) sedan, $3,325*, 
$3,470*, $3,425*; Super (88) sedan, §2,- 
750*. °52 (98) Holiday, $2,780*, $2,895*; 
Super (88) sedan, $2,190*, $2,305*, $2,- 
395*. °51 (98) sedan, $1,445*, $1,550*, 
$1,615*, $1,645*, $1,685*, $1,700*. '50 
(98) sedan, $1,350*, $1,675*. ‘°48 (98) 
sedan, $710*, $805*. 


PACKARD—'51 (200) 
(300) sedan, $1,095*. 

PLYMOUTH—’52 Cranbrook sedan, $1,505. 
"51 Savoy sedan, $1,590; Cambridge se- 
dan, $1,045. °50 SD sedan, $800, $805, 
$870, $950, $1,000. '49 SD sedan, $710, 
$760. °'48 SD sedan, $510. 

PONTIAC — '53 conv., $2,725*; Chieftain 
(8) sedan, $2,560*, $2,645*. °52 Catalina, 


$3,125*, $3,- 
Windsor sedan, 


sedan, 
$3,410*; 


$1,- 
$980". 


sedan, $1,350*. ‘50 


$2,080*, $2,185*; Chieftain (8) sedan, 
$1,630*, $1,675*, $1,800, $1,905*, $2,- 
000*. ’51 Catalina, $1,860*, $1,880*; 


Chieftain (8) sedan, $1,505*, $1,595*. '50 
Catalina, $1,410*. ‘49 Chieftain (8) se- 
dan, $825*, $1,010*. 























YES, DO A 


DOUBLETAKE 


AT THIS... 


COMBINE 
YOUR 
VACATION 
With Your 


SPRING 
CAR 
BUYING! 


Nowhere will you find as clean, as 
big, as well serviced, a fleet of luxury 
cars (over 500) under one roof as 
Couture’s. Take yourself to fabulous 
Miami Beach and at the same time 
find yourself remarkable and irre- 
sistible values in these “like new" 
cars —all models! Save time — yes, 
save money too. Call, Write or Wire 
(Teletype MM79) NOW... 


COUTURE 
CAR RENTALS 


BD Executive Offices — 825 Fifth Street 
Miami Beach, Florida 
Miami Beach's Oldest & Largest 




















ASSISTANT 
SALES PROMOTION 
MANAGER 


automobile manufacturer has 
Opening for a_ thoroughly experienced As- 
sistant Sales Promotion Manager on_ its 
central office staff. Must have actual and 
extensive promotional experience at wholesale 
and retail levels. Actual automotive retail 
experience desirable, coupled with proven 
ability to initiate and install practical sales 
Promotion programs on a national and local 
asis, This is an outstanding opportunity for 
@ seasoned sales promotion man who can 
Produce. All replies confidential. Give full 
Particulars in reply. 


Box AN-420, c/o Automotive News, 
Detroit 26, Mich. 
A 


Independent 


| STUDEBAKER —'52 





Commander Starliner, 


$1,640°*. 
WILLYS—’51 station wagon, $1,120 
MISCELLANEOUS—'53 GMC \-ton pick- 
up, $1,400. 


EBENSBURG, PA. 
(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 12.) 
(Prices on the skids again, partially 
caused by adverse weather here. Sold 
60 cars out of 81 offerings.) 


BUICK—’50 Special 4-dr., $1,010*. '47 RM 


conv., $410; Super 2-dr., $395. °46 Super 
sedanet, $650. 
CADILLAC—’48 (62) 4-dr., $1,350*. 
CHEVROLET—’'52 SL Deluxe 2-dr., $1,- 
530*. '51 SL Deluxe 2-dr., $1,250. ’50 
FL Deluxe 2-dr., $1,045; SL Special 
2-dr., $910; %-ton pickup, $750. °49 FL 





Deluxe 2-dr., $935. ‘48 FM 4-dr., $800; 
%-ton panel, $340. '47 FL 2-dr., $510; 
SM 4-dr., $625; 2-dr., $520; club coupe, 
$540. ‘46 2-ton stake, $300. 

DeSOTO—’52 Custom 4-dr., $1,600*. 51 
Custom club coupe, $1,435. ‘49 Deluxe 
4-dr., $880. 

DODGE — '50 %-ton pickup, $760. ‘49 
%-ton pickup, $500. ’48 Custom 4-dr., 
$700; %-ton pickup, $560. 

FORD "52 Custom (8) 4-dr., $1,775*; 
2-dr., $1,480*, $1,240*. ‘51 Crestliner, 
$1,300*; Deluxe (8) 2-dr., $1,080. ’50 
Custom (8) 4-dr., $960. °49 Custom (8) 
4-dr., $870; Deluxe (8) 2-dr., $670. ’48 
SD (8) 4-dr., $590. °46 SD (8) 2-dr., 
$450. °'41 SD (8) 2-dr., $125. 

FRAZER—'49 4-dr., $310*. 

HUDSON—’49 Super (6) 2-dr., $690. 

KAISER—’51 4-dr., $1,030*. 

LINCOLN—'47 4-dr., $300*. 

MERCURY—'49 4-dr., $920*. 

OLDSMOBILE—'40 (66) 2-dr., $200. 

PACKARD—’52 (200) 4-dr., $1,575*. 

PLYMOUTH—’51 Cranbrook 2-dr., $1,305; 
Cambridge 4-dr., $1,020. °49 SD club 


coupe, $860; Deluxe 4-dr., $725, $710, 
$675; 2-dr., $735. °47 SD 4-dr., $600. 
PONTIAC — '51 Chieftain (8) 4-dr., $1,- 
490*, $1,450*; 2-dr., $1,460*. '47 SL (8) 
2-dr., $570. °42 (8) 4-dr., $190. 
ee Commander (8) 4-dr., 
1,015*. 


WILLYS—'48 (4) %-ton pickup, $345. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Feb. 11.) 

(Reasonably active this week, although 
dealers say retail sales are still slow. 
Sold 57 cars out of 93 offerings.) 


BUICK—’51 Special 2-dr., $1,380. °50 Spe- 


cial 2-dr., $905, $900. ‘47 RM 2-dr., 
$440, $435; Special 4-dr., $520, $500. '46 
RM 2-dr., $220. 

CADILLAC—’48 (62) 4-dr., $1,305*, $1,- 
295*. 

CHEVROLET—’52 SL Deluxe 4-dr., $1,- 
760*, $1,750*. °51 SL Deluxe 2-dr., $1,- 
280, $1,275; FL Deluxe 2-dr., $1,665. '50 


SL Special 2-dr., $870, $865; 4-dr., $570; 


SL Deluxe 4-dr., $1,030. °48 FL aero- 
sedan, $585, $580. °47 FM 2-dr., $580; 
FL aerosedan, $560, $550. °46 SM 2-dr., 
$400. 

FORD-—'52 Custom (8) 2-dr., $1,600*, $1,- 
610*. ’51 Custom (8) 2-dr., $1,105, $1,- 
100; Deluxe (8) 2-dr., $730. ‘50 Deluxe 
(8) 2-dr., $910, $900. °49 Custom (8) 
2-dr., $700, $705. "48 SD (6) 2-dr., 
$320; 4-dr., $325; SD (8) 2-dr., $610; 
4-dr., $600. 

HUDSON—’49 Commodore (8) 4-dr., $495; 
2-dr., $505. 

FRAZER—’48 4-dr., $310. 

MERCURY—’52 4-dr., $2,340*. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,850. 

PONTIAC—’48 Chieftain (8) 4-dr., $560, 
$565. °47 SL (6) 2-dr., $585; 4-dr., 
$580. '46 Chieftain (6) 4-dr., $500, $490; 
2-dr., $230. 


STUDEBAKER—'49 Champion 4-dr., $490; 


2-dr., $485. °40 Commander 2-dr., $135. 
N. PLAINFIELD, N. J. 
(Lebanon Auto Auction. Sale every 


Wednesday. Prices are for sale of Feb. 11.) 

(Prices down due to slow retail. 
Dealers, however, are adjusting used- 
car inventories. Sold 67 cars out of 104 
offerings.) 

BUICK—’52 RM Riviera sedan, $2,290*; 
Special sedan, $2,050*. °51 Super Riviera 
sedan $1,870*; RM Riviera sedan, $1,- 
685*; Super sedan. $1,500. ‘49 Super 
conv., $1,300*; sedan, - $1,125*.’47 RM 
sedan, $490, $450. "46 Super sedan, $300. 
"41 sedan, $150. 

CADILLAC—’51 (62) sedan, $2,960*. °48 
(62) conv., $1,500*. 42 (62) sedan, $300. 

CHEVROLET—’53 (150) sedan, $1,840. ’52 
SL Deluxe sedan. $1,570. ’50 SL Deluxe 





sedan, $1,160*, $1110*, $1,070*, $1,050, 
$1,010. '49 SL sedan, $890, $860; SL 
Special sedan, $865. '48 FM sedan, $650. 
'47 SM sedan, $485, $420. 46 FM se- 
dan, $410. 

CHRYSLER—’50 Windsor Town & Coun- 
try, $1,560*. 

DeSOTO—’51 Custom conv., $1,630. ’41 se- 
dan, $120. 

DODGE—’50 Coronet sedan, $1,095*, ’48 
Custom sedan, $790. 

FORD—’53 Custom (6) sedan, $2,080*, 
$2,040. °51 Country Squire, $1,360; De- 
luxe (8) sedan, $1,155; Custom (6) se- 
dan, $1,110. '50 Custom (8) sedan. $1,- 
145, $970; Custom (6) sedan, $820. 

FRAZER—’47 sedan, $360. 

KAISER—’48 sedan, $400. 

LINCOLN—’49 conv., $1,150. °47 sedan, 
$290. 

MERCURY—’51 sedan, $1,290. ’50 sedan, 
$1,025, $955. '49 sedan, $770. '46 sedan, 
$390. 

OLDSMOBILE—’'50 (98) sedan, $1,435*; 
(88) sedan, $1,425, $1,270*, $1,100, 
$1,080. °49 (88) sedan, $940. '48 (98) 
conv., $875*. °47 (76) sedan, $535. 

PLYMOUTH — ‘50 Suburban, $1,230. ‘49 
sedan, $815. 

PONTIAC—’51 SL (8) sedan, $1,300. '49 
SL (8) sedan, $920. '46 SL (8) sedan, 
$340. 

STUDEBAKER—’51 Commander (8), $1, 
220*. '50 Champion sedan, $990*. | 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Feb. 6.) 

(Market appears steady here, and buy- 
ers were offering top wholesale prices for 
clean cars. Sold cars out of 226 
offerings.) 

BUICK — ’51 Special sedan, $1,435. ‘50 
Super sedan, $1,255, $1,235. °48 Super 


sedan, $635. °47 Super sedan, $385. 


CADILLAC—’52 (62) sedan, $3,700*, $3,- 
515*, $3,715*. ‘'50 (61) club coupe, §$2,- 
425*; (62) sedan, $2,380*, $2,385*, §2,- 
435*. °49 (61) sedan, $600*. 


CHEVROLET—’51 SL Special sedan, $990; 


%-ton pickup, $915. ‘50 SL Deluxe se- 
dan, $1,040, $1,020, $1,090, $1,060, $1,- 
065 °49 SL Deluxe sedan, $880. ‘48 
FL aerosedan, $580. °47 FL aerosedan, | 
$520. 

DeSOTO—’'51 Custom sedan, $1,295*. °49 
earryall, $775 ‘48 limousine (taxi), 
$240. 

DODGE—’53 Coronet (8) sedan, $2,275. 
‘51 Meadowbrook sedan, $1,115, $1,100, 
$1,050. °'49 Coronet sedan, $835. ‘48 
Custom sedan, $555 

FORD—’53 Main (8) sedan, $1,795. °52 
Custom (8) sedan, $1,715*. ‘51 Custom 
(8) sedan, $1,240, $1,260, $1,175; Vic- 
toria, $1,410*. ‘50 Custom (8) sedan, 
$750, $945*, $955*. °49 conv., $595. °'46 
SD (8) sedan, $445. 

HUDSON—'51 Hornet sedan, $1,610*. 

KAISER—’51 sedan, $865, $925*. 

MERCURY-~—’53 sedan, $2,710*. °52 sedan, 
$2,.210*, $990. '51 sedan, $1,515. ‘50 
sedan, $1,015. 

NASH—’52 Statesman sedan, $1,600. ‘51 
Rambler station wagon, $1,000; Ambas- 
sador sedan, $1,195, $1,175. 

OLDSMOBILE — ’52 (98) sedan, $2,365*. 
"51 (98) Holiday, $2,030*. "50 (98) 
sedan, $1,285. 

PLYMOUTH — '53 Cranbrook sedan, $1,- 
875. ’°52 Cranbrook sedan, $1,355, §$1,- 
400. ’'51 Cranbrook sedan, $1,105. ‘50 
SD sedan, $995. 

PONTIAC ’53 Catalina, $2,875*. '52 
Chieftain (8) sedan, $1,695, $1,830; 
Catalina, $2,235. ‘'51 Chieftain (8) se- 
dan, $1,400, $1,555*, $1,415, $1,360. '48 
SL (8) sedan, $790, $660. 

STUDEBAKER—’52 Commander (8) Star- 


’51 Champion sedan, $950. 
sedan, $770, $720. 


liner, $1,740. 
*50 Champion 


LAUREL, MD. 


(Colie’s Auto Auction. 
nesday. Prices are for sale of Feb. 11.) 

(Prices and demand up slightly over 
last few weeks. Weather unfavorable. 
Sold 59 cars out of 86 offerings.) 


BUICK—’50 Special 4-dr., $925. ‘46 RM 
4-dr., $360. ‘41 Super conv., $220. 

CADILLAC—’52 (62) sedan. $3.775*. ’51 
(61) sedan, $2,400*. °'50 (62) sedan, $2,- 
350*. 

CHEVROLET — ’50 Bel Air, $1,005, $1.- 
185*; SL Special 2-dr., $900. ‘48 FL 
2-dr., $600, $625. ‘47 FL aerosedan. 
$550. °46 FM club coupe, $445. °41 


conv., $275. 
CHRYSLER—’47 Windsor sedan, $425. 
DeSOTO—’'47 Custom conv., $325. 
DODGE—’53 Coronet sedan, $2,200*. ‘52 
%-ton pickup. $940; Meadowbrook sedan, 








$1.400*. ‘51 Meadowbrook 4-dr., $1,325*. 

FORD — ’'52 Custom (6) 2-dr., $1,350; 
sedan delivery, $1,100; %-ton pickup, 
$875. °51 Victoria, $1,475*. $1,300*; De- 
luxe (8) 2-dr.. $1,075. ‘50 Custom (8) 
4-dr., $850, $875. °'49 Custom (8) conv., 
$475; 2-dr., $820. '48 SD (8) 4-dr., 
$625. $650. °'47 SD (8) conv., $570. 

FRAZER—’'47 4-dr., $195. 

KAISER—’51 Henry J (4) 2-dr., $500. °49 
4-dr., $440. °47 4-dr., $250. 

MERCURY—’51 club coupe, $1,250*. 

NASH—’52 Rambler conv., $1,225; station 
wagon, $1,180. ’50 Statesman sedan, 
$715. 

OLDSMOBILE—’50 (88) sedan, $1,000, $1,- 
010, $1,110*, $1,195*. $1,280*. ‘48 (98) 
4-dr., $900. °47 (78) 2-dr., $400. °46 
(98) sedan, 2 at $400. 

PACKARD—’51 (200) sedan, $1,450*. 

PLYMOUTH—’40 sedan, $100. 

PONTIAC — '49 Chieftain (8) 4-dr., $1,- 
060*. 

STUDEBAKER 48 Champion business 
coupe, $310. 


WILLYS—’48 (4) Jeepster, $345. 


MANHEIM, PA. 


(Manheim Auto Auction. Sale every 
Friday. Prices are for sale of Feb. 6.) 
(Sold 113 units out of 169 offerings.) 
BUICK—’53 RM 4-dr., $3,100*; Special 
Riviera sedan, $2,450*. '52 RM Riviera 
sedan, $2,420*. 51 Super Riviera sedan, 








$1,830*; RM 4-dr., $1,800*. '50 Special 
4-dr., $1,470; Special Riviera sedan, 
$1,450*. '49 RM 4-dr., $900*. 
CADILLAC—’52 Coupe deVille, $3,910*; 
(62) 4-dr., $3,600*. '51 (60) 4-dr., $3,- 
010*. °50 (62) 4-dr., $2,490*. ‘49 (62) 
4-dr., $1,740*. '48 (62) 4-dr., $1,250*. 
CHEVROLET—’53 (210) 4-dr.. $2,175. ’52 
SL Deluxe 2-dr., $1,560*. °'51 Bel Air, 


$1,480*; SL Deluxe 4-dr., $1,320*; 2-dr., 
$1,310. '50 Bel Air, $1,310*. "49 SL De- 
luxe 2-dr., $950. 48 FL Aerosedan, $800. 
CHRYSLER—’53 Windsor 4-dr., $2,700*. 
’52 Imperial 4-dr., $2,450*. '51 NY 4-dr., 
$1,740*. '50 NY Town & Country, §1,- 
360*; Royal 4-dr., $1,295*. 
DeSOTO—’53 Fire Dome (8) Sportsman, 
$3,060*. '52 Fire Dome (8) club coupe, 
$1,900*. °51 Custom 4-dr., $1,500*. 
DODGE—’53 Diplomat, $2,310*; Coronet 
club coupe, $2,110*. ‘52 station wagon, 
$1,110*. '51 Meadowbrook 4-dr., $1,260*. 
"49 Coronet 4-dr., $1,110*. 
FORD—’53 Custom (8) 2-dr., $2,100*; 
4-dr., $2,035. ’52 station wagon, $2,130°*. 


’51 Victoria, $1,500*; Custom (8) 2-dr., 
$1,195. °50 Deluxe (6) 2-dr., $735. °49 
Custom (8) 2-dr., $990. 


HUDSON—’49 Commodore (8) 4-dr., $710*. 
MERCURY—’53 conv., $2,990*; oe 
° dr. 


600*. ’52 Monterey, $1,860*. 

$1,505. °49 4-dr., $1,000. 
NASH—’51 Rambler station wagon, $1,- 
175. °49 Ambassador 4-dr., $630. 
OLDSMOBILE — '53 (98) 4-dr., $3,265*; 


Super (88) conv., $3,050*. '52 (98) 4-dr., 
$2,400*. '51 (98) Holiday, $2,160*. °49 
(88) 2-dr., $1,025*. '48 (98) 4-dr., $750*. 


PACKARD—’52 (200) 4-dr., $1,800*, $1,- 
590. '51 4-dr., $1,280. 

PLYMOUTH—’51 Savoy, $1,260. '50 Deluxe 
4-dr., $880. °49 Deluxe 4-dr., $905; SD 
club coupe, $885. °47 SD 4-dr., $710. 

PONTIAC—’52 Catalina, $2,275*; Chief- 
tain (8) 4-dr., $1.540*. '51 (8) station 
wagon, $1,700*; Chieftain (6) 2-dr., $1,- 
400*. °50 SL (8) 2-dr., $1,290*. ‘49 
Chieftain (8) 4-dr., $1,125*. 

STUDEBAKER 50 Commander (8) 4- 
dr., $805. 

WILLYS—’51 (6) station wagon, $1,035; 
(4) station wagon, $936; Aero Lark 
2-dr., $910. 


CLEVELAND, O. 

(O. K. Auto Auction. Sale every Tues- 
day. Prices are for sale of Feb. 10.) 

(Prices down about 5 percent from 
last week’s sale, Sold 24 units out of 
58 offerings.) 
BUICK—’47 Super 4-dr., $500, $480. 
CADILLAC—’49 (62) 4-dr., $1,700*. 
CHEVROLET—'51 SL Special sedan, §$1,- 


Sale every Wed- | 














060*. °49 FL Deluxe sedan, 780, °'46 Auto Lite Boosts 
FL Deluxe sedan, $430. = > 
CHRYSLER—'50 Windsor club coupe, §$1,- 
260*. 
DeSOTO—'48 station wagon, $100. FI Sp 2 for 
DODGE—'51 Coronet club coupe, $1,175*; | oor ace 
Meadowbrook 4-dr., $1,085*. 16 9 
FORD—'51 Custom (8) conv., $1,400*; Easter Para e 
Custom (6) sedan, $1,140. ‘50 Custom | - 
(6) sedan, $850*. ‘49 Custom (8) club NEW YORK.—Forty automobiles, 
coupe, $680; Deluxe (8) sedan, $710. . . . 
HUDSON—'47 Commodore (8) 4-dr., $195; | including several special-made 
Super (8) 4-dr., $260 s s ional 
LINCOLN—'46 club coupe, $235°. models, plus numerous educationa 
OLDSMOBILE—’47 (66) club coupe, $495.|engineering displays will be on 
PLYMOUTH—’'50 P19 2-dr., $825. '46 SD | yj : ; w 
4-door, $370. | view begin ning Apr. 4 when 
STUDEBAKER—’51 Champion 2-door, $1,- | Electric Auto-Lite Co. presents its 
025. ‘50 Champion 4-dr., $705*. '49/annual “Easter Parade of Stars” 
Landcruiser 4-dr., $705*. ‘ P 
ee a ee automobile show in the Waldorf- 
Astoria Hotel here. 
Chevrolet Fetes Half again as much space will 
be made available to car manu- 
Parts Champs facturers this year as was last 
.,| year, according to Auto-Lite. The 
DETROIT.— The 3,954 retail 


total show area has been increased 


parts and accessory managers who from 13,614 square feet to 20,422 


in 1952 qualified for membership 


in the Chevrolet Record Club are | feet. 
being entertained at banquets in Highlight of the show will be 
zone cities. nationwide radio and_ television 


programs aired directly from the 
show site over the CBS networks 
during the regular time of the 
Auto-Lite show, “Suspense.” 
Actress Irene Dunne will act as 
mistress of ceremonies during the 
telecast Apr. 7. Executives of repre- 


The affairs are staged annually 
to honor the managers who reach 
top efficiency in their departments. 

Ranking members in each Chev- 
rolet zone automatically become 
officers of their clubs and are 
presented with watches. Each 


member, in addition is given a|sented companies, along with 
certificate and lapel pin denoting|Royce G. Martin, chairman and 
the number of postwar years he|president of Auto-Lite, also will 


has achieved club membership. appear on this show. 


GREY IRON CASTINGS 
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ONE OF THE NATION'S 
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GS s~Putt the Skids 
under Overtime Costs! 


Gain more production time in your 
factory by utilizing American Airlines 
Airfreight! We'll show you how it 
actually saves money as well as time. 


For further information, wire us collect- 
American Airlines, Cargo Sales Division, 
100 Park Ave., New York 17, N.Y. 
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Body Shell Weighs Only 300 Pounds... 


Plastic Car Output 


Set for July by K-F 


WILLOW RUN. — Kaiser-Frazer 
last week announced details of its 
DKF-161 sports car, first auto- 
mobile with a body of reinforced- 
plastic to be scheduled for volume 
production. 

The low, sleek convertible com- 
bines the rakish flavor of European 


(See photos on page 2.) 


sports-car styling with the ad- 
vanced techniques of American 
automotive engineering, K-F said. 
The car is scheduled for production 
in July. 

Styled by Howard A. Darrin, 

Paris and Hollywood car de- 
signer, the sports model is 15.3 
feet long from bumper to bumper, 
and only 36 inches high from 
ground to cowl. With the con- 
vertible top in place, over all 
height is 54 inches, lower than 
any U. S. production car, ac- 
cording to K-F. The body at the 
widest point is 69 inches. 
Fabricated of corrosion-proof, 
lightweight Fiberglas - reinforced 
plastic, the DKF’s body shell 
weighs only 300 pounds, a fraction 
of the weight of a steel body. With 
road weight slightly over 2,000 
pounds, the sports model weighs 
about 1,500 pounds less than the 
lightest standard American con- 
vertible, it is said. 

The DKF’s length and low silhou- 
ette combine to provide a low 
center of gravity and outstanding 
stability, particularly in “corner- 


Good Roads Held 


Key to Prosperity 
Of Auto Business 


(Continued from Page 2) 


Inter-Industry committee has pre- 
pared a kit of 
materials under 
the heading of 
“What you can 
do about high- 
ways, parking, 
traffic safety — 
and how to do it.” 

As part of its 
public - relations 
program, the 
Public Relations 
Committee of 
NADA recom- M. R. Darlington 
mended last week that dealers 
sponsor teen-age safe driving con- 
ferences. 

M. R. Darlington, managing di- 
rector of the Inter-Industry com- 
mittee, asserted that much could 
be accomplished through bringing 
youth into a cooperative program. 

H. D. Tompkins, vice-president | 
of Firestone, told dealers at the 
safety luncheon that the tire in- 
dustry was throwing its full 











weight into the program in the | 

belief that America’s future prog- 

ress depends on better and safer | 
highways. 

Lloyd asserted that it makes} 
sense to pay for roads as we use| 
them. 

“We are too far behind,” he said, | 
“to pay for them out of current} 
income.” 

To implement the job of obtain-| 
ing increased highway and parking | 
capacity, dealers will work through | 
special state highway committees, | 
assisting members of legislatures, 
state and local highway authorities 
and other public officials. 

Walter B. Cooper, of Poudre 
Chevrolet Co., Fort Collins, Colo., | 
described this plan for an “NADA 
Crusade” in one of the major ad- 
dresses of the convention. 

“When,” Cooper said, “the cus- 
tomer’s use of our product becomes 
less attractive or profitable to him, 
then our product will be used less 
and less and the date of replace- 
ment advanced far beyond what it 
would otherwise be.” 

Cooper asserted that Americans 
spend more for insurance on | 
their cars than they do for streets 
and highways over which to drive | 
them. 

“Economic loss from accidents 
last year,” he said, “totaled $3,500,- 
000,000 more than was spent on our 
entire system of highways, streets 
and off-street parking facilities.” 

—Bos Finiay 


ing” without sway or roll, according 
to the company. Precision center- 
point steering and a full 132 square 
inches of braking surface are added 
road safety features. 

Developing over 100 horse- 
power, its six-cylinder engine has 
a high compression head and a 
compression ratio of 8 to 1. Three 
carburetors mounted in line on | 


the L-head power plant and a |Top Salesmen Leave for Packard Jamboree— 


dual exhaust system are other | 
highspots of the car. 

The DKF-161 features a _ high 
horsepower-to-weight ratio which 
is said to provide exceptional ac- 
celeration. 


“frenched” into the fenders, to pro- 
truding plastic tail lamps, the crisp 
sports styling lines are uninter- 
rupted by chrome ornamentation. 
Chrome trim is used only along the 
rocker panels at the base of the| 
body. 





Seats, door panels and dash are | 





* Packard salesmen bid farewell as they prepare to 
board a plane for Edgewater Park, Miss., to attend a national jamboree held by | 
Packard to honor outstanding dealership salesmen. Hilary T. Martin, local manager for 
Earle C. Anthony, Inc., California distributorship, said more than 300 salesmen were 
invited to the meeting. Among those pictured are Charlie Belluomini, Art Bringle, 
From the headlights, which are John Hamrick, John Norton, Bill Magnus, Russ Griffin, Ernie Block, P. E. Philley, 

| San Carlos, Rex Louthan, Jerry Poletti and Dick Sheets. 


San Francisco area 





gauges include a tachometer. 


| The folding three-position top is| 
|concealed under 











|| Service Group 


In Philadelphia 


To Fete Leaders 


PHILADELPHIA.—The Philadel- 


|phia Automotive Service Assn., 
| which looks back at 30 years of 


existence and claims to be the in- 
dustry’s oldest service group, will 
honor its past presidents at 8 p.m. 
tonight (Feb. 23) at a dinner meet- 
ing at McCallister’s. 

The following past presidents will 
speak: J. B. Dickerson, Paul M. 
Woodring, Dalton Risley jr., C. A. 
McShane, J. C. Dawson, J. E. Ni- 
decker, W. Lex Kennerly, Fred 


| Nicholson, A. G. Eckenhoff, Lt. Col. 


A. S. Williamson, Earl Mylecraine, 


| Robert H. Erny and Albert Claus 





ble top position, or in landau style 
with front quarter open. 
Innovations in body design in- 
clude doors which slide into closed 
compartments in the front fenders 


a a; ~ | when in iti 
finished throughout in solid-color | width of the body. The recessed aan ae 
grain leather to harmonize with 
body paint. Each of the 
vidual bucket-type seats is nearly 
| 24 inches in width. 


The K-F sports car will be of- 
fered in a full range of new colors 
and a series of custom styled in- 


rear deck/teriors, the company said. Wire 
It may be/ wheels will be available as optional 
The dashboard extends the full! mounted in conventional converti- | equipment. 
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) Judges Select Winning Nash Poster Ideas— 

Contest judges express their approval of winning poster ideas in the 1952-53 Out- 
door Poster Idea Contest, sponsored by Nash among its dealers and their employes. 
The judges are (from left) Howard Scott, a poster artist; B. B. Geyer and Walker 
Graham, president and vice-president, respectively, Geyer Advertising, Inc.; Mark 








William Mack, 94, 
Truck Designer 


NEW YORK.— One of the de- 


signers of the original Mack truck, | 
William C. Mack, 94, died Feb. 14| 


at his home at Huguenot Park, 
Staten Island. 

With his brothers, Joseph and 
the late John, Mr. Mack designed 
the forerunner of the truck about 


|50 years ago. 


The three brothers had been in 
the carriage manufacturing 
business. They sold their firm after 
World War I to _ International 
Motors but retained a minority 


interest. 
* * * 


Dealer Sharp and Son 


Drown on Fishing Trip 


PULASKI, Tenn.—Erskine Sharp, 
Ford dealer here since 1926, and 


Seelen, art director of Outdoor Advertising, Inc., and Clarence Blessed, president,| his son Johnny drowned Feb. 8 


Walker & Co. First prize of $1,000 was awarded to Myron L. Boyd, Nash dealer in| when their boat capsized while they 
Honesdale, Pa. Twelve additional prizes totaling $2,400 also were awarded. More| Were fishing in the Elk River. 


than 4,000 poster ideas were submitted during the contest, according to J. B. 


Huntress, Nash advertising manager. 


paid in Ohio? 





month, right around the calendar. 


out of 10 Ohio farm families! 


Cleveland 14, Ohio. 


(Percent Farm Cash Income Received Each Month) 
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Based on eight year study of Ohio Farm Income — 
1940 through 1947 
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Pennsylvania Farmer, Harrisburg, Pa. 


Something's in season to sell — all the time — in Ohio! 


Cleveland, Ohio 
Michigan Farmer, East Lansing, Mich. 


Mr. Shark, former president of 





was a charter member of TAA and 
served on its board and in various 
other capacities. He also was major 
of Pulaski for 12 years and active 
in civic affairs. 


* * * 
Frank L, Wotipka 

FLATONIA, Tex. — Frank L. Wotipka, 

owner of Flatonia Motor Co. (Ford), died 


Jan, 30 at the age of 59 


* * * 


Lester R. Olinger 
COSHOCTON, O.—Lester R. Olinger, 44, 
a partner in Olinger Chevrolet Co., died 
recently of coronary thrombosis 
* * * 


Charles R. Sable 
PITTSBURGH.—Charles R. Sable, owner 
of Sable Motor Co. (Nash), died here. 
Once associated with Chandler, Mr, Sable 
took over a Hupmobile dealership in 1929. 
He was president of the Board of Trade 
and a past president of the Irene Kauf- 
mann Settlement House. 
* * * 
Albert Farmer Franklin 


RICHMOND, Va.—Albert Farmer Frank- 
lin, 76, retired dealer, died Feb. 9. 


* * * 


Fred W. Clampett 


BEVERLY HILLS, Calif. — Fred W. 
Clampett, 59, pioneer automobile dealer of 
southern California, died Feb. 6 at his 
home here. Mr. Clampett, a native of 


Dodge City, Kans., was head of Marshall 


the Tennessee Automotive Assn.,|& Clampett, one ‘of the largest DeSoto- 





It’s this way. Ohio farmers are not one-crop, one-animal, single-season pro- 
ducers. They’re at it all the time — growing something, preparing something, 
raising something to keep a heavy, steady flow of cash coming in month after 


And, the Ohio farmer’s guide, season after season, is THE OHIO FARMER. 
It’s devoted to Ohio farming only, to helping Ohio hold its position as a top- 
third state in farm income. Little wonder it’s the popular choice — read by 7 


It’s their buying guide, too. So, your easiest, most economical way to sell this 
steady, prosperous market is through THE OHIO FARMER. Not many states 
with a market so lively ...and steady. But, two that match it are Pennsylvania 
and Michigan, reached by PENNSYLVANIA FARMER and MICHIGAN 
FARMER. Investigate all three...today. Write T1013 Rockwell Avenue, 


Advertise in Ohio 
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Plymouth dealerships in the west, with out- 
lets in Los Angeles and Long Beach, Calif. 
* * * 

Jacob S, Janas 

CHICOPEE, Mass.—-Jacob S. Janas, a 
dealer here for many years and president 
of Janas & Son Motor Sales (GMC), died 
recently. He was a Graham and Willys 
dealer until 1937, a Pontiac dealer until 
1949 and later handled Diamond T as well 
as GMC trucks. 

* * * 
Clayton S. Speck 

SUNNYSIDE, Wash.—-Clayton 8. Speck, 
68, pioneer auto dealer, who was associated 
with Chris Rowland for many years, died 
after a heart attack. He was a vice-presi- 
dent and trustee of the Washington State 
Automobile Assn. 


* * . 
Howard Peterson 
THE DALLES, Ore.—Howard Peterson, 
45, for the past 10 years used-car manager 
of Sunset Motor Co., died after a heart 
attack. He had been in the automotive 
field for 29 years. 
o * > 
William January 
FAYETTEVILLE, Ark. — William Janu- 
ary, 73, retired dealer, died Feb. 5. 
* * * 
William Frank Sommers 
TYLER, Tex.—William Frank Sommers, 
in the automobile business here for many 
years, died recently. Mr. Sommers also 
operated an insurance agency and an auto- 
motive accessories store, and managed a 
real estate agency. 
* * 7 
Melvin H. Kuhl 
CANTON, O.—Melvin H, Kuhl, assistant 
general manager of the industrial division 
of Timken Roller Bearing Co. since 1945 
and a leader in civic affairs in Canton, 
died at the age of 52. He joined Timken 
in 1926 and was promoted to his last 
post in 1945. 
* * * 
Harold Conrad 
SCRANTON, Pa. — Harold Conrad, 60, 
president of Packard-Lackawanna Auto 
Co. and president of the Scranton-Dun- 
more Community Chest, died Feb. 9. He 
had been a civic leader in Scranton for 
many years. Mr. Conrad formerly was 
general manager of Lackawanna Auto- 
mobile Co., which was founded by his 
father and was the forerunner of Packard- 
Lackawanna. He was a member of the 
Scranton Automobile Dealers Assn. 


Goodyear Sales, 
Income in 1952 


Break Records 


AKRON.—Record sales of $1,138,- 
403,608 and a record net income of 
$39,009,866 were chalked up by 
Goodyear Tire & Rubber Co. in 
1952, according to P. W. Litchfield, 
chairman of the board. 


It was the second year in suc- 
cession that Goodyear sales ex- 
ceeded the $1 billion mark. The 
1951 total amounted to $1,101,141,- 
392. 


Last year’s consolidated net in- 
come—the highest in the company’s 
history—was equivalent to $8.30 a 
share on common stock now out- 
standing, including shares issued as 
a stock dividend during the year. 
This compares with $36,628,296, or 
$7.75 per share for the same num- 
ber of shares in 1951. 


Litchfield reported that both unit 
and tonnage sales were at an all- 
time high. 


“With the current increased pro- 
duction of automobiles and the 
need for replacements of tires, 
capacity operations are anticipated 
during the coming months,” he said. 


The capacity of Goodyear’s 
domestic plants, both for tires and 
other rubber products, was _ in- 
creased, and still further capacity, 
which was delayed by the steel 
strike, will go into production in 
1953. 


Capital expenditures last year 
amounted to $52,756,220, compared 
with $44,689,235 the year before. 


Bredimus Named 
Globe Hoist Head 


PHILADELPHIA. —Frank L. 
Bredimus has been elected presi- 
dent of Globe Hoist Co., according 
to F. W. Swanson, 
chairman of the 
board. 

Bredimus joined 
Globe in 1937 as 
assistant treasur- 
er. Prior to his 
present appoint- 
ment, he was ex- 
ecutive vice-presi- 
dent and treasur- 
er. 

Bredimus will 

F. L. Bredimus direct the hy- 
draulic-lift manufacturing organi- 
zation from its Philadelphia sales 
headquarters. Globe makes car and 
truck lifts, industrial materials 
handling devices and oil-hydraulic 
elevators. 
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AMES C. ZEDER, director of 


engineering and _ research for 
Chrysler Corp., told the members 
of the Tulsa Chamber of Commerce 
the other week that future im- 
provements in auto engine per- 
formance should not be placed en- 
tirely on the shoulders of the 
petroleum industry, that progress 
in engine design must come at the 
same time from automobile engi- 
neering laboratories, that modern 
engine design can give the people 
the power they want without using 
super-octane fuels. 


Then he told how his company 
“had obtained 309 horsepower 
from a standard Chrysler engine 
without raising compression at all 
from the level used on standard 
engines and without super- 
charging . . . and it performs 
perfectly on the premium-type 
fuel now available at any gasoline 
station.” 

“Zeder, Skelton and Breer’—how 
those three names rang the bell 
and inspired the engineers when 
the first Chrysler car appeared in 
1923. 

“Those boys have really got 
something,” Windsor White, head 
of White Motor, confided to me 
after his first ride in the new 
Chrysler. Thirty years ... and now 
look at ’em. 

The history of transportation is 
replete with the contributions of 
able engineers .. . (but we must 
now build highways on which cars 
with 309 horsepower may travel 
with safety). 

The child of tomorrow may not 
say “choo-choo” as he pushes his 
toy across the floor . . . or even 
“honk-honk.” Then, some modern 
young moppet will sound the 
warning with a roaring “whoosh- 
woosh” to interpret the rocket or 
the turbo-jet which will express his 
vision of everyday means of 


transportation. 
* * * 


Echoes of the Past 


HE music of the steam whistles 
is fading from the air... re- 
placed by the croak of the diesels. 
The clang-clang of the bell under 
the trolly conductor’s foot is only 
a memory ... the birchbark canoe 
. .. the packhorse ... the canal 
boat ... the prairie schooner. The 
oxen commands of “gee” and 
“haw” are only found in crossword 
puzzles. The bicycles and “safeties” 
have lost their travel appeal. What 
young lad can give me the de- 
scription of a “gig,” a “chaise,” a 
“buggy,” a “brougham,” a “phae- 
ton” or a “surrey” (with the fringe 
on top). 

My daughter flew to London 
from New York the other day in 
a “Strato-Cruiser” to visit her 
daughter (age 21, my oldest 
grandchild), and to get the low- 
down on British-American public 
relations . . . which is her metier. 
She believes that in the next 10 
years America, the greatest farm 
and factory in the world, will be 
selling its products internation- 
ally to the people of every nation 
on the face of the earth. 


“International Peace,” she savs, 
“is only possible through friendly 
International Trade.” (That grand- 
child of mine ... Jane jr... has 
won a scholarship in the finest 
school of dramatic art in England. 
She says she won’t have to marry 
a decrepit Aly Kahn to pay for her 
lunches). 

The story of the rapid develop- 
ment of high-speed transportation 
is full of fascinating memories. 
When I rode “Old Nellie” bareback, 
hellity larrup, down Main St. and 
brought a cheer from the lumber- 
jacks in front of the saloons, I 
never dreamed that my daughter 


could ever fly to London in 4) truck chassis makes. 


luxurious airplane in less than 24 
hours and be back on the job, 
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| after visiting England and the 


| continent, in less than 2 weeks. 
* * 


* 
Two Who Won't Give Up 
iN A book, called “a pictorial epic 
|# of America in the railroad age” 
land entitled “Hear the Train 
Blow,” Lucius Beebe and Charles 
Clegg have pictured the vanishing 
and somewhat legendary railroad 
past ... not so awfully long ago. 

The book has 870 illustrations. 
Mary Pickford is christening (with 
grape juice) the first bus making 
the whole long trip from Holly- 
wood to San Francisco, back in 
1924 ... just 29 years ago. 

The two authors now live “in 
ghostly glory” in Virginia City, 
Nev., and travel on what they say 
are the only two privately owned 
and operated railroad cars in 
America. 

Their “Gold Coast,” they say, is 
“a bit of varnish,” equipped with 
two master bedrooms, living room 
with fireplace, dining room -— 
“awash with Crystal lighting 
fixtures,” Venetian mirrors, antima- 











cassars and lopped and fringed 
draperies, designed to create the 
interior of Leland Stanford’s 
private car, “The Stanford,” built 
in 1870. 

P.S. Grandma, “put on your old 
gray bonnet, with the blue ribbons 
on it. I'll hitch old Dobbin to the 
shay. We'll go down to Dover, 
through the fields of clover, on our 
golden wedding day.” 


Suggestions Win 
Ford Employes 
$456,399 in 752 


DEARBORN. — Ford Motor em- 
ployes were awarded $456,399 dur- 
ing 1952 for their ideas, the com- 
pany reports. 

The awards, highest for any year 
since Ford established its sugges- 
tion system in 1947, brought to 
$1,460,205 the total paid out for 
methods of job improvement and 
safety. 

Acceptable suggestions submitted 
during the year totaled 39,759, an 
increase of 40 percent over 1951. 
The company adopted 11,042 ideas 
for trial. A total of 9,527 sugges- 
tions earned awards up to $1,500 
each, compared with 7,358 winners 
in 1951. 

During 1952, individual participa- 
tion in the program rose from i3.5 
percent of eligible employes, the 
previous high established in 1951, to 
15.9. 

The company also issued 3,934 
commendations during the year to 
personnel eligible for participation 
in its management proposal plan, 
an increase of more than 76 per- 
cent over 1951. A total of 14,662 


proposals were submitted. 





Affecting Factories and Dealers... 


Auto Advertising 


By George Deery 
Associate Editor 
Winners of the second annual 
“Radio Gets Results” contest of 
the Broadcast Advertising Bureau 
have been announced by BAB 
President William B. Ryan. 
Twenty-seven winners of first, 
second and third-place awards 
were chosen from more than 300 
station entries. For the first time, 
duplicate awards will be pre- 
sented to advertisers for their 
effective use of the medium. 


“The contest has produced im-| = 
pressive new evidence of radio’s| | 


vitality and sales effectiveness,” 
Ryan said. “It has provided us with 
a fresh file of radio case histories 
covering many different classifica- 
tions of advertisers. This material 
will be released to BAB member 
stations on a continuing basis dur- 
ing the year.” 
Automotive awards were: 


First prize: KSWO, Lawton, 
Okla. (Green- Phillips Chevrolet 
Co.); second prize: WICC, Bridge- 
port, Conn. (Dayton & Edwards); 
third prize: KLAC, Hollywood, 
Calif. (Eddie Nelson Dodge-Plym- 
outh dealership). 


Honorable mention: 
KXOB, Stockton, Calif. (Bra- 
ley’s); KCBS, San _ Francisco 


(Doherty Bros.); WBUD, Tren- | 
ton, N. J. (U. S. Motors); KOPO, 
Tucson, Ariz. (Curley-Moffatt). 
Judgment was based on the 
actual results turned in for adver- 
tisers by radio advertising as well 
as the amount and type of radio 
used. Judges were Edward Krus- 
pak, ad manager of AUTOMOTIVE 
News; G. Edwin Heming, manager 
of the department of the American 
Bankers Assn.; Dr. Robert L. 


LA 








Swain, editor of Drug Topics and 
Drug Trade News; Paul Penfield, 
president of Public Utilities Adver- 
tising Assn., and Walter B. Bruce, 
ad manager of Grand Union Co., 
representing the Supermarket In- 
stitute. 
* * * 


Fisher Ups Wines 


James E. Goodman, general man- 


| ager of Fisher Body, has announced 


the appointment 
of James P. Wines 
as general direc- 
tor of public re- 
lations and ad- 
vertising. 

Wines succeeds 
William S. Mc- 
Lean, who has 
been granted a 
leave of absence 
due to illness. 
McLean, associ- 
ated with Fisher 
Body since 1927, had been general 
director of its public relations and 
ad division since December, 1945. 

Wines joined Fisher in December, 
1945, as assistant. general director 
of the public relations and adver- 
tising division. 

* * * 


James P. Wines 


The Discerning Zern 


It’s to be expected that Ed 
Zern’s imagination would take 
flight when he discusses a “con- 
versation” between some ducks in 
an ad in the current issue of 
Outdoor Life, called to our at- 
tention by George Bauer, its pro- 
motion manager. 

The copy, in typical Zern style, 
winds up with a “Moral: If yow’re 
a duck, don’t go around buzzing 
blinds. If you’re not a duck,, see 
the 1953 Ambassador and States- 





Herman Offers New Truck Bodies— 
Herman Body Co., announces a redesigned line of forward control bodies for all 
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Air Cadets Tour Canadian Studebaker Plant— 


a 


fy 


Forty French air cadets, training in Canada under the North Atlantic Treaty Organi- 
zation, recently toured the Studebaker plant in Hamilton, Ont. The cadets were under 
the leadership of Wing Cmdr. J. M. Enstone, Royal Canadian Air Force, shown at 
extreme right in second row. Next to him is D. C. Gaskin, president of Studebaker 


Corp. of Canada, Ltd. 


man Airflytes at your Nash 
dealer’s showroom.” Zern is a 
vice-president of Geyer, Inc., the 
Nash ad agency. 


* * * 


Jones on MJ & A Board 


James R. Adams, president of 
MacManus, John & Adams, Inc., 
has announced 
that Ernest A. 
Jones, a vice- 
president, has 
been made a 
member of the 
board of directors 
of that agency. 

Jones, who es- 
tablished the 
agency’s New 
York branch in 
1950, will return 
to the home office 
in Bloomfield Hills, Mich., as super- 
visor of the Dow Chemical account, 
with other executive responsibilities 
to be assigned, Adams said. 

* * * 


Wangers on K-F Account 


The appointment of Jim Wan- 
gers as assistant to the account 
executive on the Kaiser-Frazer 
account has been announced by 
William H. Weintraub, president 
of William H. Weintraub Agency. 

Wangers, formerly promotion 
director of Coronet magazine and 
a former staff member of the 
Chicago Daily News, will work 
out of Weintraub’s Detroit office 
under Burton Durkee, account 
chief. 





Ernest Jones 


* * * 


Nash Promotes Gage 


A. D. Gage has been appointed 
assistant ad manager for Nash, 
according to J. B. Huntress, ad 
manager. 

Gage, who joined the compeny 
in 1946, formerly was Nash export 
advertising and sales promotion 
manager. Prior to joining Nash, 
he served in the sales department 
of Brown Steel Co. and Republic 
Steel. 


* * * 


Little Heads C-E 


Henry G. (Ted) Little was re- 
elected president of Campbell- 
Ewald, ad agency, last week at the 
annual meeting of 
the board. In ad- 
dition, Little also 
became chairman 
of the board, the 
office held by 
Henry T. Ewald 
until his recent 
death. Three 
senior vice-presi- 
dents were re- 
elected, Edward 
E. Rothman, 
Lawrence R. Nel- 
son and J. J. Hartigan. Rothman 
is general manager, Nelson is sec- 
retary and treasurer and Hartigan, 
director of media. The executive 
committee reelected consists of Lit- 
tle, Hartigan, Rothman, and Nel- 
son. Reelected to the board were 
Rothman, Hartigan, Nelson, Little, 
J. H. Neebe of New York, R. H. 
Crooker and Henry S. Slyfield. 


* * * 


Linage Mark for Journal 


The Milwaukee Journal again led 
all American newspapers in total 
ad volume in 1952, according to 
year-end tabulations just completed 
by Media Records, the paper states. 


The Journal’s volume — 49,457,702 
lines — was said to be an alltime 
record in publication advertising 
and represented an increase of 3,- 
668,762 lines over the newspaper’s 
previous world record of 45,457,702 
lines, set in 1951. 

In second place was the Chi- 





H. G. Little 


Improvements claimed are greater windshield area, increased | Cago Tribune with 47,632,816 lines, 


width of load space, lift-up hood and hinged floorboard. Shown is a Herman body| followed by the Los Angeles 


mounted on a %4-ton Chevrolet Model 3742. 


Times with 45,849,407 lines. The 


Washington Star placed fourth 
with 42,494,020 lines and the New 
York Times fifth with 41,721,343 
lines. The combined gains of the 
leading 10 papers in total adver- 
tising was 21,994,251 lines over 
their 1951 figures. 


Contributing to Milwaukee Jour- 
nal’s record total were first-place 
positions among all newspapers in 
retail advertising, classified, depart- 
ment stores and r.o.p. color volume. 
The Journal was also second in 
general advertising and fourth in 
automotive advertising among eve- 
ning and Sunday papers. 


The 10 leading newspapers in the 
country and their linage were as 
follows: 


1. Milwaukee Journal, 49,457,702; 
2. Chicago Tribune, 47,632,816; 3. 
Los Angeles Times, 45,849,407; 4. 
Washington Star, 42,494,020; 5. New 
York Times, 41,721,343; 6. Miami 
Herald, 39,371,257; 7. Cleveland 
Plain Dealer, 38,687,083; 8. Balti- 
more Sun, 38,154,798; 9. Philadel- 
phia Inquirer, 38,133,092; 10. Detroit 
News, 37,242,380. 


* * * 


It?s Clark & Bobertz Now 


The name of Clark & Rickerd, 
Inc., Detroit ad agency, has been 
changed to Clark & Bobertz, ac- 





L, A. Clark G. H. Bobertz 


cording to L. A. Clark, president. 

G. H. Bobertz jr. has been a 
stockholder in the firm, vice-presi- 
dent and secretary, and a member 
of the board of directors since 
joining the agency eight years ago. 

The company’s accounts include 
automotive, food, building materials 


and plastics. 
* * * 


Guide’s °53 Drive Mapped 


The Guide Lamp division of 
General Motors has appointed D. 
P. Brother & Co. to handle its 
1953 ad campaign, it has been 
announced by D. P. Brother, 
president. 

Initial advertising is now in 
preparation under the direction 
of Clarance Hatch jr., executive 
vice-president of the agency. Copy 
will stress the Autronic Eye, 
Guide’s automatic electronic head- 
light dimmer. 

Plans call for space in news- 
Papers, magazines, trade journals 
and other media, the agency 
states. Albert C. Cochrane will 


be account executive. 
* * * 


Willard Picks Maddox 


Robert S. Maddox has been ap- 
pointed ad service manager of Wil- 
lard Storage Battery. A native of 
Akron, he joined Willard in 1950. 
He will be responsible for the dis- 
tribution of ad and merchandising 
materials to Willard field represen- 
tatives, distributors and dealers. 

~ * * 


Chicago Auto Edition 


The Chicago Daily News will 
publish its annual auto section 
March 14, John H, Baker jr., 
manager of the Detroit office, an- 
nounced last week. 

Prepared in connection with 
the 45th annual Chicago Automo- 
bile Show, under the sponsorship 
of the Chicago Automotive Trade 
Assn., the section’s closing date 
has been set for March 11, Baker 
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Fun in Driving Is a Factor .. . 





Growing Market Seen 
For Sports Car in U.S. 


By Sam Sampson 
Staff Writer 
“"MHERE is now 
market for a different type of 
vehicle in the U. S.—one which is 
not in conflict with, but in addition 
to, the present lines.” 


With this statement, Norman E. 
Carlson, president of the MG Club 
of America and an industrial engi- 
neer, asserted that there is a grow- 
ing market for the sports car in 
the U. S., and differentiated be- 
tween the “thoroughbred” sports 
cars and the “sporty-looking 
chrome-plated specials” which have 
been introduced by some U. S. 
makers recently. 


Speaking to the student 
members of Detroit’s chapter of 
the Society of Automotive Engi- 
neers, Carlson said that there has 
been a “recent slight change” in 
American auto tastes, and that 
there is a core of “energetic and 
enthusiastic people,” forming a 


|producing the cars presently 
|labeled as sports cars, Gaylord de- 


an established | clared: 


“Heaven help the American 
manufacturer who would produce 
a sporty, speedy-looking super- 
duper that couldn’t outrun Aunt 
Jenny’s Oldsmobile 88! 

“For my part, I am willing to 
take all of the ills Mr. Average 
American motorist won't tolerate. 
I believe that America is capable 
of producing the finest sports cars 
ever.” 


Members of the Detroit chapter row are Tom McGahey, Chrysler; Harvey Saloman, DeSoto; Ben McGahey, Dodge; 
of the Sports Car Club of America Zeder; Coman Munroe, Chrysler, and Hal Ingman, DeSoto. 


put on a demonstration of speed 


specially laid out circuit at the 
Ford Motor Co. testing grounds. 


expressed regret that the slippery 





small but important market, who 
are seeking cars that will return 
to them the original fun of 
driving a car. 

It was this fun of driving, plus 
several other characteristics, that 
led Carlson and the co-author of 
the paper, James K. Gaylord, vice- 
president of the Gaylord automotive 
division in Chicago, to contrast 
“thoroughbred” foreign sports cars 
with the U. S. versions. 

* * * 
CCORDING to Carlson and 
Gaylord, the thoroughbred 
sports car must do “certain desired 
things in certain desired ways,” and 
not necessarily be “a living room 
on wheels.” They explained: 

“It is a feeling of being part and 
parcel of the vehicle; of intimacy 
with the machine and _ its 
functioning; of close accurate con- 


trol; of feeling the road, the 
engine; the feeling of being the 
master of a tight, concise, safe 
bundle.” 

Carlson emphasized that “we 


have not come here to criticize 
the American car.” Sports cars 
are not without shortcomings 
either, he acknowledged. Some 
are balky cold-weather starters, 
some overheat in traffic, some 
have no adequate replacement 
parts supply, some have no 
service facilities, and some are 
without weather protection. 

“But since all these problems are 
not piled up in the same machine,” 
Carlson declared, “people will buy 
them and either rectify the short- 
comings, or live with them. But the 
main point is that they do like 
them.” 

“Another phase is one of knowl- 
edge, and the acquisition of new 
skills and satisfactions,” he con- 
tinued. “Men who have scarcely 
ever lifted the hood on a standard 
automobile, will, with the acqui- 
sition of a sports car, become 
Saturday and Sunday mechanics.” 

a *x * 


AYLORD, in his part of the 

paper, pointed out that the 
styling of the sports cars is 
functional, The classic design, he 
pointed out, is more basic, and is 
most closely connected with 
recognized auto lines. 

The modern trend, however, must 
consider maximum reduction of the 
frontal area with the least wind 
resistance as its goal. In this, he 
was speaking of competition cars 
such as are run at LeMans, France, 
and other longer road-racing 
circuits. 

In the matter of U. S. makers 


Ethyl Selects Dr. Back 


For Farm Research Post 


Dr. Richard C. Back has been 
appointed to the product develop- 
ment staff of Ethyl Corp., according 
to Dr. Charles L. Smith, associate 
director of product development in 
charge of agricultural chemicals. 

Back, an entomologist, will assist 
in research and development con- 
cerning agricultural chemicals. He 
previously was in charge of the in- 
secticide phase of an Ethyl- 
sponsored research project at the 
Boyce Thompson Institute for 
Plant Research in Yonkers, N. Y. 
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and handling of sports cars over a|track and blizzard weather con- 


At the end of the trials, drivers} manueverability of the cars. 
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MAKE US PROVE 


AN SECURE 


100% to 200% Absorption 


IN YOUR SERVICE DEPARTMENT 


THAT YOU < 





We Guarantee 
To Help You 


@ Increase Customer Paid Labor Sales 







@ Prevent broken promises to customers 


@ Give your Service Manager time to 
handle his executive responsibilities 







@ Permit Shop Foreman to devote all time 
to improvement of mechanical work 






@ Bring ALL service operations to 
clock-work precision 


APPROVED BY 
ALL LEADING MOTOR CAR 





Miami Dealers Welcome Chrysler's Moock— 
Harry G. Moock (with flower in lapel), former Plymouth vice-president and head 













of Chrysler's conference of business management, is greeted by Miami dealers at a MANUFACTURERS 

ales conterence breakf i - 

sales ¢ rence breakfast presided over by Jack Zeder, Chrysler-Plymouth dealer. In We have accomplished this for hundreds 
front row are (from left) Bob McGahey, Chrysler; O. K. Houston, DeSoto; T. B. Me- of Motor Car Dealers . . . coast to coast. 





Gahey, Chrysler; Moock; C. B. Tutan, Dodge; Willard McGahey, Chrysler. In back 4 note on your company letterhead will 


bring all particulars— promptly. 


FLASH-A-CALL 
TC ts 


1112 South Wabash Avenue 
Dept. AN-37, Chicago 5, Illinois 










60-powered MG TC, a Siata, a 
Simca, a British Squire, and a 
Cadillac-Allard competed over the 
course. The best time was recorded 
by Del Lee in the Cadillac-Allard. 


ditions kept them from properly 
demonstrating the power and 





Six cars—a stock MG TD, a Ford 








Media Records shows that in 1952 The Seattle 
Times was first of all newspapers in the Pacific 
Northwest with a total of 25,185,369 lines. 


Wise advertisers use The Seattle Times frequently because 
they know Seattle’s accepted newspaper will sell their 
products in this big, important market at one cost. 


BIG 


SEATTLE’S ACCEPTED NEWSPAPER 


ATTLE TIMES 
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Urges Separate Handling of Problems. . . 


NADA Stresses Factory Relations 


(Continued from Page 1) 
better roads, adequate parking and 


eliminate highway tax diversion 
practices and to actively promote 


traffic safety, and a drive against|the highway and parking drive. 


the unwarranted burden of taxes 


borne by car owners. 
+ + + 

A. A resolution urging immediate 

‘He removal of all price controls 

from new and used cars and trucks. 

5. A warning that any attempt to 
reimpose consumer credit controls 
would be met with NADA’s full 
weight of opposition. 

6. Efforts to improve factory- 
dealer councils. 

At a press conference follow- 
ing his election, Armacost as- 
serted that present dealers have 
the financial ability and the facil- 
ities to sell and service all the 
cars manufacturers can build. 


e e 
NADA Clinics 
NADA convention clinics, not 
published in the Feb, 16 issue of 
Automotive News, will be found 
on Pages 16 and 36 today. 





“We can handle,” he said, “50 
percent more cars than last year 
without adding a single dealer.” 

What the industry needs, he said, 
is more salesmen, not more dealers. 

Armacost predicted the present 
year would be a good one, with per- 
haps less profit per unit, but with 
profit on more units. 

There has been a lot of talk 
about overproduction, he said, “but 
we haven’t seen it yet.” 

+ * * 
At THIS point Freed broke in to 
remark that “We've been talk- 
ing about overproduction for four 
years.” 

Armacost said he saw no indica- 
tion of price reductions, but that 
if makers see prices get out of line, 
adjustments should be made. 

Earlier, Lloyd had told news- 
men that in his 26 years in the 
business he had never seen a 
situation that competition, al- 
lowed to operate, couldn’t regu- 
late. 

Armacost said that very few 
dealers are overstocked on cars, 
but they are not begging for more 
trucks. 

Freed said that NADA will try 
to get the Federal Government to 
spend all of the money it collects 
on gasoline for better roads. 

The resolution on dealer rela- 
tions departments echos a previous 
request made by Lloyd some 
months ago. It was stated in the 
resolution that “the elevation and 
maintenance of dealer morale is 
vital to the success of new-car 
dealers in the highly competitive 
market rapidly unfolding .. .” 

“Such (factory) dealer relations 
departments,” the resolution stated, 
“should be under the direction of 
an executive at the policy-making 
level, who is not charged directly 
with sales responsibilities.” 

x * * 


T WAS added that the depart- 

ments should be set up to pro- 
vide a satisfactory medium through 
which makers and dealers could 
negotiate and resolve problems of 
mutual interest. 

Another resolution stated that 
NADA, in cooperation with the 
Inter-Industry Highway Committee, 
has pledged its full support to the 
development of adequate streets 
and highways and off-streets park- 
ing facilities. 

Dealers were urged in the reso- 
lution to take all steps possible to 


In this connection, another 
resolution referred to the hot 
rods and urged all members to 
refrain from “and aggressively 
discourage the development, use 
and servicing of such superspeed 
used automobiles, and to take all 
other steps possible to eliminate 
this unnecessary threat to the 
safety of human life and prop- 
erty.” 

A third safety resolution urged 
dealers to support the action pro- 

gram of the President’s Highway 
Safety Conference, encourage safe 
driving and walking practices and 
periodic safety checks of all ve- 
hicles. 

Thanks were extended by resolu- 
tion to former officers — Lloyd; 
Armacost; Carl E. Fribley, secre- 
tary, and Foster W. Talbott, 
treasurer. 

* + + 
 . also gave its Indus- 
try Relations Committee in- 
structions to investigate on the spot 
all complaints of alleged injustices 
to dealers on the part of manufac- 
turers. 

If the complaints appear justified, 
the committee will take them up 
with the manufacturer involved. 
Publicizing of alleged complaints is 
left to the discretion of the com- 
mittee. 

The “make” advisory committees, 
which appear to be NADA’s answer 
to the renewed activity of the 
Chrysler - DeSoto - Dodge - Plymouth 
Dealers Assn., an independent line 
group, will be formed this way: 

NADA members in each state 
for each make of car are urged 
to elect by mail ballot one of 
their number to serve on the state 
industry relations committee. All 
representatives of a make then 


| transmissions, warranty labor re- 


bates and obsolete parts return 
plans. 

“In publishing this comparison,” 
Armacost said, “we do not suggest 
that one manufacturer’s plan is 
better than another, or that there 
should be any uniformity among 


various manufacturers . .. but we 





do feel that you should be informed | Tgke Up Duties on NADA Board— 


on as many phases of your oper- 
ation and competition as is possi- 
ble.” 





x * * 


N CONNECTION with this, | 

dealers were asked their 
opinions on certain problems. 

To a question on the effectiveness 
of factory-dealer councils, 13 per- 
cent said they were totally effective, 
74 percent said they were partially 
effective and 13 percent said they 
were ineffective. 

“Now here is an _ interesting 
fact,” Armacost said. “Although 
13 percent thought they were in- 
effective and 74 percent thought 
they were only partially ef- 
fective, still the answer to an- 
other question revealed that 89 
percent thought it the best 
medium for solving dealer- 
factory problems. 

“In my opinion, these answers 
say that we must keep working at 
the job of improving the dealer 
councils to make them more ef- 
fective.” 


* * * 


RMACOST said the committee’s 

goal is to obtain more equitable 
selling agreements from all makers 
embodying all of the following: 

1. A continuing agreement (one 
which does not have to be renewed 
each year). 

2. Elimination of any clause per- 
mitting cancellation without cause. 

3. In the event of the death of a 
dealer, that every consideration 
be given to the heirs to continue 





Directors Greet New Delaware Board Member— 
Isadore Keil (left), new director representing Delaware on the NADA board, meets 


some of his colleagues. 


They are Harold Moye, Massachusetts; B. B. Burns, Illinois; 


Forest B. Lovelock, Nevada, and Frank Yarnall, Chicago. 


become members of the respec- 
tive make advisory committee, 
which may be composed of as 
many as 54 members. 

Each make advisory committee 
will elect, in turn, one of its num- 
ber to act as a chairman and to 
serve as representative of his make 
on the NADA Industry Relations 
Committee. States have the option 
of working out their own plans to 
elect make representatives. 

Armacost, as chairman of the 
NADA Industry Relations Commit- 
tee, revealed that NADA recently 
sent a release to members report- 
ing on certain factory policies not 
a part of selling agreements. 

In comparison chart form, it 
covered factory advertising 
charges, discounts and automatic 





Another Get-Together Between Sessions— 

An informal chat at the NADA convention is enjoyed by Harold A. Lanphear (left), those sacrifices.” 
Rhode Island, a regional vice-president; James A. Ayers, Tennessee, newly elected 
NADA secretary; Carl E. Fribley, New York, 1952 NADA secretary, and George F. 
Ziesmer, regional vice-president and a past president. 


the business. If this is not practical, 
and sale or liquidation is advisable, 
sufficient time must be allowed to 
protect all equities. 

With reference to 
Armacost said: 

“We feel that these expanded 
dealer facilities are more than 
adequate to sell and service a 
substantially increased pro- 
duction, and we urge each manu- 
facturer to carefully survey the 
area potential and consult with 
its existing dealers in that area 
prior to any addition of new 
dealers.” 


The committee has dropped ef- 
forts to secure reinstatement of 
territory security. Armacost said 
that an NADA survey on this 
question showed dealers evenly 
divided. In addition, he said, “our 
own general counsel thinks the 
matter is one of possible violation 
of federal laws.” 

* * * 


RoTe Lloyd and Armacost hit at 
defeatism. 


“Sure,” said Armacost, “I agree 
that production will be high ... 
that selling will be tougher and we 
will all have to do a better job of 
managing our businesses, but, I 
can’t see anything wrong with all 
that.” 

He asserted that dealers will do 
their full job of selling cars to the 
public. 

However, he asserted that if 
conditions make sacrifices neces- 
sary, “then we expect the manu- 
facturers to take their share of 


territories, 


Lloyd asserted that economists 
employed by business were talk- 
ing of a depression in 1955. Such 


This group was added to the NADA board of directors at the annual convention 
in San Francisco last week. From left are Charles Dalgleish, Detroit; H. L. Galles jr., 
Albuquerque, N. M.; David N. Holmes, Battle Creek, Mich.; Tom Abbott jr., Fort Worth 


Tex., and Isadore Keil, Delaware. 
talk, he asserted, was an invi- 
tation to a depression. 

He urged business to think big, 
to dream big and to act with 
courage. 


Freed, as chairman of the NADA 
National Affairs Committee, as- 
serted that NADA will oppose any 
attempt to continue price controls 
even on a standby basis, and said 
that NADA will work for elimina- 
tion or a reduction, of excise taxes 
on cars. 


The problem of passenger car 
leasing, according to Lloyd, is 
diminishing. As used-car values go 
down, he said, leasing will probably 
shrink rather than grow. 

* +. * 
ETURNING to his reference to 
legislation in factory - dealer 

problems, Lloyd stated: 

“If the auto industry goes into 
a nosedive, and unless the makers 
move first decisively, I foresee a 
rash of bills to interfere in dealer- 
factory relations. 

“You can see what a handy foot- 
ball this would be for political 
demigogs.” 

Asked at a press conference how 
many cars the market could absorb 
on a profitable basis, Lloyd as- 
serted: 

“I don’t know. I don’t have that 
information but I am hopeful that 
the factories will be realistic.” 

He said that factory men had 
convinced him that, in view of 
the lead time _ necessary in 
scheduling production, it is easier 
to cut down on production on 
short notice than it is to build 
production up quickly. 

“If you can’t sell the cars,” Lloyd 
said, “you can cut down production 
and spread the cars out. But if 
you can sell more cars than you 
are making, it takes time to build 
production up.” 

Lloyd was honored at the con- 
vention by both NADA and his own 
Florida dealers. The Florida Auto- 
mobile Dealers Assn. awarded him 
an honorary life membership and 
NADA set up a scholarship fund in 
his name at the University of 
Florida in recognition of his 
achievement. 

* * * 

LOYD said that the NADA 

Business Management Com- 
mittee may enlarge its scope. In 
view of the rapidly changing used- 
car market, the quarterly surveys 
may not be adequate and the sur- 
veys may be made more often. 
Dr. Clarence Manion, a dean at 
Notre Dame University, told the 
delegates that the menace of treaty 
law threatens to subject the 
country to the same sort of Com- 
munistic despotism that “our mili- 
tary might is now being organized 
to prevent.” 

“The first act of the new 
Congress,” he said, “should take 
the form of a joint action by 
House and Senate suspending all 
previously ratified treaties to the 
extent that any provision of any 
of them violates the constitution- 
al rights of any American citizen 
or invades the reserved consti- 
tutional powers of the individual 
states of the union. 

“After that, Congress should de- 
clare a moratorium upon additional 
treaties until the constitution of 
the United States is specifically 
amended by a provision which puts 
all future treaties forever under 
and subordinate to the constitution, 
as treaties should be rather than 
over it and superior to the consti- 
tution as treaties now are.” 

7 * ” 

NADA itself received a high honor 

at the convention. In its first 
such award, the American Heritage 
Foundation honored NADA, for its 
get-out-the-vote campaign in the 
recent national elections, as the 
trade association which has done 





most to promote the American way 
of life. 

Meantime, NADA honored state 
and local dealer associations for 
notable public relations perform- 
ances in the 1951-52 period. 


Silver plaques were awarded to 
the New York State Automobile 
Dealers Assn. and the Akron Au- 
tomobile Dealers Assn. 

Certificates of merit went to the 
Automobile Dealers Assn. of Ala- 
bama, the Arkansas Automobile 
Dealers Assn., the South Bend- 
Mishawaka Automotive Trade 
Assn., and the Cleveland Automo- 
bile Dealers Assn. 

* + * 

Graal recognition, at the re- 

quest of the judges, in the form 
of citations, were presented to the 
Massachusetts State Automobile 
Dealers Assn., the Iowa Automo- 
bile Dealers Assn. and the Hartford 
(Conn.) Automobile Dealers Assn. 

At the further request of judges, 
special citations were awarded the 
Philadelphia Automotive Trade 
Assn. for its skillfully developed 
50th anniversary celebration, and 
to the Connecticut Automobile 
Trades Assn. for its meritorious 
get-out-the-vote program. 

Special silver plaques went to 
Clell Forsythe, Syracuse dealer, 
for his “unselfish patriotism and 
clear vision as originator of the 
get-out-the-vote campaign.” 

J. Eustace Wolfington, Philadel- 
phia dealer, was honored similarly 
for his service in the cause of good 
public relations for all dealers. 

” 


U.S. Rubber Sees 
Industry Selling 
91 Million Tires 


SAN FRANCISCO.—The business 
outlook for the nation’s tire in- 
dustry is more optimistic now than 
at any time since the end of World 
War II, Howard N. Hawkes, gener- 
al manager of U. S. Rubber’s tire 
division, United States said here 
last week. 

More than 91 million car, truck 
and bus tires will be sold during 
1953, and it will tax the production 
capacity of the industry to meet 
this demand, Hawkes told a press 
conference at the NADA con- 
vention. 

The figure represents an increase 
of approximately 12 percent com- 
pared to sales in 1952. Approxi- 
mately 33 million tires will be sold 
to automotive manufacturers and 
58 million to motorists for replace- 
ment use, Hawkes predicted. 

Hawkes said his forecasts were 
based on reports that the auto in- 
dustry is planning to produce 
nearly 5,500,000 cars during the 
year and that there will be more 
than 40,500,000 cars on the nation’s 
highways. 

Bell 
(Continued from Page 1) 

City Schools, and is a member 
of the Employe Relations Com- 
mittee of the Grocery Manufac- 
turers of America. Bell likewise 
is active in the Personnel Plan- 
ning Council and the Research 
Committee on Management De- 
velopment of the American Man- 
agement Assn. 

Born in Norfolk, Va., Bell was 
graduated from the U. S. Naval 
Academy in 1924 and served con- 
tinuously in the Navy until 1948. 
During World War II, he was com- 
mander of a destroyer squadron in 
the Pacific. 

He is considered an outstanding 
executive to carry through on the 
ambitious program adopted last 
week by NADA at its San Fran- 
cisco convention, 
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NADA Indignant . 
At Stevenson’s 


‘Slur’ on Dealers 


SAN FRANCISCO.—Remarks by 
\dlai E. Stevenson at the Jeffer- 


son-Jackson Day dinner in New 
York were considered a “slur” by 
auto men assembled here for the 
NADA convention. 

Among other things, Stevenson 
said that “the New Dealers have 
all left Washington to make way 
for the car dealers.” 

The remark drew this comment 
from J. Saxton Lloyd, NADA presi- 
dent: 

“A slur of this sort against the 
thousands of small businessmen, 
who serve their communities 
through the sale and servicing of 
the nation’s essential motor ve- 
hicles, is surely distressing.” 

Other utterances by Stevenson 
were evidently directed against 
Charles E. Wilson, secretary of de- 
fense. 

“There is always the tendency,” 
said the unsuccessful Democratic 
candidate for the presidency, “to 
mistake the particular interest for 
the general interest—to suppose, in 
the immortal thought recently 
uttered before a committee of Con- 
gress, that what is good for Gener- 
al Motors is good for the country. 

“T hasten to say,” Stevenson 
added, “that I do not believe the 
story that the general welfare has 
become a subsidiary of General 
Motors.” 


Eilers Records Growth 


Eilers Sales & Service, of Dun- 
dalk, Md., has come a long way 
since its modest start in 1936, ac- 
cording to Christopher P. Eilers, 
president. The firm now employs 
25 persons. Neal J. Bittner is sales 
manager. 
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Now available 


DAILY & SUNDAY 


The Sunday 
Courier-Express 

is New York State’s 
largest newspaper 
outside of Manhattan. 
97% of its circula- 
tion is concentrated 
in the rich 8-County 
Western New York 
Market. 
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Western New York's 
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SCOLARO, MEEKER & SCOTT 
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GMC Rolls Out First Hydra-Matic Pickup— 


The first GMC Hydra-Matic pickup truck comes off the assembly line at the GMC 
Truck & Coach plant at Pontiac. Fred Falberg (left) factory manager, and Philip J. 
Monaghan, general manager, point out the Hydra-Matic insignia on the side of the 
hood, while Harold Havermale, superintendent of truck manufacturing, looks on. The 
Hydra-Matic is now offered on 19 new GMC light truck models. 


Ford Urges U. 


S. Scuttle 


Barriers to Free Trade 


CHICAGO.—Calling for the elimi- 
nation of all tariffs and other re- 
strictions on world trade—among 
them the 10 percent tariff on for- 
eign automobiles imported into the 
U. S.—Henry Ford II, president of 
Ford Motor Co., told the annual 
winter meeting of the Inland Daily 
Press Assn. last week “that this 
country can and should step: forth 
boldly and lead the free world to- 
ward freer trade.” 

“We businessmen,” Ford said, 
“constantly applaud competition 
and private enterprise, and damn 
socialism and planned economics. 
We accuse our foreign neighbors 
of lacking the kind of spirit 
which has made American indus- 
try great. 

“IT am convinced that a consider- 
able growth in our foreign trade— 
imports as well as exports—would 
be a continuing shot in the arm of 
our whole economy,” he explained. 

“I believe that we could easily 
absorb another five or six billion 
dollars’ worth of goods from abroad 
each year, and that if we were able 
{to do that, business, labor and 








Static Electricity 
Used in New 
Ignition System 


LITTLETON, Colo.—A revo- 
lutionary development in the auto- 
mobile industry — a new system 
which generates and _ harnesses 
static electricity for ignition—has 
been announced last week by D. E. 
Buchanan, president of Heckethorn 
Mfg. and Supply Co. 
| Buchanan explained that, follow- 
ing negotiations with the Societe 
Anonyme de Machine _ Electro- 
statiques of Grenoble, France, com- 
monly known as SAMES, license 
agreements were completed, giving 
Heckethorn the right to manu- 
facture and distribute the new 
ignition system in the U. S. and 
Canada for use on automobile, 
stationary and marine engines. 


Heckethorn also manufactures 
another French automotive in- 
vention—the columbus double- 
action, airplane-type shock ab- 
sorber. 

Dr. Noel Felici, scientist at the 
Centre National de la Recherche 
Scientifique at Grenoble, made the 
discovery. 

Static electricity is the kind that 
sparks when a cat’s fur is stroked 
or when a comb is passed through 
your hair,” Buchanan _ explains. 
“The electrostatic ignition system 
combines all the advantages any 
designer or user could dream of. 
|Tests show that the small, self- 
contained generator-distributor is 
tamper-proof, requires no ad- 
justment or timing, and eliminates 
coils, condensers and breaker 
points. 

“Fouled spark plugs and shorts 
due to moisture, grease and dirt 
| will be a thing of the past, as the 
| high intensity low-amperage 
|current of electrostatic ignition is 
| virtually unaffected by these con- 
ditions,” Buchanan continued. 








agriculture would benefit, and the 
consumer—that means all of us— 
would benefit very materially.” 

To implement a _ program of 
American leadership toward free 
world trade, Ford outlined four 
points of attack on present re- 
strictions: 

“First, we should write a new 
law without loopholes encourag- 
ing the most rapid possible elimi- 
nation of all tariffs. 

“Second, we should abandon the 
quota system, which is contrary to 
every principle of free enterprise. 
Under quotas, regardless of price, 
demand or any other factor, only 
a fixed amount of a product can 
come into the country. 

“Third, we should abandon the 
‘Buy American Act.’ The effect of 
that act is to prohibit the Federal 
and some state and local govern- 
ments from buying foreign goods 
unless they are priced at least 25 
— under the lowest domestic 
id. 

“Fourth, we should enact a work- 
able law for simplifying the cus- 
toms procedures. Many of these 
procedures have the intended pur- 
pose of blocking imports with a 
virtually impenetrable barrier of 
red tape.” 

Citing the growing sale of foreign 
cars in America, Ford said: 

“As far as Ford Motor Co. is 
concerned, we intend to meet 
foreign competition in the market 
place, and not in the halls of the 
tariff commission.” 

“T think,” he concluded, “that a 
great responsibility falls upon 
American industry to give the new 
Administration real support in its 
efforts to strengthen the free 
world through ‘Trade, not Aid.’ 

“T think private enterprise must 
make a head-on assault on these 
problems, based on the managerial 
know-how and the spirit of venture 
which is the soul of our economy.” 





Detroit to View 


GM Show Cars 


DETROIT. — Detroiters will be 
given an opportunity soon to see 
five of the special “dream cars” 
which have been viewed by crowds 
at the 1953 General Motors Mo- 
torama show in New York and 
Miami. 

Harlow H. Curtice, president of 
GM, announced last week that the 
five cars, four of them featuring 
bodies of glass fiber reinforced 
plastic, will be displayed in the 
lobby of the General Motors Bldg., 
3044 W. Grand Blvd., March 4-10. 





Auto Stocks 


Feb. Feb. 1952-53 

18 1l High Low 
Chrysler 90% 90% 98 68% 
GM 64% 65% 69% 50 
Hudson 15% 15% 17% 2% 
K-F 4% 3% 7 3% 
Nash 244% 24 2434 17% 
Packard 6% 6 6% 4% 
Stude. 40% 410% 48% 31% 
Willys 12% 12% «18% 8% 
Average 32.30 32.30 


Compiled from reports of trading on the 
N. Y. Curb and N. Y, Stock Exchange. 


Skeleton Force Seems Likely . . . 


NPA Demise Forecast 








As CMP Fades Out 


By William Ullman 
Washington Correspondent 
WASHINGTON.—With the Con- 
trolled Materials Plan doomed, the 
National Production Authority ap- 
peared about washed up as a Gov- 
ernment agency last week. 


To maintain controls over such 
scarce items as nickel, cobalt, 
columbium, manganese and chro- 
mium, a skeleton NPA seems 
likely to be transferred to the 
Commerce Department, 


But a 60 percent slash in NPA 
personnel is already in the cards, 
with employes due to get 30-day 
notices about March 25. An exodus 
of key NPA officials has started. 


To all intents and purposes, CMP 
is dead but the funeral won’t be 
held until June 30. In a letter sent 
to car and truck makers last week, 
NPA said: 

“Maintenance of unit controls 
now that CMP has been open-ended 
would result in their being purely 
restrictive since the purpose which 
they have heretofore served exists 
no longer.” 

Meanwhile, there were reports 
in Washington that a grey mar- 
ket in steel was mushrooming. 
Some auto makers, who have dug 
deep into inventories in recent 
weeks, were rumored among 
those being solicited. 

There is a rising clamor among 


,auto makers’ representatives here 
for the granting of more nickel for 
plating purposes. They point out 
that British-made bicycles’ with 
nickel plate are being shipped into 
this country. 

However, the Government’s posi- 
tion is that permitting greater 
nickel consumption in civilian pro- 
duction is improbable because the 
jet engine program needs so much 
of it. 


Buffalo-Hudson Bankrupt 


After 8 Months’ Life 


BUFFALO.—A dealership which 
started business in June 1952, has 
filed a petition for bankruptcy. 
Buffalo-Hudson, Inc., of 1114 Main 
St., listed liabilities of $90,378 and 
assets of $42,948. 

The company listed unsecured 
claims against it of $21,958, lia- 
bilities on notes of $55,280, back 
taxes of $12,391 and unpaid wages 
totaling $747. 

Assets were listed as $10,000 in 
stock, machinery and tools valued 
at $12,358, accounts receivable of 
$8,735, bank deposits of $2,255 and 
unliquidated claims of $8,600. 

Officers of the corporation are 
Paul B. Johnstown, president; 
Charles C. Jacobsen, vice-president, 
and A. F. Koenig, treasurer. 


We've solved the stalling problem 
for most cars with fully automatic 


transmissions 


AUTOMO, the clever new automatic starter switch for cars with 
automatic transmissions, is fast becoming one of the hottest acces- 
sories available. Nearly everyone owning or buying a car with an 
automatic transmission wants one. AUTOMO starts the car auto- 
matically when the ignition is on and the shift lever is in neutral. 
When the engine stalls, the driver simply shifts into neutral and 
AUTOMO engages the starter automatically. AUTOMO makes nor- 
mal starting easier and gives 50% quicker starts after stalling. 
Retails for under $15.00 installed. 

Easily installed in 20 minutes. Write 

today for complete information. 


Statewide franchises available. 


it will pay you to sell the 
AUTOMO STARTER SWITCH 


AUTOMO 


AUTOMO CORPORATION, 1840 NO. MICHIGAN AVE., SAGINAW, MICHIGAN 
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At NADA Clinic Sessions .. . 





Dealers Told to Woo 
Buyer After Sale 


Following are digests of re- 
marks made by various speakers 
at NADA convention clinics, not 
previously reported in AvToMo- 
TIVE News: 

* + * 


Sales Management 


UTO dealers should maintain a 

keen, sincere and practical in- 
terest in their customers long after 
new cars have been delivered, ac- 
cording to Hilary T. Martin, execu- 
tive of Earle C. Anthony, Inc. 
(Packard), San Francisco. 


Martin counseled: “The new 
owner should be introduced to 
everybody in the dealership and 
he should be made quite familiar 
with every factor which he will 
face as the owner of a new auto- 
mobile. 

“He should be contacted within 
48 hours after delivery and every 
two weeks during the first 60 days. 

“The wise salesman and dealer 
will make sure that this owner is 
contacted at regular intervals 
thereafter.” 

Martin declared that there is no 
substitute for a road demonstration, 
and that cars should be tops in ap- 
pearance, clean, mechanically per- 
fect, and ready for the _ road. 
Salesmen, he said, should be en- 
thusiastic, neat, of good appear- 
ance, self-disciplined, persevering, 
and thoroughly conversant with 
their own products and those of 
competitors. 

* * * 
a management is the heart 
of our business,” Les Schwimley 
(Studebaker), Calif., 
said. 

“Sales management is the con- 
stant attention to our business and 
to all the fundamental details that 
we have learned through years of 
practice,” he emphasized. 

Schwimley laid down a funda- 
mental program and said the 
problems of sales management 
can be outlined in what he called 
the “ABC” of objectives, These 
are: 

A. Make more sales. 


Sacramento, 


B. Make 


better deals, and C. Make more 
friends. 
On the first, Schwimley said: 


“One of the fundamental factors in 
making more sales is the training 
of salesmen. Others are: 

“The supervision of local adver- 


Ohio Utilities Vehicles 


Exempt from Sales Tax 


COLUMBUS, O.— The Ohio Su- 
preme Court has held that the sale 
of cars and trucks used directly 
in rending a public utility service is 
not subject to the State sales tax. 

The ruling reversed an opinion 
by the State tax commissioner and 
the Board of Tax Appeals in as- 
sessments involving three telephone 
companies. 

The court held that specifically 
equipped motor vehicles used ex- 
clusively for keeping a public tele- 
phone of electric system in continu- 
ous operation are “used directly in 
the rendition of a public utility 
service.” 


| tising to create more sales. 


“The hiring and maintenance of 


a sales force to properly maintain 
the desired volume of sales, Choos- 
ing the right man is more than 
half the battle in getting a real 
producer. 

“The sales manager or dealer 
who is after more sales is always 
on the job 24 hours a day. In the 
first place he must feel the market, 
in fact, he should almost anticipate 
its changes and keep. driving 
toward his objective, accordingly. 
If things are slowing down, set 
quotas for each salesman with a 
bonus for accomplishment.” 


On making better deals, 
Schwimley emphasized that the 
salesman should insist that every 
customer be given a thorough 
demonstration of the new auto- 
mobiles, either a complete show- 
room demonstration or a road 
demonstration, and _ preferably 
both. Sell the automobile and in- 
still a desire to own it in the 
customer’s mind before you ask 
him to buy. 

“Don’t appraise today at yester- 
day’s values, whether they be going 
up or down,” he said. “You'll lose 
deals in the first instance and lose 
money in the second.” 

Schwimley added: 

“Let’s make our whole establish- 
ment a friendly place, in appear- 
ance, and in personnel. Let the pub- 
lic know they are welcome. Choose 
your personnel carefully and your 
customers will think of their visits 
to your establishment as a visit to 
old friends. 

“Avoid misleading advertising. 
Indulging in such practices puts 
two. strikes on your salesmen. Don’t 
be an opportunist. Don’t promise 
what you won't give. Sales man- 
agement must instill this in every 
employe in every department. 

cS * * 


HERE there are dealers in 

small cities handling the same 
makes of cars within a compara- 
tively tight area the best way of 
reaching their collective market is 
through cooperative advertising ef- 
forts, Page Lamoreaux (Pontiac- 
Cadillac-GMC), Vallejo, Calif., de- 
clared at a clinic, “New Car and 
Truck Sales Management.” 

“Unite in cooperative efforts 
and you can secure capable ad- 
vertising assistance and plan a 
program to fit your exact needs,” 
he said. 

Lamoreaux pointed out that the 
average dealer in the U. S. sells 80 
new cars a year. Therefore, he 
held, by a united effort costs can 
be pro rated. 

“This is the means,” he said, “to 
place your name before thousands 
of people who know you now as 
‘See Your Nearest Dealer.’” 

Lamoreaux said a collective 
effort, “is a practice-proved method 
of effectively advertising your new 
cars over and above your factory 
help.” 


* * * 


Public Relations 


Avre dealers were urged to fight 
tooth and nail for better high- 





Dealer's TV ‘Studio’ Plugs New Buick— 


Monarch Buick Co., Inc., New York, recently served as a ‘‘studio" for commercials 
on Buick's “Circus Hour" television program. The telecast marked the premiere of 
the 1953 Buick on television. Waiting in between commercials are (from left) Lee Furst, 
Buick engineering; Tom Kaine, assistant zone manager; Bernie London, TV producer; 
M. C. Gale, president of Monarch; Jim Cochrane, Buick account executive, and H. C. 


Hagstrom, zone manager. 
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rado Chevrolet dealer, NADA direc- 





|tor and member of the Colorado} 


road commission, 


| Cooper, speaker at the NADA 
public relations clinic, discussed 
| “Unhappy Highways.” New miles 
| of highway built since World War 
| If could not even park the new 
| ears produced since then, he de- 
clared. 
| “Today we spend more for in- 
}surance on our automobiles than 
| we spend for the streets and high- 
| ways over which we drive them,” 
Cooper said. 
“Economic 
last year totaled $3,500,000,000- 
more than was spent on our entire 
system of highways, streets and 
off-street parking facilities. Fifty- 
nine million of our people are rid- 
ing on highways today that were 


built for less than half that num-| 


ber.” 


Congestion alone costs billions of 
dollars a year, he said, and can be 
blamed for many of our accidents. 
He challenged dealers to throw 
their full strength into the NADA 
crusade for adequate highways and 
parking facilities to save lives and 
to insure the continued success of 
their individual businesses. 

* - x 


Business Management 


: IS much more difficult to op- 
erate a business today than it 
was 15 or 20 years ago. Business 
operation in 1953 is so different that 
it cannot be compared to opera- 
tions during the mid-thirties. 


Basing their presentations on 
these premises, panel members of 
the business clinic entitled, 
“Guarding Our Fences,” told 
dealers that the automotive re- 
tailing business has been under 
constant pressure from two di- 
rections at the same time. They 
explained that the dealer’s gross 
margin has been reduced and is 
steadily growing smaller. Also, 
they pointed out that along with 
this reduction in income the in- 
dustry has faced the problem of 
constantly increasing operating 
expenses, 


Clinic moderator J. M. Sanders 
of Washington, D. C. suggested 
that in planning to meet these 
problems, dealers make full use of 
the analytical reports, quarterly 
figures on income and expenses, 
and other information that NADA’s 
Business Management Committee 
furnishes. 

Sanders emphasized that the suc- 
cess of any business is, to a large 
extent, a matter of individual man- 


agement, rather than economic 
conditions. 

In commenting on the motor ve- 
hicle production schedules pro- 


jected for 1953, he said, “I believe 
dealers are ready to do a better 
selling job as their contribution to 
such a program, providing it is 
held within reasonable limits.” 

He indicated that the alert and 
aggressive dealer should have no 
worries about developing new 
business either this year or in 
future years. He said, “In this 





year alone over two million young 
people will become of age, and 
will become potential purchasers 
of new and used cars.” He added 
that population growth should 
produce a great demand for cars 

in the years ahead. 

Taking part in the clinic discus- 
sions with Sanders were: Edmund 
A. Bogert, Pocatello, Id.; Martin 
L. Johnson, Atlanta, and L. H. 
Penney, San Francisco. 

In his discussion, Bogert advised 
dealers to build the kind of strong, 
human organizations which will 
multiply the efficiency of their op- 
erations. He said that employes 
must not only be productive but 
must be able to get along with fel- 
low workers and customers if they 
are to make their full contribution 
to the well-being and efficiency of 
a dealership. 

Johnson voiced the warning that 
a buyers’ market is ahead for the 
automobile business, but said he 
would not attempt to forecast its 
arrival. 

He declared that it is the re- 
sponsibility of management to con- 
tinually study and plan in order to 
meet the problems of whatever 
changing business conditions may 
lie ahead. In concluding his talk, 
he told dealers, “Be ready for any 
change. Keep your attitudes flexible, 
your assets as liquid as possible.” 

Tax problems to be faced by 
dealers in 1953 were discussed by 
Penney. 


ways by Walter B. Cooper, Colo-| 


loss from accidents | 











| Michigan Zouaves Strut Stuff on TV— 


Members of the Jackson Zouaves, dancing drill team which has performed for 
statesmen, presidents and kings, skirmish around Ed Sullivan, master of ceremonies of 
| Lincoln-Mercury's television program ‘Toast of the Town,"’ on which they made their 
second appearance recently. The Zouaves, whose leaders include personnel of Sparks- 
Withington Co., Jackson, Mich., which supports the group along with other local 
industry, will celebrate their 50th anniversary in July. William Corbet, Sparks-Withing 
ton vice-president, will lead the oldtimers. John J. Smith, president of the firm, has 
been chairman of the team's fund-raising committee. 





DAYTONA BEACH, Fla.—Three 
stock-car records were set here last 
week by 1953 Oldsmobiles as Bill 
Blair, High Point (N. C.) driver, 
took the final event of NASCAR's 
Speed Week, a late-model race over 
the 4.01-mile road and beach track. 

Blair ran the 160-mile race at 
an average speed of 89.5 miles an 
hour, beating the former record 
of 84.65 miles an hour set last 
year by Marshall Teague in a 
Hudson Hornet. Fonty Flock, of 
Decatur, Ga., followed Blair by 
50 seconds in another ’53 Olds- 
mobile to take second place, 

Two other Oldsmobile records 
were set earlier in the week when 
Bob Pronger, driving a 1953 Super 
88, scored for two-way runs over 
the measured mile. Pronger’s time 
of 113.28 miles an hour for the 
running-start mile was 13 miles an 
hour faster than last year’s record. 
The record was set up by averaging 
the times of a north and south 
attempt over the beach mile. 

Pronger’s second record for the 
mile was from a standing start. 
His average for the two runs was 
75.40 miles an hour. 

Tommy Thompson, of Louis- 
ville, winner of the 1951 Detroit 
250-miler, took third spot in the 
race with a ’53 Lincoln. Fourth 
was Herb Thomas (’53 Hudson 
Hornet); fifth, Tim Flock (’53 
Hudson Hornet); sixth, Dick 
Passwater (’52 Oldsmobile 88); 
seventh, Curtis Turner (’53 Lin- 
coln); eighth, Don Thomas (’52 
Hornet); ninth, Tom Cherry (53 
Lincoln), and tenth, Slick Smith 

(52 Hudson). 

A new mark for the mile was set 
for sports cars by John Rutherford, 











Illinois Truckers 
Seek Rehearing 
On License Hike 


CHICAGO. — Coordinated Trans- 
port, Inc., a group of some 20 Illi- 
nois trucking firms, which lost a 
U. S. Supreme Court decision in 
its fight against the new State 
truck tax law, will request a re- 
hearing on the ruling. 

Frank R. Reid jr., attorney for 
the group, said the truckers felt 
that there are points in the appeal 
which the court misapprehended 
and overlooked. 

The U. S. Supreme Court had up- 
held a 1951 Illinois law which in- 
creased license fees on_ trucks, 
buses and trailers by some $28 mil- 
lion. 

Reid said the group will base its 
rehearing plea “on the fact that 
we feel the tax is too heavy.” 


Stanley Joins Motor Bearing 


As Chief Plant Engineer 


Raymond F. Stanley, former con- 
sulting engineer of Production 
Management Engineering Associ- 
ates, has joined National Motor 
Bearing Co., Inc., of Redwood City, 
Calif., as chief industrial engineer. 





Oldsmobiles Set 3 Records 
In NASCAR Speed Week 


of Palm Beach, Fla. He drove a 
Jaguar XK 120C for an average 
speed of 134.70 miles an hour for 
two attempts, beating John Bird’s 
record of 119.83 miles an hour in 
a Jaguar XK 120 last year. 


In the acceleration runs, Ruther- 
ford scored another record, with an 
average of 84.92 miles an_ hour. 
Robert Hunt, driving a Cadillac- 
Allard, was second with an average 
speed of 84.09 miles an hour. 





Munn 


(Continued from Page 3) 
Bum deal as a Good deal — let’s 
end the emotional and economic 
conflicts forced upon salesmen who 
are paid 6 percent commission to 
be agent for the buyer and sell the 
house. 

Better dealers are now paying 
salesmen a percentage of the 
gross profits they produce. It can 
be done on a “washout” basis or 
by converting each step in the 
trading to wholesale value and 
determining the gross _ profit 
created. In principle, salesmen 
get 20 percent of gross profits 
they produce on cars and 25 per- 
cent to 30 percent on trucks. 

Remember—this is a principle to 
adapt to your own situation. The 
percentage can be varied to suit 
your own market. The big idea is 
to keep salesmen working for the 


same objective as the dealer— 
Creating Gross Profit. 
Note, particularly, that such a 


plan pays for good buymanship, 
as well as good salesmanship. The 
better the deal, the better the pay. 
It builds quality salesmen and 


greater gross because it’s fair. 
* x * 


Free to Do Most 


Wy Atce the little things: “If we 
take care of the pennies, the 
dollars will 
selves.” 
One person responsible for 
credits and collections can save 
thousands compared with too many 
with the authority to say “yes”. 
One person responsible for all the 
purchasing in a dealership, like- 
wise, saves much waste and dupli- 
cation. Paint supplies kept in the 
stock room, issued and charged 
only to a= specific repair job, 
changed one dealer’s shop last year 
from a $3,000 inventory of dried- 
out cans to a profit in the cash 
drawer. 

Motor oil in cans in the stock 
room, issued and charged only to 
a specific customer, increases oil 
and grease profits an unbelievable 
amount, compared to a barrel of 
oil in the back with a pump in it. 

Fundamentally, a dealer has 

three things to work with: Pro- 
duction, Potential, and Personnel; 
(1) Whether he has a “hot” or 2 
“cold” model to sell; and (2) the 
shipments he gets and the size of 
his trading area are largely con- 
trolled by his factory. (3) But 
wholly within the dealer’s contro! 
lies the personnel of his organi- 
zation, representing the majo! 
factor of the expense and the 
strength of the dealership. That is 
the place where the dealer is free 
to accomplish most, 


take care of them- 


SAU oat Sik ate a ns ret 
ccc a ee 





AOD as AA a te ed ste 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 

















Week Week Jan, 1 Jan, 1 
Ended Same Ended Feb., to to 
Feb. 21, Week, Feb. 14, 1953, Feb. 23, Feb. 21, 
1953 1952 1953* to Date 1952* 1953* 
CHRYSLER 27,670 18,271 26,415 81,229 133,216 188,812 
Chrysler 4,098 2,645 4,173 12,279 18,529 28,963 
DeSoto 2,747 1,599 2,152 7,634 13,946 17,426 
Dodge . . 7,598 4,861 7,267 22,122 37,389 53,385 
Plymouth 13,227 9,166 12,823 39,194 63,352 89,038 
FORD 22,785 19,272 28,251 70,873 78,779 174,335 
Ford 18,938 15,167 18,456 57,217 59,940 136,267 
Lincoln 121 696 117 400 2,773 4,283 
Mercury 3,726 3,409 4,678 13,256 16,066 33,785 
GENERAL MOTORS 57,737 32,114 «952,944 160,162 244,855 367,074 
Buick . ; 9,324 5,790 9,304 27,494 44,185 65,685 
Cadillac sie 2,722 1,674 2,401 7,392 11,192 16,803 
Chevrolet 30,840 15,966 27,248 83,286 120,692 184,625 
Oldsmobile 7,173 4,203 6,319 19,523 31,135 46,815 
Pontiac .. 7,678 4,481 7,672 22,467 37,651 53,146 
KAISER-FRAZER_ 1,260 1,397 2,640 8,058 5,679 
CROSLEY % 64 = sea 424 idioiein 
HUDSON . 2,272 1,604 2,218 6,596 12,199 12,904 
fo ee 4,633 1,930 4,655 13,874 8,353 30,085 
PACKARD .... 2,742 1,423 1,856 7,147 7,931 18,031 
STUDEBAKER ........ 3,160 2,816 2,588 7,930 30,874 13,370 
WILLYS-OVERLAND.. 1,044 1,193 1,008 3,210 7,211 9,161 
Total Cars, U. S. 123,303 80,084 114,935 353,661 531,900 819,451) 
*Revised. = - 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Feb., to to 
Feb. 21, Week, Feb. 14, 1953, Feb. 23, Feb. 21, 
1953 1952 1953* to Date 1952* 1953* 
CHEVROLET 9,442 6,043 8,789 26,464 46,821 61,818 
CROSLEY ............. juan 11 a 6 50 wages 
DIAMOND T .... 170 182 172 512 1,179 1,207 
DIVCO . 60 60 60 180 542 431 
DODGE - 2,722 3,335 2,588 8,085 24,714 19,070 
FEDERAL 30 12 29 86 290 165 
FORD 2,557 4,425 299 3,069 30,548 21,865 
a 2,828 2,135 2,780 8,445 16,374 20,795 
INTERNATIONAL | 3,024 3,518 2,830 8,694 26,318 19,657 
MACK . 230 247 205 657 1,944 1,738 
REO ............. 358 356 353 1,070 2,753 2,587 
STUDEBAKER 1,480 1,252 1,466 4,413 9,671 10,688 
WHITE .......... 306 283 302 910 2,255 2,075 
WILLYS-OVERLAND 2,518 2,143 2,361 7,225 14,822 18,251 
MISCELLANEOUS 342 301 342 1,026 2,336 2,426 
Total Trucks, U. S. 26,067 24,303 22,576 70,836 181,117 182,773 
Total Cars, Trucks 
Nil IN wisvtntadictetenseés 149,370 104,387 137,511 424,497 713,017 1,002,224 
Total Cars, Trucks 
I 3 Gases icsvees pocorn . 10,337 5,127 9,551 29,114 47,253 64,269 
Grand Total 


Cars and Trucks 
U. S. and Canada 


..159,707 109,514 147,062 453,611 


760,270 1,066,493 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: All U. 8. 


totals include cars and trucks for military orders, 





Shows 


(Continued from Page 3) 


made last week. It will be spon- 
sored by the Pilot-News there, and 
14 auto dealers in Marshall County. 
The show is scheduled for March 
13-15 at the Centennial Auditorium, 
and will be called the Marshall 
County Automobile Show. 
x * * 

T WILL be the second show of 

its kind in that city. The same 
sponsors staged a similar show in 
1950. Every make of car sold in 


CONSULTANT 


Truck and Passenger Car 
TRILL. 
19 Years 


WARREN S. HILLIS 


1522 Forest Ave., Wilmette, Ill 
Phone Wilmette 3786 


CAR 


Experience 


DIAPERS 


protect your 
expensive rugs and 
show room floors 


Tie tightly under chassis. Catches oil 
and grease drip. Does not show. Made 
from heavy 8-oz. treated duck. Size 


144-in. long x 36-in. wide ° $7. 95 


F.O.B. St. Louis. Each. 
ORDER DIRECT FROM 


COMFORT 


Specialty Company 
200 So. 7th St. Louls 2, Mo. 





the county will be on display. No 
admission will be charged for the 
event. 

Meanwhile, the committee for 
the Denver auto show was named 
last week, according to a report 
from Ralph L. Rickenbaugh, 
president of the Denver Automo- 
bile Dealers Assn. 

The show committee will include 
Rickenbaugh; Henry J. Davidson, 
general chairman; Harry Leeman 
and Ralph A. Smith, vice-chairmen, 
and Tom Braden, executive secre- 
tary. 

Subcommittees were appointed to 
head entertainment, advance ticket 
sales, advertising and publicity, 
finance, trucks, decorations, and 
car and accessories exhibits. 

* * * 


Canton (O.) Dealers 
Plan 753 Show 


i 


.|rector and new club president. 


37 








After 17 Years— 
Albert H. Brandel (left), 


president of 
Oldsmobile’s Quarter Century Club for 
17 years, passes the gavel over to William 
J. Mahoney, Oldsmobile personnel di- 
Brandel 
retired last fall after 46 years with GM. 
Mahoney has been with Oldsmobile for 
28 years. 


Ford Gee Jump 
On Chevrolet in 
753 Sales Race 


(Continued from Page 1) 


may provide the answer to the 
long-awaited postwar competition 
for No, 1 spot in new-car sales. 

Ford was more than 2,000 cars 
ahead of Chevrolet in the first re- 
ports for eight states. 
| x * * 

, OTHER juggling of positions, 

Pontiac was several hundred 
cars ahead of Buick; Mercury had 
moved up two rungs to seventh 
position, while Nash, highest selling 
independent maker so far, moved 
into ninth place. 

Several makers, including 
General Motors divisions and 
Studebaker, had not yet filled 
their pipeline to dealers (or, in 
Studebaker’s case, had not an- 
nounced ’53 models yet), while 
others were still troubled with 
production problems following 
new-model presentations, 

All Chrysler Corp. cars, which 
were introduced in October, main- 
tained former positions on the sales 
ladder — Plymouth third, Dodge 
sixth, Chrysler 11th and DeSoto 
12th. Cadillac held 13th spot, in 
spite of a late introduction, while 
British Ford, Austin and Allstate 
remained in the same positions at 
the bottom of the ladder. 





* * + 
oes to lose position, in the 
first report, were Chevrolet, 
Buick, Oldsmobile, Studebaker, 


Hudson, Kaiser and Henry J. 

Those to move up were Ford, 
Pontiac (one place); Mercury (two 
places); Nash (one place); Packard 
(one place); Willys (two places), 
and Lincoln (two places). 

Packard moved ahead of Hud- 
son; Nash climbed over Stude- 
baker, and Willys and Lincoln 
both moved ahead of Kaiser. 

| Total sales were higher than last 
year, Polk said, with 60,534 cars 
sold in the eight states reported 
for January, compared with 43,490 


CANTON, 0.—The first big auto |°#"S in the same states in 1952. 


show since 1940 is being planned 


by the Canton City Auto Dealers | Delaware, 


Assn. for April 4-11, 
nounced here last week. 


it was an- 


The eight states reporting were 
District of Columbia, 
Florida, Illinois, North Carolina, 
Tennessee, West Virginia and 


The show will be held at the| Wyoming. 


Canton Memorial Auditorium, and 
will feature Phil Spitalny and his 
all-girl orchestra presenting two 
shows daily. 


Allstate Adds to Lead 


Over Henry J in Texas 

HOUSTON. — Allstate 
continued to strengthen its lead 
over Henry J in the three Texas 
areas where both cars are 
merchandised, reports from the 
three areas revealed last week. 

Total sales for Allstate were 
33, while Henry J showed only 
13. 

In Dallas, 13 Allistates were 
titled as compared with four 
Henry Js. Houston sold 16 All- 
states to seven Henry Js, and 
San Antonio recorded four All- 
a sales as against two Henry 

s. 








—Sam SAMPson 


Tweedy Advanced 
By Redmond Co. 


OWOSSO, Mich. — James W. 
Tweedy jr. has been named execu- 
tive vice-president and_ general 
manager of Redmond Co., Inc., and 
will be in charge of all of the com- 
pany’s operations in Owosso and 
Ithaca, Mich.; Jacksonville, Ark., 
and St. Thomas, Ont., 
nounced last week. 

Tweedy joined the firm in 1943 
as a sales engineer, and became 
western manager of _ induction 
motor sales in 1945 and manager 
of that department in 1947. He was 
named vice-president in charge of 
induction motor sales in 1949. 


it was an-| 





Big Week Adds 149, 370 Units oes 





°53 Auto Output Soars 
Past Million Mark 


(Continued from Page 1) 


put. Mercury production also ran | 


into snags at St. Louis. 

Meanwhile, Ford car output 
continued to be the innocent 
victim of truck changeover oper- 
ations. But there were indications 
that Ford truck output was back 
on the road toward volume, 
promising correspondingly higher 
Ford car production, 

Nash continued to pace the pro- 
duction efforts of the Independents 
last week, although Studebaker 
posted an improved performance 
and production continued steady at 
Hudson and Packard. 

Kaiser-Frazer’s return to pro- 
duction after a week’s shutdown for 
“automotive inventory adjustment” 
was good for an estimated 1,260 
cars. Willys reportedly continues to 
experience supply troubles. 

~ * * 


ENERAL reaction to the scut- 

tling of production quotas in 
the auto industry last week was 
that the government had merely 
cut the tape for a race that would 
have been run at a fast pace any- 
way. 

The effect of scuttling quotas 
was to permit the Big Three to 
put into immediate effect pro- 
duction hikes that might have 


had to be delayed until the 
middle of March. 
The Big Three, up until last 


week, was running ahead of 
schedule in using the materials 
allowed them for first-quarter pro- 
duction. GM’s schedules, for ex- 
ample, would have used up that 
corporation’s material allotments 
by the middle of March, at which 
time GM would have been permit- 
ted to borrow from its second- 
quarter allotments. 
* * a 


N2 BIG-THREE producer had 
any carryover of materials from 
last year to fall back on. 

With the Big Three free to 
produce to the extent of their 





Repairs 
(Continued from Page 1) 


trols might get the heave-ho by the 
Administration. 

Under the latest order, re- 
lieving auto repair services from 
price clamps, a dealer will not be 
compelled to keep records of 
service department transactions. 
However, he must “keep available 
for inspection” whatever records 
were required by regulations 
under which they had been oper- 
ating previously, OPS said. 

The order does not affect the 
preparation of new cars. 

According to OPS officials, the 
agency also let go of controls on 
warehousing, storage, dock and 
terminal services and all other 
transportation equipment. 

x * ” 


[QRCONTROL of auto repair 
services was by means of 
Amendment 40 to General Over- 
riding Regulation 14. Such services 
fell under CPR 34, which went into 
effect June 14, 1951, and required 
repair shops to file a statement of 
the price ceiling as existed between 
Dec. 19, 1950, and Jan. 25, 1951. 

OPS also disposed of controls 
on farm equipment and ma- 
chinery, including components, 
attachments and parts, trailer 
coaches, automotive ambulances, 
motorcycles and fire fighting 
equipment. 

Prices on these items were frozen 
at their peak under CPR 100, 
which became effective Dec. 10, 
1951, under a base period running 
from Apr. 1 through June 24, 1950. 

The new amendment issued by 
OPS last week also decontrols 
brokerage fees and agency com- 
missions charged for sales of com- 
modities or services which are 
exempt from price ceilings. Such 
commissions were frozen at their 
peak under CPR 34, 


ability to get materials, it ap- 
pears even more certain that 
first-quarter production in U. S. 
plants will yield more than 1,- 
500,000 cars and about 340,000 
trucks. 

If the first-quarter goal of more 
than 1,500,000 cars is_ realized, 
dealers can probably look for a 
first-half car production volume of 
3,200,000, which would top even the 
record 1950 output for the same 
period. 

The consensus of most makers 
seems to be that the building of 
more than 3,000,000 cars in the first 
six months of this year is manda- 


tory, if market demand is to be 
satisfied. The second half will 
probably be affected by model 


changeovers. 





SWOOSH IT ON WINDSHIELDS 
—COUNT 10- 


FROST DISAPPEARS 


New liquid spray thaws thin ice and 
frost off windshields and windows, 
won’t harm finish, rubber or chrome. 
In handy plastic squeeze flask, with 
refills, also in gallon containers with 
plastic dispenser for garage and serv- 
ice station use. 


ORDER 
NOW 
FROM 
YOUR 
JOBBER 





Made by The Las-stik Mfg. Co. 
Hamilton, O. 





ust MINATING SYSTEMS 





9 SYSTEMS 
TO CHOOSE FROM! 


1. Underfloor disappearing single type—3” 

2. Underfioer twin disappearing type—3” 

3. Underfloor twin plug-in type—3” 

4. Underfloor single plug-in type—3” 

5. Overhead disappearing type—3” 

Overhead hanging type—3” 

7. Overhead wall plug-in type—3” 

8. Underfloor disappearing heavy duty—4” 
(for trucks and buses). 


Overhead heavy duty—4” 
(for s and buses). 


Write for our new Illustrated catalog. 
“The World's Finest Exhaust System" 


ENGWALD CORPORATION 


357 Lafayette Ave., Brooklya, N. Y. 
Sn EE oe 
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Exhibitors Report 
High Sales at 
NADA’s Show 


(Continued from Page 1) 
exhibitors that displayed 
wares to the dealer body, at either 
New York or Miami, the 83 ex- 
hibitors in this year’s show filled 
every inch of space available for 
display in the Civic Auditorium. 
They not only included a goodly 
number who have exhibited in 
every equipment exhibit that 
NADA has held, but also a very 
representative group of old-line 
tool and equipment makers who 
will be put to double expense this 
year, since they will also have to 
exhibit again in the jobber-pro- 
moted regional show that follows 
the NADA show here in 10 days. 


* * * 


MONG these exhibitors, who sell 

through jobbers, are Barrett 
Equipment, Binks Mfg., Blackhawk 
Mfg., Cedar Rapids Engineering, 
Clayton Mfg., Briggs Mfg., Gray 
Co., Lempco Products, Lincoln 
Engineering, Lisle Corp., Marquette 
Mfg. H. K. Porter Co. Storm- 
Vulean, Inc., Sunnen Products, 
Walker Mfg., Weaver Mfg., Alemite 
Div., Allen Electric, Ammco Tool, 
and Aro Equipment. 

Among the brand new things that 
have been brought to light at this 
show is an air-actuated flare for 
commercial vehicles that can be 
operated from the dash of the 
truck. This saves many minutes of 


valuable time in getting the warn-| 
ing out in case of accident on the| 


road. ‘ 
There also is a brake device 


that enables drivers to drive with 
one foot on the brake pedal and 
the other on the accelerator. In 
case of an emergency stop it will 
cut off the action of the acceler- 
ator. This it is claimed, will not 
only prevent many accidents in 
which people get confused and 
shove down on both the acceler- 
ator and brake at the same time, 
but will save many valuable 
seconds in an emergency stop. It 
is also hailed as a great boon to 
drivers who have heavy traffic to 
negotiate in city driving. 

Every year this show seems to 
seat itself more solidly with the 
exhibitors because of the “play” 
they get from the attending dealers 
and their service people. 

When a few years ago it was 
announced that NADA would hold 
its next show in Miami, and in a 
tent, there was considerable doubt 
in the minds of many leading ex- 
hibitors as to whether they would 
exhibit. The announcement at this 
year’s exhibit that next year the 
show would again move to Miami, 
and again in a tent, was received 
with complete calm. 


Kindly Acknowledge 


rs availing then 


Advertise 
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HELP WANTED 


MANAGER 
$20,000 to $25,000 
PER YEAR 


Must be young aggressive 
ability to spark a complete 
experience as 


and with 
organizo- 
tion. Previous sales 
manager with knowledge of used cars 
necessary. Prefer applicants under 40 
years of age. Large volume operation, 
one of the “Big 3", dealerships lo- 
cated in southeastern part of the 
United States. Applications held confi- 
dential. Please attach complete resume 


with photo. 
Box 2286 


c/o Automotive News ° 
Detroit 26 


their | 


| 





AUTOMOTIVE NEWS. FEBRUARY 23, 1953 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


TWENTY CENTS (20c) PER WORD for each insertion. Cash in advance. Position 


Abt Me PM et) ee ht ee a te ee ee kT) 
readers. Count initials and groups of numbers as one word. Ads may be signed with your full name and 
address at regular rates, but if signed "Box No. ........ , in care of Automotive News, Detroit 26, Mich."' add 


One Dollar 


same day received. Display Ads: $11.20 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2646 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


AUTOMOTIVE BUSINESS MANAGER. 

Must be thoroughly trained in auto- 
| motive accotinting, statement and oper- 
| ation analysis. Position requires travel 
| Car and expenses furnished. Excellent 
| salary for qualified man. Reply D. H. 
| Miller, 2111 N. Akard, Dallas, Texas. 
Ph. Prospect 2423. 


| TRUCK DISTRICT MANAGER. Aggressive 


| man with automotive experience to 
| develop high potential northeastern terri- 
tory on salary and commission. Reply 
Box 2301, c/o Automotive News, De- 


troit 26. 





TOP NOTCH CONTROLLER 


SALES MANAGER 
$12,000 to $15,000 
Per Year 


Experience as used car man- 
ager and desire to become 
manager. Large “Big 3°’ vol- 
ume operation with dealership 
located in southeastern part of 
the United States. Please at- 
tach complete resume with 
photo. 


Applicants under 40 preferred. 


Box 2287 
c/o Automotive News 
Detroit 26 





WANTED. Service manager for Chevrolet, 


Buick dealership in north central Indiana. 
Thirty-one years in business. Opportunity 
for advancement with liberal salary and 
annual bonus. Labor sales _ potential 
$10,000 monthly. Box 2256, c/o Automo- 
tive News. Detroit 26. 





for large 
‘‘Big 3’’ volume automobile with opera- 
tions located in the southeastern part of 
the United States. Can earn from §$10,- 
000 to $12,000 per year. CPA preferred. 
Box 2281, c/o Automotive News, De- 
troit 26. 





SALESMEN 
New Car Dealer Following 


Now is your opportunity to become associ- 
ated with one of the larger automotive dis- 


tributors of body hardware and parts. 
have openings in 


We 


North Carolina, Eastern 


Texas, Oklahoma and Ohio. Applicants must 


have 


first mame acquaintance with parts 


buyers. Our men are in the $10,000 a year 
bracket due to our aggressive sales program. 
Liberal commission, bonus and car allowance. 


310 W. Cumberland St. 


National Automotive Parts, Inc. 
Philadelphia 33, Pa. 





WANTED. 


Competent paint and body shop 

Must handle insurance esti- 
mates and supervise workmen. Liberal 
salary plus. bonus. Excellent working 
conditions. Delightful year-round climate. 
Write P.O. Box 748, Grand Junction, 
Colo. 


foreman. 


OFFICE MANAGER and bookkeeper for 


old established Oldsmobile dealer. Must 
be experienced in volume business oper- 
ation, honest and ambitious. Reply by 
letter: C. B. O'Malley, Inc., 801 Diver- 
sey Parkway, Chicago 14, Illinois. 





YOUNG MAN with automotive sales pro- 


motion or advertising experience to 
develop sales promotion department for 
truck manufacturer. Location Indiana. 
Reply Box 2302, c/o Automotive News, 
Detroit 26. 


SALESMEN WANTED 


Young men with ambition and 
ability to sell automobiles in 
large ‘Big 3°’ volume opera- 
tion. Can advance to sales 
manager and manager. Our 
wash-out plan can earn from 
$1,000 to $2,000 per month 
if willing to work. Dealerships 
located in the southeastern part 
of the United States. 


Box 2285 
c/o Automotive News 
Detroit 26 








ACCOUNTANT-OFFICE 


CHEVROLET PARTS MANAGER. 


HELP WANTED 





| 


WANTED 
AUTO AUCTION OPERATOR 


We have a beautiful $25,000 building in 
best Ohio area in which to hold auctions. 
We have ample steady supply of cars to 
make a successful auction. 


We need NOW the best qualified auto 
auction operators to run same on profit 


sharing basis. No investment required. 


Please send us complete details, experi- 
ence and qualifications. 


All replies held confidential. 


POSITION 


Taleo a tol Wendt 


WANTED 


benefit of 


Wanted Ads 





SALES MANAGER, new or used cars, or | 


general manager. 

good habits, honest, 
object. Ten years’ automotive experi- 
ence. Owned and managed own GM 
dealership, recently sold for profit. Thor- 


Thirty-six, married, 
ambitious, work no 


oughly familiar with all phases of deal- | 


ership. Would invest in right deal if 
necessary; desire association with aggres- 
sive dealer. Prefer west or west coast 
area but would consider central America. 
Box 2289, c/o Automotive News, De- 
troit 26. 


TRUCK SALESMAN, 43 years of age, 
married, with 17 years successful truck | 


selling background as_ salesmanager, 
wholesale man and retail sales. Fully 
acquainted with dealer operations. Prefer 
heavy duty line gas or diesel. Will 
travel or move to any location where 
I can make $10,000 a year. Write M. 
G. Dermody, 1820 Nassau Blvd., Char- 
lotte, N. C. 





GENERAL MANAGER. Twenty-five years’ 


experience with General Motors dealers, 
ten years as general manager. Forty-five 


years old, two children. Three positions 
in 25 years. Know all phases of this 
business: parts, service, personnel, busi- | 
ness management and sales. Excellent 


record. Prefer west, far west or south- 
west. Box 2267, c/o Automotive News, 
Detroit 26. 





MANAGER, 
thoroughly qualified through fourteen 
years’ automotive experience handling 
large GM or Chrysler organizations, ex- 
celling in personnel training and de- 
partmental coordination with simplified 
yet comprehensive systems and ideas. 
Philadelphia area, Write Box 2303, c/o 
Automotive News, Detroit 26. 

Sales- 
manager of P & A departments of GM 


dealerships, all sizes up to 600-800 cars. | 


Very broad experience, 12 years Chevro- 
let, 8 Oldsmobile, 4 in Buick, 4 Cadillac. 
Record club member five years and first 


place zone winner. College education. 
Box 2304, c/o Automotive News, De- 
troit 26. 





GENERAL MANAGER, experienced in all 


phases of dealer management. Produc- 
tion to the end of repeat business, in- 
creased volume and customer satisfaction. 
Interested in ‘‘spark-plugging’’ volume 
operation in New York or Long Island 
area. Age 34. Available 30 days. Box 
2266, c/o Automotive News, Detroit 26. 





SALESMANAGER. Ambitious, 


GENERAL MANAGER. 


PARTS MANAGER. Twenty years’ 


ACCOUNTANT-BUSINESS-OFFICE MAN- 


AGER experienced in large operation. 
Sober, married. healthy. Accustomed to 
responsibility. Can relieve dealer of de- 
tails. Familiar with financing and 
credits. Seeking connection with €hrys- 
ler or Ford dealer in midwest. Write Box 
2283, c/o Automotive News, Detroit 26. 


hard work- 
ing, young, married man now employed 
by large Ford dealer. Can manage new 
and used car sales also truck and fleet 
department experience. Can furnish ex- 
cellent references. Box 2305, c/o Auto- 
motive News, Detroit 26. 


FORMER DEALER and general manager 


desires position as sales manager, gen- 
eral manager or will invest in one of 


‘“‘Big 3’’ dealerships. Prefer southern 
Florida. Will consider other locations. 
Will relocate. Age 40. Eighteen years’ 
experience. Box 2300, c/o Automotive 
News, Detroit 26. 





EXPERIENCED USED CAR buyer with 


Detroit connections is desirous of con- 
tacting reliable new or used car oper- 
ators who can use his services. Can 
furnish bond and references. Box 2276, 
c/o Automotive News, Detroit 26. 
Thoroughly sea- 
soned man of middle age available to 
handle dealership in all its phases. Auto- 
mobile experience is complete in every 
department—both wholesale and retail. 
Would prefer state of Florida. If you 
want to let down, I can do the job. Box 
2291, c/o Automotive News, Detroit 26. 
large 
volume experience. Now employed but 
have to make change account of wife’s 
health. Box 2292, c/o Automotive News, 
Detroit 26. 





| Box 2307, c/o Automotive News, Detroit 26. | 











AGENCY, handling Studebaker, 


($1). per insertion for address and extra service as replies are forwarded, unopened, the 





POSITION WANTED 


PARTS SALES MANAGER, MoPar whole- 


saler, experienced in annual million dol- 
lar volume. Presently employed. Refer- 
ences exchanged. Box 2288 c/o Auto- 


AUTO LEASE MANAGER. Experienced in 
sales, organization and maintenance of 





volume car and truck leasing. Handling 
national and local accounts. Residence 
Los Angeles. Box 2290, c/o Automotive 


News, Detroit 26. 


DEALERSHIPS AVAILABLE 
ESTABLISHED DEALERSHIP available, 
handling Studebaker, in one of Virginia’s 
fastest growing cities. One of the world’s 
largest defense plants in full operation. 
Facilities complete, including service sta- 
tion, five-car showroom, two offices, fif- 
teen car service department which is one 
of the best in the city, and body shop. 
$500,000 gross 1952. Will sell parts and 
equipment at inventory and lease building 





or sell lock, stock and barrel. Reason 
for selling, owner has other interests. 
Factory approval necessary. All replies 


Write Box 2296, c/o 
Detroit 26. 


strictly confidential. 
Automotive News, 





in small 
eastern Ohio city on the outskirts of a 
large city. Trading area of 500,000 
people. We handle about 200 new and 
450 used cars each year. Complete and 
operating now. Sickness is the reason 





DEALERSHIP, 


VIRGINIA 


909 Fisher Bidg. 


WELL ESTABLISHED, 


150 Montague Street 


FOR 


for sale. Buy the inventory and lease, 
rent or buy the new car building and 
used car lot. Gross profit last year 
$110,000. If you mean business $30,000 
will handle. Contact Box 2277, c/o 
Automotive News, Detroit 26. 

ONE OF THE LARGEST in the south. 


Used car dealer in prosperous southern 
city of 80,000 population. Drawing busi- 
ness from over 300,000 within 50-mile 
radius. Doing business for over eight 
years, same location. Selling between 
140 and 170 units a month. Complete 
service department, business office and 
separate sales office. Lot completely 
paved, lighted with excellent signs. Other 
interests compel me to sell. Box 2297, 
c/o Automotive News, Detroit 26. 

handling Studebaker, in 
north Texas city of 25,000 population. 
Deal has netted $18,000 per year for the 





past six years. Price, $17,950, includes 
furniture, fixtures, tools, machinery and 
approximately $7,000 in parts. Lease 


modern building with adjoining used car 
lot for $250 per month, Should make 
investment back first year. Sale subject 
to factory approval. Box 2274, c/o Auto- 
motive News, Detroit 26. 
DEALERSHIP. One of the 
‘“‘Big Three’’ located on the Peninsula. 
Surrounded by a number of military 
installations which makes selling good 
the year ’round. 140 new car quota per 
year. Ten year lease on new, modern 
building. Selling at inventory value. 
Approximately $28,000 to $32,000 to 
handle. Box 2294, c/o Automotive News, 
Detroit 26. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


Detroit 2, Mich. 








DEALERSHIP, handling Dodge-Plymouth, 


northeast Texas. Leased building. Used 


car lot. Inventory approximately $28,000. 
Depreciation to be deducted. Details to 
qualified buyers. Box 2278, c/o Auto- 
motive News, Detroit 26. 


very profitable 
dealership for sale, handling one of the 
largest independents, in Aurora, Ill. $40,- 
000 will handle, subject to factory ap- 
proval, Zepelak Motor Sales. Phone 4274. 


DEALERSHIP, handling Hudson - Interna- 


tional, in coastal town—population 85,- 
000. Operated profitably. Owner retiring. 
Modern shop. Service gross covering ex- 
penses 100%. Full price not over $25,000. 
425 Washington, Monterey, Calif. 


AUTO AGENCIES 





Large, medium and small “Big Three" auto 
agencies 
States. Write for brochure. 


located throughout the United 


DAVID JARET CO. 


Established Over 29 Years 
Brooklyn 2, N. Y. 
ULster 2-5600 





HANDLING DODGE-PLYMOUTH, 500 car 


potential, in large Missouri city. In busi- 
ness 30 years. Owner retiring account 
health. Will give lease on building with 
option to buy. Replies confidential. Box 
2295, c/o Automotive News, Detroit 26. 


Com- 
plete buying and selling service. Scotts 
Automobile Brokerage Service, 85 Bick- 
ford Hill Rd., Gardner, Mass. 


SALE. Dealership handling Chrysler- 
Plymouth, Central Nebraska. 7,000 pop- 
ulation town. No real estate. No blue 
sky. Box 2309, c/o Automotive News, 
Detroit 26. 


NEW ENGLAND automobile broker. 





ESTABLISHED used car dealership in 


business section of Florida city of about 
40,000 population. Address Box 161, 
Daytona Beach, Fila. 





DEALERSHIP WANTED 


WANTED. Active interest in new car 
dealership. Can invest $10,000 to $12,000 
Family man, 44 years old, good reputa- 
tion and habits. Twenty years’ selling 
experience in Buffalo, N. Y., with Chev- 
rolet. One year own used car business 
Box 2293, c/o Automotive News, De 
troit 26. 








ATTENTION 
FORD or GM DEALERS 
who wish to sell. 


Have ample cash to buy and factory ap 


proval assured. Want dealership with 40: 
or more units. No objection to location 
Replies held in strict confidence. Box 2280 


c/o Automotive News, Detroit 26. 





-175-350 potential. South, midwest 
. Write or wire in strict confidence 
Apt. D., 1812 Argentia Drive, Dallas 





WANTED — ALL OR PART OF 
GM - FORD - LM 
CHRYSLER DEALERSHIP 


75 - 600 New Unit Deal 


FORMER DEALER — FACTORY APPROVAL 
PREFER FLORIDA 
Box 2299, c/o Automotive News, Detroit 26 





MERCURY - BUICK — 150-300 potential. 


Prefer lower half U. S. Strictly confiden- 
tial. Box 2271, c/o Automotive News, 
Detroit 26. 


GM, FORD, MERCURY agency wanted 
metropolitan city or suburbs. Factory 
approval, finances, confidence assured. 
5127 Tilden St., N.W., Washington 16, 

Cc. 


AM INTERESTED IN 
FORD or GM DEALERSHIP 
In New York City or suburbs 
400 CAR CONTRACT 
or more wanted 
Ample Capital Available—Factory Approved 
Box 2308 c/o Automotive News, Detroit 26 





BUSINESS OPPORTUNITIES 


HANDLING DODGE-PLYMOUTH — South 
central Texas town of 15,000. Ideally 
located on Main U. 8S. highway. Un- 
limited trade area. Approximately $30, - 
000 for actual inventory parts and 
equipment. No real estate to buy. Long 
term lease on modern building. Body 
shop and used car lot. Other business 
reason for selling. Reply: Box 2306, c/o 
Automotive News, Detroit 26. 


GOOD USED CAR BUSINESS, northern 
Ohio, doing $210,000 in 1952. Inside 
showroom with 300 square feet of floor 


space. Five apartments attached and 
grocery store doing $25,000 business 
yearly. New steam furnace. Business 


and buildings for sale for $55,000. Ear! 
H. Sayre, Amsden, Ohio. 

FLORIDA CAR WASH. Latest conveyor 
type equipment, including blower. Excel- 
lent location in booming Pensacola. Wil! 
sell but much prefer partner. Wonderful 
opportunity. B. L. Jenkins, 1821 E. 
Hatton. Phone 8-9550 eves. 


DEALER SERVICES 





INVENTORY SERVICE 

Parts and Accessories Depts. 
Full-time experts. No pickup. part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization —in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Invent 


‘ory ico Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 








INVENTORY SERVICE 
Complete parts and accessories inventories 
for all dealers by qualified full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 
1731 Candler ~, Atlanta 3, Ga. 
Ipine 1140 








MODERN 
SALES MANAGEMENT 


A new method designed for automobile 

dealers exclusively. Simple—Direct—Inexpen- 

sive. Used by thousands of dealers in the 
S. A. Write for free brochure. 


CHISHOLM SYSTEMS 


Box 1352 Palo Alto, Calif. 





INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
Procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot's Inventory 
Service, 124 8. Woodward, Birm 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 


do all the work. Accurate, 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, Iilincis 
ESsex 5-8300 


CARS WANTED 


' 





PORTLAND, OREGON 


Dealer wants cars immediately. Will buy one 
or 100 late models. No commercials. Unloed 
your 30 day cars. Phone or Write 


Frank Livingston Rolf Nixon 
ANCHOR MOTORS 
1413 N. E. Sandy Bivd, Filmore 939! 
Reference—U. S$. National Bank 
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CARS FOR SALE 


PARTS FOR SALE 








WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
"New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


—AUTO— 
AUCTION 


iia 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 


DANVILLE, PENNA. 


EVERY WEDNESDAY Trailers 


Trucks - 


Cars - 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 


O. K. AUTO 
AUCTION 


4305 Euclid Avenue 
Cleveland, O. 


EVERY 
Tuesday Noon 


You will always find real action at 
both these auctions, 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 


Auctioneers 





DEALERS 
WE WHOLESALE 
100 CARS TO CHOOSE FROM 
Write - Phone or Wire 
Harry Davis 
KING FORD MOTORS, INC. 
Authorized Ford Dealer 


1425 Bruckner Blvd. 
Bronx, New York Cypress 2-9400 


For Reserved Numbers 
Phone Endicott 1-5757 
INSIDE SALE RAIN OR SHINE 


ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 


BUY NOW AT LOW PRICES 


Auctioneers 
HAROLD STRAIT 
RAY AUSTIN 


1950 
Plymouths — Fords — Chevrolets KEN SCHAEFER'S 
1 to 500 The Only Indiana 


AUTO AUCTION 


In Continuous Operation Since 1943 
EVERY THURSDAY 


MORRIS FREEDMAN 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


SARATOGA 7-2300 SHERWOOD 7-1700 INDIANA 


INDIANAPOLIS, 
Art Grandi, Auctioneer 
CORNER CAPITAL’ AND “yoy STS. 
Market 8541 — Belmont 015 


AUTO AUCTION IN THE HEART OF ODIANAPOLIS 


TIM ANSPACH 





Dealers Meet at the Cross-Roads of America 








"Midway", Stop 20 


Albany-Schenectady Road PARTS FOR SALE 


| No. OCM-8005. 





ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 


PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


WE WHOLESALE 
Fine Selection of Used Cars 


Herb Kessler 


PHIL BLOOMGARDEN, INC. 
Authorized DeSoto-Plymouth Dealer 


9669 Grand River Detroit 4, Mich. 


new unit. 


Webster 3-7845 exchange. Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 


Ace Automotive Products 
5416 N. Broadway 
Phone: Longbeach |-! 

Open Accounts to Rated Concerns 


For Quick Results 
Use Automotive News 
WANT ADS 





Performance guaranteed equivalent to a 


Complete stock Hydrc-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 


Giteoge, 40, Illinois 





FOR SALE 


In Cleveland, Ohio, area call WINTON 1-7660. We offer 
for sale 250 Plymouths, Fords and Chevrolets 2 and 4 
door sedans. All cars in excellent mechanical condition 
and a large variety of colors are available for your 
selection. 

This group of cars, in custody of Mr. W. A. Wright, on 
display at 
13315 Brookpark Road 
Cleveland 11, Ohio 


In Philadelphia, Pa., area call EVERGREEN 2-0400. A simi- 
lar group of above cars numbering 200 in all, in custody 
of Mr. Arthur Schear, are dispayed at 


4038 Chestnut Street 
Philadelphia 4, Pennsylvania 


Local and long distance shipping facilities 
available at both locations. 


Will sell you one car or all cars! 





BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Quantity Shippers—All GM Parts 
Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WaAbash 2-1030 


NASH 


PARTS SALE 


LARGE INVENTORY 
1936 through 1942 


Will sell whole or part at 
sacrifice prices 


Send for List 


SPRINGFIELD MOTORS 


1550 Springfield Ave. Maplewood, N. J. 








BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Cails — All Shipments C.O.D. 
Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. | - 


“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 





LINCOLN-MERCURY 
PARTS AT A BARGAIN 


New genuine Mercury radiators in original 
Fits 1949 and 1950 Mercury. Part 
In lots of 5 at $32.50 
each. Prices FOB Des Moines, lowa. 


MID-TOWN 
MOTORS, INC. 


1408 Locust St. Des Moines, lowa 
Phone 2-8323 


crates. 








NASH PARTS 


Write - Wire - Phone 


COMPLETE INVENTORY 
FROM 1937 TO DATE 


Same day shipment 


DOWNTOWN NASH 


1200 W. Madison Street 
Chicago 7, Illinois 
Monroe 6-1370 








Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west, Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 


FORDOMATIC & BODY PARTS 
Our Specialty 


WIRE - WRITE or PHONE — ME4460 


NORWOOD AUTO SALES 


FORD DEALER SINCE 1923 
5050 Montgomery Road, Norwood, Ohio 





PAKTS WANTED 
PARTS WANTED. Austin 48-51 motor, 
also wrecked MG, Austin, Morris, Hill- 
man, Jaguar for parts. Waco Motors, 
1779 W. Flagler St., Miami, Fla. 
TRUCKS FOR SALE 
BULLDOZER—ALLIS - CHALMERS. Mod. 
K, Baker blade. $1,200 or swap for used 





car. Phone , aaa, Yonkers 8-8600, Yon- 
kers, N 





BU SES FOR SAL E 


DEALERS 


Do not lose out this year on 
valuable school bus sales. 


You can have a unit to fit 
your requirements anytime 
you wish. 


We stock school buses like a 
grocer stocks his shelves. 
We find that the dealers 


are happy with this arrange- 


ment. 


They can demonstrate the 
bus and also guarantee de- 
livery, both very important 
factors today. 


Transit Sales & 
Service, Inc. 


23 South Street Danbury, Conn. 
8-5645 
Ask for Frank T. Mee, Jr. 


Special Offer 


12—Mack, model EHT—37 passenger 
buses. 12—International, model K-7, 37 
passenger buses. These buses were 


purchased from military surplus and were 
completely rebuilt in 1950. All are in 
good sound condition, ready for service. 
Special price to dealers— 
$850 each FOB Atlanta, Ga. 





For additional information— 
call—write—wire 


FULTON AUTO EXCHANGE 
190 Edgewood Ave. N. E. Atlanta, Ga. 


‘BUSES WANTED — 





w ANTED—Two (2) late model | "school 
buses. Fox Motor Company, Eugene 
Fox, Owner, Lake City, Tenn. 


SHOP EQUIPMENT FOR SALE 


TO SETTLE ESTATE. Complete engine 
rebuilding equipment including Lempco 
crankshaft 
items. Coney’s, 





grinder and all 
Morrisville, Pa. 


accessory 


SERVI-CARS, Harley-Davidson. Used-re- 
build. More business, less cost, good ad- 
vertising with this one-man pick-up and 
delivery system. Harley-Davidson parts 
and accessories. Free bulletin. Knuth’s 
(Factory Dealer), 1753 Muskego, 
Milwaukee, Wis. 





CLAYTON DYNAMOMETER 


Model 41 C—524 F F. Latest type water 
cooled. In perfect condition. Can be bought 
for less than 50% of original cost. Space 
= only reason for selling. Write - 


F. C. Hindsley, V. P. Gen. M 
CHIEFTAIN PONTIAC, INC., 111 W. 38th t 
Indianapolis, Indiana. TA. 1588. 





ANTIQUE CARS FOR SALE 








ANTIQUE CAR. 1899 Black, 2-cylinder 
with carriage wheels, runs and looks like 
brand new. Driven very few miles, com- 
plete with top and tiller. Excellent for 
showpiece or museum piece. Best offer. 
Box 2298, c/o Automotive News, De- 
troit 26. 

1926 CHEVROLET 4-door sedan, priced 

$2,500. Immaculate. Personal inspection 

invited. Four photographs on request. 

Wilbanks, Box 611, Stuttgart, Ark. 
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MISCELLANEOUS 


Improved 1953 


Wider Spreading Rear "V" 
With Full Floating WRIST ACTION Ride 
and Tow on all type roads 


Automatic Braking 


WITH BRAKE HOOK-UP 


ONLY . . .$5145 suis 


CABLES 
Meets 1.C.C. Strength Requirements 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP.......... 


$6] 45 


Meets ALL 1.C.C. Requirements! 


QUICK-TOW, Bumper- 


to-Bumper Tow Bar $1 9.50 

TRI-KING 3-Pi i 

Intra-State ie Up $42.50 
(Folding ''V"' Type) 


—SPECIAL— 
Protecto Covers (Tailor Made)... 
Carrying Bags 
SAFETY CHAINS, set of 2, only .... $2.50 
All Prices Include 8% Fed. Excise Tax 


TOW BAR SALES CoO. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 44485 
40 So. Clinton St., Chicago 6, Ill. 


$6.95 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce St., 
Lynchburg, Virginia. 


QUICK CHANGE 
holders. 
postpaid. 
1498 Overlook Drive, 


dealers 
Guaranteed. 


license plate 
$1 per set of four 
Jobbers wanted. C. Howard, 
Akron 7, Ohio. 


8 out of 10 
DEALERS PREFER 


THE 1953 MODEL 
MOTO-MATIC 


TOWe GUIDE 


4 Contour Grip Couplers. 
Extra Wide V-Spread. 
Oscillating Stabilizer. 

Shock Absorbing Action. 


NO ADAPTORS NECESSARY 
Meets I.C.C. Strength Requirements 


85 Federal Tax 
Included 


FACTORY $ 
NET PRICE 


LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 








AUTOMOTIVE NEWS ’ 
WANT ADS GET RESU.?* 





New Subscription Order 


j 
t 
i 
ee 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Car Dealer () 


Jobber [) Insurance [1] 


moore 


! 
| 
| 
| 
| 
| 
| 
| for which check is attached ["] or send bill [] 
| 
! 
| 
| 
| 
| 
| 


ee Oe Ce. 5 oe ensaccaenanaamene 


TRADE CONNECTION: 
Truck Dealer [(] 


Manufacturer [] 


Financial [) Supplier 1) 


XU 









ARMOR-PLATE PROTECTION FOR 
| TOP-RING GROOVE STRETCHES PISTON 
LIFE TO AS MUCH AS 200,000 MILES! 





ne 
e 








7 yr = Noone 


Sealed Power has found the only satisfactory way to 
protect the top-ring groove—the groove that takes the 
greatest heat and pressures—the groove that gets the 
least lubrication. 


The Sealed Power GI-60 Insert is made of heat- 
treated spring steel. It is permanently anchored in a 
special recess at the top of the ring groove, cut there 
by a special Sealed Power tool. The top-ring groove, 
with GI-60 inserted, is exactly the same dimensions 
as before—the dimensions prescribed by the engine 





Sealed Fower Corporation 


Scaled Power GI-60 Groove Insert 


The only dependable, economical answer to top-ring groove wear 


manufacturer, to take the size ring the engine orig- 
inally called for. 


GI-60 works equally well in new or resized pistons. 
It is recommended by many car and truck manufac- 
turers. Letters from fleet operators who have adopted 
it for both new and used replacement pistons report 
that GI-60 has increased piston life to an average of 
more than 200,000 miles. It is an outstanding and 
exclusive Sealed Power development. Its cost is low, 
out of all proportion to its benefits. 





MUSKEGON, MICHIGAN 


Sole manufacturers of KromeX Ring Sets, MD-50 Steel Oil Ring, Full-Flow Spring, and GI-60 Groove Inserts. Leading 
producer of Automatic Transmission Rings and Non-Spin Oil Rings 





